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A Hoosier Retail Yard Where 
Efficiency Reigns 


The Metzger Lumber Co., with head offices at Leb- 
anon, Ind., operates six or eight yards in central Indi- 
ana. Roy Metzger, head of the company and a past 
president of the Indiana association, is known all over 
Hoosierdom, and beyond, as a capable lumber merchant ; 
a great salesman and executive who lets few things that 
are worth while get past him. 

A year or two ago the company found it necessary to 
make some changes in its yard at Zionsville; and while 
the plant is not yet completed in all details it lacks little 
of being done and stands 
as evidence of what can 
be accomplished in mak- 
ing a lumber yard an ef- 
ficient unit and a credit 
to its town. 

The office and _ sales 
room are located in a 
building of an earlier 
day; one that offers 
ample space for the dis- 
play of paints and hard- 
ware and other building 
lines. The private office 
is railed off with parti- 
tions taken from a local 
bank of which Mrs. 
Metzger’s father was 
president for many 
years: and these solid 
oak fixtures have been 
installed for sentimental 
as well as practical rea- 
sons. In the rear is the 
glazing department, 
equipped with an un- 
usual glass case. The 
glass is stored on edge, 
with the width of the panes in each compartment sten- 
ciled above the compartment. Then along the up-and- 
down partitions the height in inches is marked; so it is 
a matter of but a moment to find a pane of the size 
wanted. 

In the rear of the sales room is a rack and cutting 
table for wire screen. There are two shelves or rows 
of compartments under the cutting top; and each com- 
partment is a half-round, metal-lined affair that will hold 
a roll of screen. The widths are marked on the frame. 
When screen is sold, the roll is laid in the metal lined dip 


HIGH LIGHTS OF THIS 
STORY INCLUDE: 


Rack and Cutting Table for Screen 
End Storage of Mouldings special millwork they 
Keeping Dampness From Foundation 
Narrow Bins Serve Two Purposes 
Rack for Displaying Roll Roofing 
Show Windows Are Silent Salesmen 
Why Full Stocks Are Sound Policy 
Working In Harmony With Contractor 
Selling Fencing Installed In Place — vice. in the warehouse 


at the end of the table. The table top being marked off 
in feet and inches it is a simple matter to pull the web 
out to the required length and to run the cutter along 
the marked line next to the roll. 

The second story is used as storage for doors and sash, 
and there is an elevator extending from the basement to 
this second story. At the rear of the store building is a 
planing mill, equipped with fire walls and fire doors. 
This mill is equipped for ordinary work and is used 
largely in building portable farm structures, in which the 
yard has long had a 
large trade. The build- 
ings can be erected and 
loaded onto trucks right 
in the mill. The com- 
pany has a completely 
equipped mill at Leb- 
anon, which supplies all 
of the company’s yards 
with whatever unusual 


secure orders for. 

The warehouse is next 
to the office building, and 
faces on the main street. 
Plans have been made to 
carry it on back, perhaps 
double its present length. 
The alleys are paved 
with concrete, and the 
interior is painted white 
to aid in the diffusion of 
light. Infact, the whole 
yard is well lighted; and 
one unusual lighting de- 


consists of heavy plate 

glass let into the roof. 

This was scratched stock that was given the Metzger 
company by one of the glass manufacturers without cost. 
Near the front of one alley is a series of bins, closed 
with tight doors, for the storage of mouldings on end. 
These bins will take pieces up to 20 feet in length. There 
is the usual device of horizontal divisions between bins, 
spaced two feet apart, -so that the length of a moulding 
can be determined at a glance. Since these bins slant 
away from each other, so that the pieces will not fall out 
of place, there is space at the bottom that would other- 
wise be unused ; but these spaces are [Turn to page 28] 








THREE DOLLARS A YEAR 
SINGLE COPY 25 CENTS 







































- ta , — 
a 





investment. 


In one car, for example, 
we can include Douglas Fir 
dimension, flooring, drop 
siding, ceiling, finish, 
mouldings, etc.; West Coast 
Hemlock dimension, floor- 
ing, finish lumber, etc.; Red 
Cedar siding, Red Cedar 
shingles—all "SUSTAINED 
QUALITY" —reliable manu- 
facture. Perfect drying and 
time-tested service. A trial 
order will convince you that 


it pays to buy in Mumby 
Mixed Cars. 
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= Keep Your 
B Investment Down With 


7 Mumby Mixed Cars * 


You will find, as other dealers have found, that Mumby Mixed 
Cars offer decided advantages in balancing stocks with minimum 
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SALES REPRESENTATIV 


CHICAGO, ILL... Chas. L. Baxter 
Lumber Co., Inc., 308 W. Washing- 
ton St., Chicago, Ill. 

SPRINGFIELD, ILL: The Porter 
Lumber Co. 

IOWA, MISSOURI, KANSAS, OKLA- 
HOMA: Gunter Lumber Co., Kan- 
sas City, Mo. 

TEXAS: W. F. Nelson, Dallas, Texas; 
Guy M. Chisolm, Amaril'o, Texas. 

INDIANA: G. C. Goss Lumber Co., 
Indianapolis, Ind. 

MINNESOTA: P. H. Betzer, 304 Wil- 
mac Bidg., Minneapolis, Minn. 

NEBRASKA: Prestegaard Lumber 
Co., Lincoln, Nebr. 

NORTH DAKOTA: Murfin and Trace, 
Fargo, N. D. 

SOUTH DAKOTA: L. W. Armin, 
Iroquois, S. Dak. 

WISCONSIN: Centra! States Lumber 
Co., Janesville, Wis.; W. A. Schnei- 
der, Plankinton Bldg... Milwaukee 
Wis 
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Just telephone our near2st representative or drop 
him a card for prompt attention. 


Mumby Lumber & Shingle Co. 


General Sales Office: BORDEAUX, WASH. 
NED Mill B— 


Bordeaux, Wash. MuMBE: Malone, Wash. 
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NoWonder It Sells 


Many a lumber dealer found this remarkable 
equipment a “life saver during the last 
two years. Sales came surprisingly easy— 
especially for remodeling jobs. 

Here's the reason: ‘Over-the-top" Door 
Equipment is applicable to stock doors, old 
or new. Acchild can operate it. It is easily 
installed—weather tight—never needs serv- 
icing. It sells for less than any other type, 
yet the profit to the dealer is generous. 
Write Dept. AL-3 today for complete in- 
formation. 


FRANTZ MFG. CO., Sterling, Ill. 
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Good Values to Pass on 
To Your Customers 


Give the contractors, carpenters and build- 
ers lumber that is ““bang-up” on quality, 
milling and grading. 


For many years we have prided ourselves 
on the high quality and careful inspection of 
our lumber. Pass these good values on to 
your customers and clinch their future orders. 


Order the stock you need in mixed cars 
and save money. 


We are members of the 
Western Pine Association 




















Anaconda (opper-ffining (ompany 
| Lumber Department’. 
ELON Lana 
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An Endeavor to Establish the “One 
Fair Price” Policy 


HE OHIO retail association is 
7 making a vigorous effort to bring 

some order into the retail price 
situation ; and the hope of the plan lies 
in its reasonableness and simplicity. 

During a long period and for vari- 
ous reasons all of us fell gradually into 
the habit of placing low prices first 
among our competitive sales tools. 
Part of this is due to the rather large 
place taken by contractors who are 
little interested in so-called services 
but are much interested in low prices. 
3ecause their bargaining has been suc- 
cessful in getting cuts they depend 
upon it in making their bids. Part is 
chargeable to the low-price minded- 
ness of the depression. 

Whatever the reason, retailers every- 
where developed the habit of variable 
prices to meet what they considered 
the necessities of competition. One 
highly competitive bill would be sold 
at cost or below, in the hope that some 
or all of the lost profit could be made up 
on a later and non-competitive sale. 
The non-shopper was penalized for his 
confidence, and the bargain hunter was 
rewarded. 

This price sniping became a serious 
and even an alarming evil. Leaving 
out all ethical considerations, the pub- 
lic became aware of the situation; and 
buyers lost confidence in lumber 
prices. Some buyers became bargain- 
ers in self defense, and some in dis- 
gust withdrew from the market except 
for the materials they positively had 
to have. 

The Ohio association is attempting 
to establish the “One Fair Price” 
policy. This calls for some explana- 
tion. It is not an agreed price, for 
each dealer makes his own. It is not 
necessarily a high level, nor is it neces- 
sarily a low one. It is the scale which 
each dealer is willing to abide by in 
making all his sales. It is subject to 
change; not only as the wholesale level 
shifts but also as competition seems to 
make advisable. 3ut when it is 
changed, it is changed. Everybody 
pays it; the would-be sharp buyer and 
the non-shopper alike. Sniping, so far 
as that yard is concerned, goes out of 
the picture. 

Some practical objections have been 
raised; such, for instance, as the fear 
that competitors on learning these 
prices would scale under them just 
enough to attract all the business. But 
this fear arises from giving too much 
weight to the selling power of a single 





cut price. Chain stores, for instance, 
have taught the public that once their 
prices are posted everybody pays them. 
There are no individual cuts. This 
certainty that the person ahead and 
the person behind in the line will pay 
the same price is valued by the public; 
as is evidenced by the fact that chain 
prices are not always low. Some chain 
prices run as much as 15 to 20 percent 
above the loss-leaders of non-chain 
competition. But the public goes to 
the chains in the belief that prices are 
fixed and on the whole are fair; and 
no chain would consider for a moment 
doing anything that would give it the 
reputation of charging one person one 
price and another another price. 

If this is important in the chains and 
with the kind of goods they sell, it is 
even more important in lumber yards 
which handle goods in the buying of 
which the public is not expert and 
where confidence in the management 
means so much more. 

But the one fair price has still fur- 
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ther advantages. It aids enormously 
in stabilizing the local market when 
even one dealer adopts, advertises ang 
sticks to the policy of a one-price leye| 
Cutting under it means sacrificing net 
profit by just that much; and once the 
competitors learn that variable anq 
individual prices are not the whole 
secret of volume sales, they are likely 
to come into line. Once the custom js 
established, then competitive efforts 
are placed where they should be 
placed; upon merchandising skill, ac- 
curate building advice and the service 
which, added to building materials, ip- 
creases the value of the finished build. 
ing. Price sniping has done ip- 
calculable damage in diverting dealer 
attention from more important and 
creative phases of merchandising. 

The Ohio association is attempting 
not only to establish the one fair price 
principle but also to work out uniform 
terms of sale. Too often variable 
terms of sale are used by incompetent 
salesmen as factors of competition. If 
Secretary Torrence can establish these 
two things in his State and can make 
them a general object lesson, the entire 
industry and the building public will 
be deeply in his debt. 


Convention Exhibits Are a Promise 
and a Warning 


OT THE least striking aspect of 
N a vigorous retail convention sea- 
son been the merchandise 
displayed by manufacturers to their 
retail friends. A veteran convention- 
eer can not remember another season 
which presented so many and so at- 
tractive lines of new goods or of old 
standbys in an improved form. 
“These exhibits,” remarked a well- 
known dealer to the AMERICAN LUM- 
BERMAN, “are both a promise and a 
warning. They are a promise of maxi- 
mum effort of manufacturers to help 
persuade the public to undertake the 
construction that is so badly needed. 
The warning is that they will expect 
cooperation from us in creating sales. 
They understand the value of the 
dealer in distribution, and in the main 
we can rely on them not to by-pass us 
with any plan of direct distribution. 
“But there are dealers and dealers. 
The average manufacturer wants his 
goods gotten into the hands of custom- 
ers; and by that I mean he is not con- 
tent merely to fill up retail inventories 
which remain inactive. If he sells a 
carload to a retailer and gets paid for 


has 


it, he has made an appreciated sale. 
3ut if the retailer stores the goods in 
a warehouse and makes no effort to 
create sales, while a competing retailer 
merchandises a rival line and by energetic 
effort creates an active market for it, the 
manufacturer is not going to be very 
well pleased. 

“When the market opens, we're go- 
ing to see the keenest competition of 
our generation. Whether we know it 
or not, these convention displays are 
due notice that we must do our part of 
the job; for otherwise the makers will 
by-pass those of us who refuse to come 
alive and will throw the full power of 
their merchandising skill and aids to 
those other dealers who will play ball 
with them. There’s never been a time 
in my memory when we needed more 
to forget traditional ideas about what 
can’t be done and to work out others 
that can be done. This season will see 
manufacturers divide us into assets 
and liabilities; and they'll govern 
themselves accordingly.” 

All of which is something to think 
seriously about as the retail convention 
season draws toward a close. 
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QUERY AND COMMENT 


Patterns for Animal Cutouts 


Do you know of anyone who is supplying 
patterns for the little wooden cutout figures 
of small animals, birds, ete. that are being 
stuck on lawns as decorations? We have 
an inquiry from a man who wants to make 
some of these in a home workshop, but who 
has not been able to ascertain where the 
patterns can be obtained.—INQUIRY No. 2929. 


{To furnish this inquirer—a city retailer in 
a central State—the desired information, re- 
quired some investigation, as the AMERICAN 
LUMBERMAN did not have in its files the ad- 
dress of any firm supplying these patterns. 
However, a source of supply was located and 
the name and address were sent to the in- 
quirer, who, in a letter expressing his appre- 
ciation, paid the Q & C department a nice 
compliment by saying: “When you go after 
information, you get it, don’t you?” He then 
proceeded to put up to this department about 
the toughest problem it has ever been called 
on to solve, as follows: 

There is just one other bit of information 
that you should have on file to win the undy- 
ing “gratilude” of mankind, and that is, some 
method to keep a politician’s mind on econ- 
omy after he has been elected. If you ever 
dig that one up, let me know. 


With sadness the department confesses its 
inability to answer this poser.—Ep1Tor.] 


Chestnut Post and Rail Fence 


Can you put me in touch with concerns in 
Virginia or any point in the South, who are en- 
gaged in the manufacture of chestnut posts and 
rail fences? We are in position to handle a 
quantity of this material if we can make a 
connection direct with the maker.—INQuUIRY No. 
2925. 

[To this inquirer, a landscape contractor in an 
important New Jersey city, the suggestion was 
made that he endeavor to secure the material 
from some of the local distributing yards in his 
city or in that immediate section. In the mean- 
time an effort was made to locate manufactur- 
ers of this particular type of post and rail 
fence. Of the concerns who replied to letters 
in connection with this inquiry, however, only 
one indicated interest in the inquiry and ability 
to supply the requirements. To anyone inter- 
ested, the name of this inquirer will be given 
upon request.—Eb1ror. ] 


Building Costs—1929 and 1933 


Will you kindly write us, advising the com- 
parative building costs in 1929 and 1932?— 
INQUIRY No, 2931. 


_[The clearest manner of showing compara- 
tive costs is by means of indices, two of which 
are now regularly being published covering the 
cost of a frame house. Both are based on 1913 
cost as 100. 

The first index is compiled by the American 
Appraisal Co. and represents construction costs 
lor each month as based upon material and 
labor costs prevailing in the United States, 
weighted, in accordance with cost percentages 
determined from buildings of each type actually 
constructed. According to this index, the total 
cost of a frame building, monthly averages, 
Was: 1929, 204; 1930, 196; 1931, 168; 1932, 
145. Therefore the 1932 cost was 29 percent 
less than the 1929. 

_ The second index covers material costs. It 
is based on the figures regularly appearing in 
the AMERICAN LUMBERMAN under the heading 
Delivered Prices on Lumber at Retail, and 
similar ones for other materials, in sixty cities 
of the United States. The price index repre- 
sents the relative cost of building materials 
entering into a 6-room frame house, the prices 
being weighted by the relative importance of 


each commodity entering into the construction. 
According to this index, total cost of material 
entering into a 6-room frame house, monthly 
averages, was: 1929, 177; 1930, 173; 1931, 158; 
1932, 151. Therefore the 1932 material cost 
was 15 percent less than the 1929. 

The latest index figures available, in the 
February, 1933, issue of the U. S. Department 
of Commerce Survey of Current Business, are 
for December, 1932. The index involves tre- 
mendous labor in compilation, and the industry 
should be gratified that it is made available as 
promptly as at present.—EnpiTor. |] 





Curly and Birdseye Maple 


Old lumbermen, as I understand them, refer 
to curly and birdseye maple as different trees. 
Can a 12-foot birdseye maple log be so sawed 
that the product. will be curly maple?— 
INQUIRY No. 2932. 


[A very direct answer to this query is given 
in C. H. Snow’s “Wood and Other Structural 
Materials.” He says, “Birdseye maple and 
curly maple are not separate species, but are 
the results of cellular distortion. Birdseye and 
blister effects are most often seen in the wood 
of the hard maple, while curly effects are most 
often seen in the soft maples.” Wren Winn, 
in “Timbers and Their Uses,” adds that “A 
slightly wavy longitudinal course in the ele- 
ments of the wood produces the condition 
known as curly grain, frequent in maple; whilst 
slight projections or depressions repeated on 
the outer surface of successive annual layers 
produce the birdseye variety in the same wood.” 
It would probably be impossible for the in- 
quirer to tell whether a log contained maple 
with a birdseye figure until after it had been 
sawed; perhaps an experienced man would be 
able to tell when a log had been peeled. Evi- 
dently the figure is a characteristic of the par- 


ticular log, and can not be changed by varying 
the method of sawing.—EbirTor.] 


Offers Small Dimension of Elm 


We have an abundance of small second- 
growth rock elm and gray elm, from 9- to 
13-inch diameter at the stump. We could 
manufacture this class of timber into small 
dimension from 1xl- to 3x3-inch, and in 
lengths from 16- to 96-inch. There is prac- 
tically no heart wood in this timber, and 
usually it runs very clear, so would make ex- 
cellent bending stock. We have in mind the 
manufacturing of squares from the log, tying 
them into bundles and shipping them green. 
Do you Know of a market for this class of 
dimension? Do you know of any hockey 
stick manufacturers that use rock elm in 
3x3- and 3x4-inch, in 5- and 6-foot lengths? 
If you could give us the names of possible 
users of this kind of dimension, we would 
appreciate it. We will be glad to go into 
details with anyone interested.—INQUIRY No. 
2930. 


[The above inquiry comes from a Wiscon- 
sin concern. To it will be forwarded the names 
of any who are interested in securing supplies 
of the stock described. Suggestions as to pos- 
sible uses for material of this type will be ap- 
preciated.—EDITor. | 





Buys American Lumber Only 


Please let me know what kinds of lumber 
come from Russia. I buy American lumber 
only.—INQUIRY No. 2926. 

[This inquiry comes from a retail lumber 
dealer in a New Jersey city, and he is to be 
commended for his definite policy of buying 
American lumber only. He has been advised 
that the bulk of Russian lumber that has been 
shipped into the United States is spruce, al- 
though it is understood that both spruce and 
pine have been brought in.—Eprror.] 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








A movement is afloat in 
Great Britain for the forma- 


mills in town. 


Square timber|ton and Walla Walla division 


tion of a timber trades associa- 
tion. A council of gentlemen 
has been formed for the pur- 
pose of constituting such an as- 
sociation. The secretary of the 
committee is S. H. Bigland, 
with offices at 57 Gracechurch 
Street, London, E. C. 


7 * - 


Vessel Repairing and Dock 
Building in Chicago.—In vessel 
repairing and rebuilding, Chi- 
cago is among the more impor- 
tant lake points. There are 
three large ship yards in the 
city, at which repairing is done, 
involving a capital of perhaps 
$250,000. One of these—the 
Miller Bros.—which is much 
the heaviest concern, in busy 
periods has employed from 150 
to 200 hands. The timber used 
is, of course, oak, with the ex- 
ception of what pine goes into 
decks and the spars. All this 
timber is purchased in the 
country, squared, and shipped 
here in that shape. The com- 
panies not having mills in their 
yards hire the stuff sawed at 





costs from $25 to $30 per thou- 
sand feet, board measure, 
sawed stuff ranging from $25 
to $35, according to length. 
Spars are worth all the way 
from 25 cents to $2, a lineal 
foot, according to size, pine 
sticks being used from 25 to 
100 feet in length. In the work 
that is done in the three yards 
during an average year, it is 
estimated that about 1,500,000 
feet of oak, board measure, is 
used, and spars to the value of 
about $5,000. In addition to 
this, there are outside parties 
who take small contracts from 
time to time, and there is also a 
floating dock on which repair- 
ing is done, while the dredging 
companies build their own 
dredges, tugs, scows, etc. When 
this additional work is in- 
cluded, as it averages in con- 
sumption of timber, the aggre- 
gate is perhaps 2,000,000 feet 
a year, and possibly more. 
* + * 

Short of Timber.—Bridge men 
were lately awaiting timbers 
for the trestles on the Pendle- 


of the Oregon Railway & Navi- 
gation Co.’s line. It is with 
difficulty that the company can 
supply the demand for timber 
on its upper roads. 

* . 7 


The Northern Pacific Rail- 
road Co. last fall had an exhi- 
bition car roaming over the 
States of Illinois, Indiana and 
Ohio, containing specimens of 
the agricultural and _ other 
products of the country along 
its line. There were specimens 
of wood numbering 70. 

‘ + * * 

F. H. Catley, sculptor, of 92 
Rochdale Road, Bury, Eng- 
land, writes to the Lumsper- 
MAN, and inquires if it is pos- 
sible to obtain, through the 
readers of this paper, a photo- 
graph or wood cut of Benja- 
min Cummings, whom Mr. Cat- 
ley names as the inventor of 
the circular saw. An English 
mill man, who is about to erect 
a mill, desires to perpetuate 
the memory of Mr. Cummings 
by placing a statue of him on 





top of the new structure. 








18 AMERICAN LUMBERMAN 


March 4, 1938 
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Its Load Bearing Capacity Is Increased from Two to Six Times by the Aid of New 














Metal Connectors That, by Enlarging the Load-Bearing Area, Distribute the Play of at 
the Load and Avoid "Edge Stresses""—They Make Braced and Spliced Joints Obsolete. S. 
Long Life of Structures Assured by Complete Preservative Treatment After Cutting oO 
Wood has had scant considera- ment of Commerce and the Forest sawed off pieces of piping, over- tain physical data necessary to Pre- 
tion for important structural uses Products Laboratory, ForestService, looking important engineering fac- American engineers and constryc- tions i 
for more than a quarter of a cen- Department of Agriculture, a hand- tors, and the plate in this embry- tors. Working with the generally the co 
tury. Primarily afraid of joint book, “Modern Connectors for onic formcameatatime when there stronger domestic woods, both comes 
failures, architects, builders and en- Timber Construction.” This report was little economic background to green and seasoned, the Forest structi 
gineers have frequently passed it introduces joining practices devel- encourage its development. Products Laboratory has developed ilar te 
over when its use would otherwise oped in Europe during and since It remained for European coun- comprehensive engineering data. countr: 
have been desirable. The bolted the war, and used there routinely tries, under privations of war, to The National Bureau of Standards. possibi 
joint was an improvement over in uptodate structures of every develop these connectors to a high of the Department of Commerce. tion is 
nailed or cut framing. But mod- type. state of engineering efficiency. And has _ conducted metallographic fabric 
ern loads often required a prohib- Modern connectors employ me-_ it has taken nearly fourteen years studies necessary to the reduction meet f 
itive number of bolts, and even then chanical principles so simple that, to get the information necessary to to our complete and independent by ap 
there were uneven stress distribu- with the definite consideration for their use from the private foreign knowledge of the important con- proper 
tions which resulted in slip, conse- structural lumber which they offer, firms which held a proprietary in- nectors used abroad in modern meet : 
quent sag and other difficulties. it is surprising they have not terest in the secrets of their evo- practice. but ro 
These are problems of the past. sooner been developed into wide- lution and utilization. Even with There are some sixty types of forme 
Modern connectors which overcome spread use. In principle, as a mat- this information, which members of connectors used on the Continent Wo 
these difficulties have been developed ter of fact, they were recognized the lumber industry will now re- Of these, six or eight are im. anoth 
for wood joints. Through them, at least seventy-five years ago, call was the occasion for several portant. No one type will meet specifi 
wood framing for major structures when metal ring connectors were protracted European visits on the aj! structural requirements, but for lumbe 
has been reduced to a dependable used in early American bridge con- part of Axel H. Oxholm, director general specification purposes a the w 
science. After years of study, the struction. An American patent on of the National Committee on few types suffice. Underlying all for n 
government has just published, a toothed plate connector was is- Wood Utilization, the methods em- types are certain general principles ings | 
through the National Committee sued as early as 1889. But the ployed abroad could not be reduced In a non-technical way it might ing 1 
on Wood Utilization of the Depart- early rings were hardly more than to American practice without cer- be said that the modern connectors either 
_ — the diameter of the load shop, 
oe earing area. In general they con- faces 
Ar ltesnne type eT doce, clams asd plates which | cated 
metal connectors oF are set into, or bite into, the wood In vit 
dowels which in- to a shallow depth only, and are some 
crease value and held in place by the customary bolt. selve 
strength of wood But the bolt becomes primarily a re-as: 
ielats, es proved tn binder, and only secondarily a load treat! 
bearer. There are other factors, nifice 
tests at the Forest put the point of interest for the | that 
Products Laboratory, layman is that these enlarged load | be u 
Madison, Wis. Six or ange — —— distribute — 
‘ _ the play of the load, avoiding the | ccc 
lg gee undistributed unit “edge stresses” | have 
por- frequently experienced under bolted | rang 
tant, and complete connections where the small diam- struc 
engineering data eter bolt played against a localized ane 
have been developed rea of the timber face. 
for application of Two other important factors: Belo 
etn te deeiiein The enlarged circumference of one gooc 
F pair of connectors involves no ap- mair 
species of lumber preciable reduction in strength of 33-4 
8 — This joint be- timber because of “cutting out” as on 
ii: ike ilien for more bolt, and consequently 
: larger timbers are not required. In truss 
members is made fact, increased load capacity fre- feet 
with a series of quently permits use of smaller tim- sc) 
metal rings with ers. Also, increased load bearing 


straps and bolts 


C — This illustrates 
the use of metal 
rings in making 
bolted timber joints 


D—Pressing "alliga- 


ratchet wrench and 








special assembly 
bolts. Several tons 
pressure is readily 
developed. Modified 
hydraulic tie squeez- 
ers, developing up 
to fifteen tons pres- 
sure, may be used 
on dense members 


capacity, very conservatively fig- 
ured at from 2 to 6 times that of 
a comparable bolted joint, permits 
appreciable reduction in hardware 
cost, weight, and labor charges. 
In fact, these connectors avoid the 
prohibitive hardware problem with 
wood as far, or further, than it is 
avoidable with any other material. 


vege toothed rings It might be mentioned as inter- 
into wooden mem- esting, if not of first importance, 
bers by use of that hand or cut framing, including 


the boasted craftsmanship of the 
old countries, and many of our own 
bracing and other splicing prac- 
tices in which strength of members 
was reduced by cutting away, now 
become relics of the past. If space 
permits, members may now be laid 
beside one another, instead of being 
cut into members, and joined by 
a connector with assurance of ade- 
quate strength. 
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Market for Woo 


Connectors Lower Costs by Savings in Hardware 
and Use of Unskilled Labor in Assembly; They 
Save Weight by Use of Smaller Wood Members 
on a Scientifically Tested, Dependable Basis 


Pre-fabrication, permitting reduc- 
tions in assembly cost, especially in 
the cost of skilled labor, now be- 
comes a natural step in wood con- 
struction. The system will be sim- 
ilar to that now followed in this 
country by other industries. The 
possibility of inadequate construc- 
tion is minimized by shop or mill 
fabrication of wood members which 
meet fixed standards of quality, and 
by application of connectors, the 
properties and strength of which 
meet specifications, leaving nothing 
but rough assembly work to be per- 
formed on the job. 

Wood preservative treatment is 
another step in the system. Most 
specifications will call for treated 
lumber. Instead of impregnating 
the wood and shipping it to the job 
for necessary bolt and seating bor- 
ings prior to assembly, thus expos- 
ing new surfaces, the wood may 
either be pre-treated, taken into the 
shop, fabricated and the new sur- 
faces treated; or it may be fabri- 
cated and then completely treated. 
In view of the readiness with which 
some of the connectors lend them- 
selves to the easy dismantling and 
re-assembly of completed structures, 
treatment will take on special sig- 
nificance over and above the fact 
that structures in which wood will 
be used with the connectors will 
generally require treated material. 
Accordingly, fabricating shops will 
have to plan adequate treating ar- 
rangements. Many European con- 
struction firms specializing in this 





Below—Note the clear space and 
good lighting in this large hall, the 
main span of which is 100 feet, with 
33-foot overhangs. It furnishes a 
good example of 3-hinged wood 
trussed arches, widely spaced—4l 
feet on centers. Length of building 
is 100 feet. This is the Exhibition 
Hall at Ludwigshafen, Bavaria 





work handle everything, including 
treatment, from the initial purchase 
of lumber to final erection on the 
job. 

Examples of what European con- 
structors have done with these 
modern connectors are striking. All 
over the Continent they have 
erected mammoth halls, railway 
stations, bridges and trestles, air- 
plane and dirigible hangars, and 
even radio towers reaching 500 
feet into the air. Incredible free 
spans have been achieved. “Mod- 
ern Connectors for Timber Con- 
struction” lists a hundred exam- 
ples, but the selected few following 
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Westfallen Hall, Dortmund, Ger- 
many, free span 250 feet; 

Concrete pouring trestle, Blei- 
loch Dam, length 680 feet; spans 
83 feet (See accompanying illus- 
tration) ; 

Roald 


Amundsen _ Dirigible 





give an idea of the possibilities : 
The Saengerfest Halle, Vienna, 


occupying 5 acres of ground and 


accommodating 75,000 persons 
(See accompanying illustration) ; 
Skoda Ammunition Works, 


Czechoslovakia, largest munitions 
makers in Europe, have constructed 
a plant at Mosseierbaum, Austria, 
using three-hinged arches for a 
span of 148 feet, which architects 
and engineers will note with in- 
terest ; 


Above—Strap and hinge wood con- 
nectors have been used at all panel 
points in this construction, and they 
transmit both tension and compres- 
sion. It is the concrete-pouring 
trestle for the Bleiloch Dam, in Ger- 
many, 680 feet long with spans of 





83 feet 
Hangar, Spitsbergen, Arctic 
Ocean ; 
German Government Railway 


Station, Stuttgart, considered most 
modern station in Europe (wooden 
dowel connectors were used) ; 
Radio Sending Towers, Breslau, 
460 feet high. (A new tower over 
500 feet in height is now under 
construction in Germany.) 
Engineers familiar with Amer- 
ican costs and construction meth- 
ods have labeled these modern con- 
nector systems a development 
which “will bring about revolu- 
tionary changes in the use of wood 
for all types of construction.” B. 
L. Knowles, nationally known con- 
structor, who represented the As- 
sociated General Contractors on a 
special subcommittee sponsoring 
the new bulletin, said: “My interest 
in the subject is very deep and sin- 
cere, because I have a large vision 





Above—Use of modern wood con- 

nectors made possible this all-wood 

structure, occupying five acres of 

ground. The span is 197 feet. In 

this Saengerfest Halle, at Vienna, 

Austria, concerts attended by 75,000 
persons are held 





of the value of this work in future 
construction projects.” Wilson 
Compton, president American For- 
est Products Industries (Inc.), has 
described it as “the greatest de- 
velopment in wood construction in 
a hundred years.” F. Leo Smith, 
technical secretary American In- 
stitute of Architects, who also 
served on the subcommittee, in a 
signed article says: “This improve- 
ment in methods of joining struc- 
tural timbers will undoubtedly open 
new fields for the efficient use of 
wood in many types of construc- 
tion and offers what appear to me 
exceptional opportunities for in- 
creased economy in building.” 

Secretary of Commerce Roy D. 
Chapin thought so highly of the 
importance of these developments 
that, in appointing the special sub- 
committee to sponsor this report, 
he called upon the entire field of 
construction and principal struc- 
tural materials user groups with 
memberships totaling 103,000. Ma- 
jor H. S. Bennion, engineering di- 
rector National Electric Light 
Association, served as chairman. 
Others of the committee included 
Wallace Ashby, American Society: 
of Agricultural Engineers; W. H. 
Booth, American Petroleum Insti- 
tute; Clement E. Chase, American 
Society of Civil Engineers; Wil- 
liam F. Chew, National Associa- 
tion of Builders’ Exchanges; A. S. 
Downey and B. L. Knowles, As- 
sociated General Contractors of 
America; Ralph H. Higgins, air- 
port consultant engineer; R. R. 
Horner, American Institute of Min- 
ing & Metallurgical Engineers; 
Henry G. Perring, American En- 
gineering Council; Col. D. H. 
Sawyer, Federal Employment Sta- 
bilization Board; Searcy B. Slack, 
American Association of State 
Highway Officials, and F. Leo 
Smith, American Institute of Archi- 
tects. 

The data for “Modern Con- 
nectors for Timber Construction” 
were assembled and prepared by 
Nelson S. Perkins, construction en- 


20 


gineer, and Peter Landsem, assist- 
ant construction engineer, both of 
the Wood Utilization Committee 
staff, and George W. Trayer, senior 
engineer S. Forest Products 
Laboratory. This handbook is a 
complete compendium of necessary 
information on various types of 
connectors available, American use 
data, relative values and fields of 
utility of the several types as de- 
termined by European practice and 
American laboratory tests, and 
basic stress and load factors. It is 
paper bound, amply illustrated, and 
may be obtained from the Superin- 
tendent of Documents, Government 
Printing Office, Washington, D. C., 
or the National Committee on 
Wood Utilization, Department of 
Commerce, Washington, D. C., at 
15 cents a copy. 


Makes New Connectors 
Available 


The Timber Engineering Co., a 
subsidiary of American Forest 
Products Industries (Inc.), has re- 
cently been incorporated for the 
purpose of acquiring and exploit- 
ing patented devices which may 
lead to a greater and more intelli- 
gent use of wood in construction. 

Recently the United States For- 
est Products Laboratory, in co-op- 
eration with the National Commit- 
tee on Wood Utilization, Depart- 
ment of Commerce, has completed 
a comprehensive series of tests on 


nary bolt. 


distant view of the other of the pair. They are 330 feet high. 
that many of the members are slender, use of small sizes being made possible 
by modern wood connectors. 
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wood joints, in 
serted various types of metal con- 
nectors, held in place by an ordi- 
The remarkable results 


which were in- 





Here are a near view of the base of one of two wood radio towers, and a 


wood being practically a non-conductor, loss of electrical energy is kept at 


an unusually low point 


are explained in a government bul- 
letin entitled, ““Modern Connectors 
for Timber Construction.” 

Certain types of connectors are 


It will be noted 


The wood used in these towers is American 
southern yellow pine. This type of construction is economical in operation, as 
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especially adapted to construction 
where quick erection and disman. 
tling are required, as, for instance 
oil derricks. ; 

The advantages of modern cop. 
nector wood construction haye 
been fully demonstrated in Fy. 
rope, where conditions are much 
less favorable than in the United 
States. Among such construction 
are non-magnetic radio and trans. 
mission towers, all types of bridges 
roof trusses and framed arches 
grandstands and stadiums, and a 
costs which should often eliminate 


competition. 
With American woods, concern. 
ing which there is complete 


strength information, and the in- 
genuity of our American engineers, 
it is anticipated that construction 
with modern connectors will rap- 
idly develop. 

The Timber Engineering Co., ex- 
pecting development of demand in 
the United States, and in order to 
make this modern type of construc- 
tion as widely available as possible, 
has acquired the American rights 
to the important patents. It will 
introduce the connectors on such 
terms and under such conditions as 
to give wood construction a tre- 
mendous impetus and assure proper 
materials, design and construction. 

It is the intention of the com- 
pany to work through and in close 
co-operation with the engineering 
profession. 








Coast Rates to Southwest 
Are Reduced 


SEATTLE, WaAsH., Feb. 22.—Refusal of the 
Interstate Commerce Commission to advance 
the date at which rail freight reductions to the 
Southwest become effective, became known here 
today, when the West Coast Lumbermen’s As- 
sociation received a letter to this effect over the 
signature of George B. McGinty, secretary of 
the commission. Accordingly, the rate changes, 
which for the most part are reductions, will go 
into effect on April 1. 

These changes will be published in supple- 
ments to Transcontinental Freight Bureau 
Tariffs 18-L, 28-K, and 17-L. Under them, 
southeastern Kansas points now taking 70 cent 
rates will take 62%. cents. Oklahoma, north 
of and including C.R.I. & P. main line from 
Amarillo on the west to Arkansas-Oklahoma 
line on the east, through Oklahoma City, instead 
of 70 and 77% cents will take 62'4 cents, or 
reductions of 74 and 15 cents. 

Texas, east of the Wichita Valley line from 
Waurika, Okla., through Wichita Falls, Tex., 
to Stamford, Tex., thence Abilene & Southern 
Railway to Ballinger, thence G. C. & S. F. Rail- 
way to San Angelo, thence K. C. M. & O. Line 
(now Santa Fe System) to Alpine, Tex. To 
that part of the State, the present rates are 
77% cents, with the exception of points on the 
Fort Worth & Denver City Railway to which 
they are 62% cents. The new rates will be 72 
cents, involving reductions of 5'4 cents to about 
two-thirds of the whole State, but also involving 
an increase of 9%4 cents to Ft. W. & D. C. 
Railway points east of Wichita Falls to Dallas, 
inclusive. Rates west of and including Wichita 
Falls, in the Panhandle of Texas, on the Ft. W. 
& D. C. and W. V. Railways will be increased 
to 70 cents, from the present rates of 62% cents. 
Southeastern Missouri and Arkansas, including 
Memphis, Tenn., will be reduced from 77% to 
72 cents. Louisiana, east of the Kansas City 
Southern main line, on the west, over to and 
including points on the Yazoo & Mississippi 
Valley Railway on the east, will be reduced 
from 85 to 72 cents. 

The new rates on shingles will be 12 cents 


per 100 pounds more than the new rates on 
lumber as above set forth, and the reductions 
on shingles, and the increases as well, will be 
identical with the lumber rate changes. Simi- 
larly, the rates on doors will be reduced and 
increased. 

H. N. Proebstel, traffic manager of the West 
Coast Lumbermen’s Association, said: 

“The changes in rates may be regarded as 
the first answer to our pleas for general re- 
ductions in West Coast lumber rates more in 
harmony with the ability of western lumber- 
men to bear them and market their products.” 

The association suggested, in a telegram to 
the Transcontinental Freight Bureau, that 
the rate changes contemplated be put in 
force, through consent of the Interstate Com- 
merce Commission, prior to April 1, 1933. 

There is nothing to report on the status 
of western shippers application for reduc- 
tions in the rates to Chicago, Missouri River 
and points east to the Atlantic seaboard. It 
is well known that the railroads have re- 
garded the changes to the Southwest herein 
described as the first step necessary, prior 
to any subsequent rate reductions to Missouri 
tiver and east. 





Becomes General Store 
Manager 


WarrEN, ArK., Feb. 27.—O. Hilton. sales 
manager of the dimension and furniture parts 
departments of the Bradley Lumber Co. of Ar- 
kansas, has been appointed general manager of 
the Bradley Store in Warren, succeeding J. E. 
Victor, who recently was appointed State pur- 
chasing agent. J. E. Stewart, of Groveland, 
Fla., was made assistant manager, and will be 
in active charge of the store, while Mr. Hilton 
will retain his office with the lumber company. 

Mr. Victor entered the employ of the Brad- 
ley Lumber Co. as bookkeeper at the Bradley 
Store in 1910. Within a short time he was 
made manager and during his long service in 
that capacity, developed a merchandising en- 
terprise that is outstanding as a department 
store. It not only serves the needs of Bradley 
employees, but draws a heavy patronage from 
this entire section of Arkansas. He now as- 
sumes the management for the second time. 


Lumber Survey Group Says 
Stocks Still Excessive 


WasHinctTon, D. C., Feb. 27.—The seventh 
quarterly report of the Lumber Survey Com- 
mittee of the Timber Conservation Board has 
just been issued, showing estimated lumber 
consumption during 1932 and three preceding 
years, lumber stocks as of the first of 1933 and 
1932 and anticipated lumber consumption dur- 
ing the first quarter of 1933. 

The committee points out that although lum- 
ber stocks have been much reduced since 1930 
and over 2.5 billion feet during the last year, 
equivalent to nearly one-fourth of the total vol- 
ume of lumber movement, the net decline since 
the beginning of 1929 has been only about 30 
percent, whereas consumption in 1932 has de- 
clined over 65 percent from 1929. The com- 
mittee states that further large reduction in 
stocks is essential to industry recuperation and 
recommends a reduction during the year of 3% 
billion feet. 

The committee finds that average lumber 
prices at the mill in the last quarter of 1932 
showed a slight advance, the first in three years. 
It states that increase in production is not 
justified until consumption has increased and 
excess stocks liquidated. It recommends that 
diligent efforts be made through exchanges of 
stocks and sales, to avoid unnecessary produc- 
tion of items already in industry surplus. 

The report shows that if the lumber indus- 
try generally had not followed the recommenda- 
tions of the Timber Conservation Board during 
the last two years and had continued production 
schedules at the rate prevailing in 1930 and 
early 1931, instead of an average stocks sur- 
plus of 40 percent at the beginning of 1933, the 
surplus would have been approximately 120 
percent. 





IDENTIFICATION BY CHEMICAL Test is planned 
by the Council for Scientific and Industrial Re- 
search of Australia, because Australian hard- 
woods frequently can not be differentiated with 
the microscope, and a chemical field test with 
key to identification would be of much com- 
mercial value to sellers and users. 
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Protects Interest of Organized 


Labor 


Mapison, Wis., Feb. 27.—Declaring that the 
ready-built steel house stands as a menace of 
monopoly, and of destruction to labor and con- 
struction groups, Assemblyman John O'Malley 
has introduced a bill into the Wisconsin legis- 
lature to prevent firms having patents on these 
houses, and experimenting on them, from hav- 
ing the right to erect and market these houses 
to the exclusion of organized labor groups and 
contractors. The bill is expected to attract na- 
tional attention since it represents the first leg- 
islative attempt to recognize new developments 
in the building field. 

Mr. O’Malley said that certain companies 
are planning to construct ready-built houses 
made of steel and composition materials. Manu- 
facturing companies would have patents on 
those houses which are now in the experimental 
stage, and monopolistic control might develop 
to the detriment of other groups. 





All Large Cypress Sawmills Are 
Inactive 


JACKSONVILLE, FLA., Feb. 28.—The Cummer 
Lumber Co., of Jacksonville, which operates one 
of the largest cypress mills in the State, at 
Lacoochee, has closed down this plant. With 
the closing of this mill, all of the larger cypress 
sawmills in the State are now down. Planing 
mills will continue to run, but no new material 
will be manufactured and stacked on the yards. 
The supply of cypress now on hand at the 
Florida mills is sufficient to take care of the 
present demand for many years, and until busi- 
ness improves materially, it is likely that these 
large cypress sawmills will remain down. 

-e-ooOoOo- 


Rules Florida Log Rates Are 
Too Low 


ATLANTA, GA., Feb. 24.—A three-judge Fed- 
eral Court recently upheld the report of a spe- 
cial master, that rates on logs fixed by the 
Florida Railroad Commission were unjust and 
too low. 

The decision is in line with findings of the 
Interstate Commerce Commission, which re- 
ported rates fixed by the Florida commission, 
for hauling logs on the Atlantic Coast Line 
between points within the State, were too low 
and placed a burden on interstate commerce 
because the Florida portion of the interstate 
rate could not carry its burden of the cost. 

A higher set of rates was prescribed by the 
Interstate Commerce Commission and _ litiga- 
tion followed. 


Bank Holiday Puts Lumber Busi- 


ness on Cash Basis 


GRanp Rapips, Micu., Feb. 28.—Handicapped 
by Michigan’s bank holiday, and the inability 
to get checks cashed following its conclusion, 
Grand Rapids and western Michigan retail 
lumber dealers have almost unanimously placed 
their businesses on a strictly cash basis. Busi- 
ness fell off as much as 60 percent because of 
the bank Situation, averages of a group of rep- 
resentative dealers show. 

The banking holiday tied up all funds for 
ten days, from Feb. 12 to Feb. 23, and, after 
it was over, merchants and dealers found they 
could withdraw only 5 percent on commercial 
and savings deposits. All checks issued dur- 
ing the bank holiday were refused at the 
banks, dealers having to return all checks re- 
ceived from persons in the State. Checks from 
Outside the State were accepted at the banks 
for collection only, a process which required 
four to six days as a minimum. In addition 
to this, dealers found that all checks they 
themselves had issued on their commercial ac- 
counts were returned to them by the payees. 
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In order to do business, it was necessary to 
establish a trust fund to cover the amount of 
checks issued during the holiday. Many deal- 
ers found themselves seriously handicapped in 
obtaining the cash with which to open the ac- 
counts. 

Meanwhile, more cash was circulating in the 
State than ever before. Dealers courageously 
began plans to get some of the cash in sales 
drives. With everybody in the State in the 
same boat, they could afford to smile. 





Steamships Absorb Car Un- 
loading Charges 


New Or.eEANS, La., Feb. 28.—Absorption of 
the unloading charge formerly imposed on pine 
and hardwood lumber delivered in box cars to 
regular steamer berths in New Orleans, is now 
being effected by steamship lines serving that 
port that are members of the United Kingdom 
and Continental conferences. The absorption 
does not apply to shipments requiring re-mark- 
ing, re-sorting, or separation on the wharf, in 
which cases the shipper must arrange his own 
car unloading. 

The action of the conferences was taken to 
eliminate the inconvenience involved in the 
shifting of steamers to marginal tracks, and 
will effectually grant to shippers the same low 





Just an Average Issue 


In the Feb. 18 issue of American 
Lumberman, names were men- 
tioned of 
524 individuals 
296 lumber concerns 
86 other concerns 


Total 906 
There were 118 short items and 22 
articles. 





cost that prevails at marginal tracks, both in 
New Orleans and in competitive ports. The 
step is a marked departure from custom in the 
port. 


Drastic Wage Cuts Demanded 


CLEVELAND, Ono, Feb. 27.—The Building 
Trades Employers’ Association and affiliated 
bodies of contractors have opened negotiations 
with the building trades’ unions on the basis of 
wage scales that were effective in 1919 and 
1920. This would mean wage cuts ranging 
from $1 to $4.20 a day, effective immediately. 
A strong protest is being made by the unions, 
who claim that although last year all but the 
laborers and a few helpers’ unions took a flat 
$2 a day cut, this failed to result in any_stimu- 
lant to the construction industry and no more 
reductions should now be attempted. The pro- 
posed building pay cuts are shown in the fol- 
lowing table: 





Present Proposed Cut Per 


Hourly Hourly 8-hr. 

Wage Wage Day 
Asbestos workers...$1.17% $0.80 $3.00 
Bricklayers .......-. 1.37% 1.00 3.00 
COPMOREOTE. .ceiicecss 1.12% .90 1.80 
Cement finishers ... 1.12% .90 1.80 
Composition roofers. 1.15 .66 3.92 
Electricians ....... 37% 1.00 3.00 
Elevator construc- 

NE ena! abies cais vail ie 1.35 1.00 2.80 
TERMINOCTS 2c ck cece 1.12% 1.00 1.00 
IN dod ier atm eee 1.12% .65 3.80 
Iron workers ...... 1.25 1.00 2.00 
EMOTOTE occtecsees 72 57% 1.16 
NN OE POT See 1.37% 85 4.20 
gl eer 1.12% .80 2.60 
PRMEOTONS .. cccewecs 1.37% 98% 3.10 
PUEMIUORE oc cewrees 1.25 1.00 2.00 
Sheet metal workers 1.12% .90 1.80 
Slate roofers ...... 1.37% 1.00 3.00 
Steam fitters ...... 1.25 .90 2.80 
Stone cutters ...... 1.25 .90 2.80 
TSE SOCCOTE .<cccscs 1.25 .90 2.80 
Hod carriers ...... 2 57% 1.16 
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Japan Buys Wood Stirrups 


from Missouri 


Kansas City, Mo., Feb. 27.— The Japan- 
ese march across Manchuria has brought a 
demand for wooden stirrups to a factory, 
established 1870 and the only one of its kind 
in the world, in the small Missouri town of 
Agency, fourteen miles southeast of St. Joseph. 
Daily output has been something like 1,200 
pairs of heavy military stirrups. First growth 
hickory, elm, walnut and ash are required. 
Green logs are cut into slats, and subjected to 
pressure of 100 pounds of live steam for four 
to five hours in retorts. As the slats come 
from the retorts, cuts are made in the concave 
side. They are then cramped into shaping 
molds and allowed to air dry. An order was 
received last summer from a London company 
specifying stirrups suitable for use on pony 
saddles, and there are few places on the map 
where Radcliffe stirrups have not been con- 
signed. J. L. King is vice president and gen- 
eral manager of the W. H. Radcliffe Co., 
owner of the factory. 





Sold Forty Cars Fiber Boxes 


New Or-EANS, LaA., Feb. 27.—Shipment of 
600 tons of solid fiber boxes made in Bogalusa, 
La., will be effected through New Orleans dur- 
ing March and April to the Nakat Packing 
Co., Seattle, Wash., for use in packing Alaska 
salmon, according to announcement of the New 
Orleans Corrugated Box Co. (Inc.). The 
boxes will be trans-shipped to Alaskan can- 
neries. The same company sold the same quan- 
tity last year. The order is equivalent to 
forty freight cars, or a total of over twenty 
million boxes. 





Awards Contract for Bridge 
Lumber 


Sioux City, Ia., Feb. 27.—Ignoring a plea 
by E. S. Gaynor, of the Gaynor Lumber Co., 
that lumber for bridges in the county be pur- 
chased from a local concern, the board of su- 
pervisors recently awarded a contract for 17 
carloads of lumber to the Nebraska Bridge 
Supply & Lumber Co., of Omaha, for $10,778. 
The Gaynor Lumber Co. was next to the lowest 
bidder. James C. McClain, highway engineer, 
advised the board that last year bids for the 
same amount of material ranged from $31,000 
to $34,000. 





Books Big Order From Russia 


BENTON Harspor, Micu., Feb. 27.—The Ross 
Carrier Co., with headquarters in this city, re- 
cently received from the Amtorg Trading Cor- 
poration, of New York, an order for 27 lumber 
carriers and $25,000 worth of parts for Soviet 
Russia. These orders, which aggregate approxi- 
mately $250,000. will keep the local plant in 
operation for the next three months. 





Beer Keg Stave Orders Make 
the Ozarks Smile 


Kansas City, Mo., Feb. 27.—Good times 
have returned to Arkansas with the cre- 
ation of a market for the most abundant re- 
sources of the Ozarks—white oak. Wagon- 
loads of logs are being taken to mills, many 
of which have been idle for years, to be cut 
into staves for beer kegs. One mill owner has 
stated that he has orders on hand for three 
million barrel staves, at 9 to 11 cents a stave. 
Seven mills are now operating in Madison 
County, Arkansas, alone; their payroll in this 
county runs $2,000 a day. The price of timber 
has almost doubled from that of six months 
ago. Other mills are operating in Boone, New- 
ton and Johnson counties, as far south as the 
Arkansas River. 





The 
has already carried a story about 
the sales manuals prepared by 
A. L. Alcorn, of the Iowa Build- 
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ers’ Supply Co., Cedar Rapids, 
Iowa, for the instruction and use 
of his branch managers—but 
this is so practical and reason- 
able an effort that the depart- 
ment wants to mention it again. 
It is hard for some of us to 
realize how extensively the buy- 
ing ideas and habits of our cus- 
tomers have changed. This is 
due in part, of course, to the dif- 
ficult times through which the 
country has been going, but 
that’s not the whole story. Long 
before the depression was 
thought of, these buying habits 
were changing, but the change 
did not become so sharply real- 
ized while buying power was 
ample. The will to spend was 
there, and a certain amount of 
business came in even if the cus- 
tomers were not cultivated. 


MODERN BUILDING IS 
MORE COMPLICATED 


But all this time the business 
of buying intelligently was be- 
coming more difficult. In our 
own field, for instance, houses 
were becoming so complicated 
that only professional skill could 
assemble one that measured up 
to modern standards. Many lum- 





SALES MANUAL on fenc- 
ing, which contains all 
available information as 
to proper uses, readily 
found by means of index 
tabs, helps the retailer's 
salesman in serving cus- 
tomers. 





bermen not much beyond middle 
age can remember when the art 
of architecture as applied to the 
small house was primitive. A 
contractor learned how to build 
a few houses, and he made mi- 
nor changes to suit the special 
desires of his clients. In these 
days, however, architecture has 
invaded this field until the old- 
time simple house drawn up by 
the carpenter does not interest 
the buyer. Central heating, 
modern plumbing, electric light- 
ing and the like are fairly mod- 
ern additions, and all of them 
call for rather exact engineer- 
ing. The seemingly simple mat- 
ter of fitting electrical fixtures 
to the house, so that they will 
be efficient and still a part of the 
general picture, is one that is be- 
yond the knowledge and skill of 
the average householder. 

Farm barns have gone through 
enormous changes in a genera- 
tion. Efficiency of farm labor de- 
pends upon design, and this de- 
sign is determined rather largely 
by the general policies of produc- 
tion followed on the farm. Ven- 
tilation, insulation and lighting 
are engineering matters, and no 
barn can be as efficient as it 
should be unless it is compe- 
tently engineered. Even fences 


offer technical problems which 
many 


farmers do not under- 
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stand. Every farmer thinks he 
knows how to build a fence, and 
of course he does. But nine 
times out of ten he will fuss 
endlessly over the saving of a 
cent or two on each post, and 
overlook the fact that the shape 
and location of his fields is los- 
ing him enormously’ greater 
sums of money each year. He 
does not remember that intelli- 
gent and scientific rotation of 
crops, saving of forage, protect- 
ing hogs and poultry from infec- 
tions, adding fertility to the soil, 
and getting a higher price for 
his grain by feeding it to stock 
—must depend upon the charac- 
ter and location of his fences. 


SOCIAL HABITS OF 
PEOPLE ARE SHIFTING 


Domestic habits have changed, 
and while social entertaining at 
the moment is not so strenuous, 
not many housewives are inter- 
ested in the old domestic arts of 
cooking and sewing. The new 
house must have an efficiency 
that will reduce this labor to a 
minimum. The housewife knows 
in general the objectives she 
wishes to reach, but she has only 
fragmentary knowledge of how 
to reach them. 

These complications have ap- 
peared in all avenues of life; 
and labor-saving devices and 
modern means of comfort and 
pleasure have multiplied until 
the average customer stands 
aghast before the problem of se- 
lecting among them, and fitting 
them together into a unified and 
efficient whole. In the face of 
this situation, complicated by 
generally reduced buying power, 
the average merchant in all 
lines goes little beyond the sim- 
ple desire of selling as much of 
his own goods as he can, and 
leaving to the uninformed cus- 
tomer the technical job of fit- 
ting these things to his own sta- 
tion and manner of life. The cus- 
tomer makes mistakes, of course, 
and after he has made enough 
of them, and has seen good 
goods wasted, he draws back be- 
hind the barrier of sales resist- 
ance. Whether he knows it or 





The SALES MANUAL idea was adopted 
by Frank J. Ward, of the Eclipse Lum- 
ber Co., Clinton, lowa. This is a pic- 
ture of the Eclipse office in Clinton 
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REALM OF THE 


Technical Knowledge in 
Lumber Salesmanship 


not, he is really waiting for 
some merchant to apply special 
technical knowledge to his 
problem, to see that problem 
from the customer’s point of 
view, and to help solve it in 
that spirit. 


WHEN A SALE 
IS NOT A SALE 

Mr. Alcorn has gone over all 
his goods and services with 


care, has departmentized them, 
and has added to them the tech- 
nical knowledge about using 
these goods which will aid the 
customer in fitting these things 
into his own personal scheme of 
life. This effort represents a 
frank change of policy, one that 
is little short of revolutionary. 
Mr. Alcorn is certain that his own 
interests, and his continuing 
profits, must depend upon the 
continuing usefulness of the ar- 
ticles he sells, and he is certain 
that this will turn, not only 
upon the inherent quality of the 
goods, but even more upon 
proper uses. A sale is not satis- 
factorily made until the goods 
are doing the best possible job 
for the new owner. 


MANUALS MAKE FACTS 
EASILY AVAILABLE 


Since this knowledge must be 
located in the salesman rather 
than in the buyer, Mr Alcorn 
has prepared these exhaustive 
sales manuals for his managers. 
A large book has been prepared 
for each of a dozen or more de 
partments, filled with sales sug- 
gestions that turn upon the cus- 
tomer’s interests and the proper 
use of the goods. The managers 
are required to master the infor- 
mation, and monthly instruction 
meetings are held about ways of 


using it. 
Mr. Alcorn discovered that, 
despite the depression, huge 


sums of money were being spent 
in his communities for goods 
that are returning less useful 
services to the public than new 
buildings, repairs and fences are 
capable of offering. The reason 
seemed to lie in the fact that 
manufacturers and distributors 
of these other goods have long 
joined in a compact effort to 
carry their arguments directly 
to the buyer. This joint effort 
is likely to be followed by more 
and more industries; and unless 
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RETAILER 


A Dealer Prepares Sales Manuals for His Branch 
Managers—The Hard Task of Planning a House—The 
Share Manufacturers Should Take in Sales Promotion 


puilding materials are merchan- 
dised in the same way it is un- 
likely that their inherent but 
unmerchandised qualities will 
be sufficient to hold their own in 
the new competition. 


CARRYING THROUGH 
TO THE FINAL USER 


Eighty miles away, in the of- 
fices of the Eclipse Lumber Co., 
in Clinton, Iowa, we talked with 
our long-time friend, Frank J. 
Ward, about the same matters. 
Mr. Ward heard about Mr. Al- 
corn’s sales manuals, and asked 
permission to copy the idea. Mr. 
Alcorn was very willing that he 
should, for the field is new, and 
if a number of dealers work 
along the same lines, from mu- 
tual exchanges of experience 
they will be in a position to 
compare results and to profit. 
So Mr. Ward is working along 
the same lines. He is beginning 
with fewer departments, and is 
waiting to measure results be- 
fore covering the whole field. 

“I think the depression has 
taught all of us,” Mr. Ward re- 
marked, “that we must carry 
through with our service to the 
final consumer. Dealers have 
tried to do that for a long time, 
but it’s probable we can improve 
on our earlier ideas. I think, 
though, that the general run of 
manufacturers have even more 
to learn. Most of these manu- 
facturers know all about their 
own products—how they are 
made and how they compare in 
intrinsic value with the prod- 
ucts of competing manufactur- 
ers, -They know how to sell 
their goods to distributors. But, 
beyond that, their ideas seem to 
be vague and general. They 
know this material must find 
retail buyers, but they seem to 
take these buyers for granted, or 
to believe it’s wholly the retail- 
er’s worry to find and please 
his customers. 

“Retailers of course have to 
take a large part of that respon- 
sibility, but they can’t take it 
all. If manufacturers don’t 
Sense the trends of buying, and 
if they don’t fit their goods to 
those trends, it’s going to be just 
too bad for all of us. And if 
they don’t work out ways of 
Proving to customers that these 
g00ds are useful and show them 
how to use them, the sales prob- 


lem of the retailer is going to be 
just that much harder to solve. 
Manufacturers are just as inter- 
ested in hitting the retail mar- 
ket and in developing it as we 
are. Otherwise, where are they 
going to sell their products? 


GOOD PROMOTIONAL 
WORK BEING DONE 


“Some manufacturers are do- 
ing first-class work. The Red 
Top people have long been work- 
ing out practical merchandising. 
The Long-Bell company is noted 
for the work it has done in farm 
buildings. Weyerhaeuser is 
equally noted for technical in- 
vestigations. I imagine that if 
any of the _ synthetic-building 
experiments happen to give prac- 
tical results, it will be Weyer- 
haeuser who adapts the new 
methods to the use of wood. I’m 
not greatly scared by these ex- 
periments in new building ma- 
terials, for I’m pretty sure that, 
if new designs or methods prove 
successful, they can be approxi- 
mated in frame construction. 
But of course that’ll have to be 
worked out experimentally. Like 
a lot of other matters in lumber 
merchandising, it can’t just be 
taken for granted. 


PREPARING FOR RETURN 
OF PROSPERITY 


“But the chief immediate rea- 
son why I’m interested in more 
exact and more extensive mer- 
chandising methods is that I’m 
pretty sure we’re headed for a 
period of the stiffest sales com- 
petition in a generation. Right 
now sales are few, for public 
buying-power has been badly re- 
duced. I don’t know when it 
will increase, but depressions al- 
ways have disappeared. A good 
many business men seem to be 
making little effort to make 
sales: just now, beyond reducing 
prices. When buying-power be- 
gins to increase, however, there 
will be a great scramble to make 
sales. On the one hand will be 
the big deferred market, piled 
up during the years when little 
money was available. People 
have done without practically 





This yard of the C. W. Chapman Lum- 
ber Co., at Tama, lowa, has a new 
front, its remodeling setting a good 


example to the community 


everything that could be put off. 
On the other hand will be a big 
capacity to manufacture all 
kinds of goods. So when the 
public begins to spend money, it 
will need about everything, and 
everything will be offered. No- 
body will be let alone to decide, 
on his own power, what he will 
buy first. Every line will be out 
with high-powered sales argu- 
ments of all kinds. 

“We lumber merchants will 
have a big advantage, in that 
shelter is a basic necessity, and 
a good many people have 
learned, in a rough school, that 
luxury buying doesn’t make for 
security, and that home owner- 
ship does. But we can’t rely on 
that fact alone to bring us our 
fair share of sales. Our competi- 
tors in other lines will try to 
obscure that fact, and they'll 
make their goods so attractive 
that people who have let their 
homes run down, or have never 
owned homes, will be likely to 
decide that building or repair 
can be put off for a little longer. 
To get our share of trade, and 
really to serve the public, we'll 
have to take the story of our 
merchandise directly to the pub- 
lic, and it must be a good story 
as well as a plausible one. 


USING A TIME 
OF SLACK MARKETS 


“That’s the reason I want to 
use this period in arranging that 
story, and in teaching the man- 
agers how to tell it. That’s the 
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“WHERE THE HOME BEGINS,” says 

this signboard of the Pauley Lumber 

Co., of Nebraska City, Neb. Besides 

emphasizing its own services, the 

company here gives some publicity 
to other community enterprises 





reason I think manufacturers, 
both individually and through 
their associations, ought to be 
working on the same questions. 
Some of the associations have 
done good work, and I hope they 
continue at it. We may as well 
realize that the technical devel- 
opments have got so far beyond 
the practical handling of a home 
owner that he simply can’t man- 
age them all by himself, and put 
out a house of which he can be 
proud and that will be and do 
the things he wants. There are 
too many chances for mistakes, 
and one mistake may destroy all 
his pride and satisfaction in the 
completed result. He knows in 
general terms what he wants, 
but he doesn’t know how to get 
it. If our competitors in other 
fields know what he wants in 
terms of the general results that 
can be hoped for from the pur- 
chase of their goods, and if they 
help him get that precise thing, 
then we’re going to be at a mer- 
chandising disadvantage in com- 
peting for his dollar unless we 
can offer him a similar service.” 

In this connection the Realm 
might mention a matter which 
comes up frequently in these 
days. That is the inferior lum- 
ber that is being sold in price 
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competition by a certain number 
of yards. The anxiety for low 
price has had its effect, and 
some dealers in trying to meet it 
have stocked poor stuft. Every- 
body knows this fact. Some 
dealers are frank about it with 
their customers—tell them that 
the price is low but that the 
quality is nothing to talk about, 
and advise them not to use such 
lumber in permanent buildings. 
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is further to discredit frame 
construction. But several of our 
dealer friends refuse to be much 
alarmed over this situation. In 
the wilderness of technical ques- 
tions, the matter of good lumber 
or bad is likely to be known to 
the customer if anything is. He 
has bought good lumber in the 
past, and while he may say, 
after an unfortunate experience, 
that there isn’t any good lumber 
any more, he really knows that 


his knowledge of building isn’t 
extensive enough to get him 
very far, and that he must rely 
on the judgment and good faith 
of others. If, then, the dealer he 
has relied on has double-crossed 
him in the comparatively simple 
matter of lumber quality, what 
must he expect in other and 
more complicated matters? So 
he doesn’t go to that dealer 
for his next purchase. 

No one likes to think of this 
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are buying this poor lumber 
But he adds that in genera] it’s 
a case of birds of a feather 
flocking together. The custom. 
ers who run out on him in this 
way are people to whom he 
would sell only for cash. 
There are always places for 
low-grade stock, and it may be 
honestly sold for those purposes, 
But in permanent buildings jt 
has no place; and the dealer 





ABOUT SELLING 
LOW-GRADE GOODS 


Others are not so frank; there 
it is, and the price is so much. 
The customer knows little about 
species or lumber grades, and, to 
Save money, as he thinks, he 
buys and uses it. 

The sum total of this practice 


there is. 
friends 


In the opinion of these 
whom we 
above, the result of this selling 
of lumber unsuited to the pur- 
pose isn’t likely to hurt the in- 
dustry as a whole. 
the dealers 
due notice and warning. 
customer realizes in a way that 


mentioned the industry. 


much 
It will hurt 
who sell it without 
The 


rather crude stuff as going on in 
It does the rest 
of us no good, but it may not 
do the square-shooting dealer so 
harm as he fears. 
dealer of our acquaintance tells 
us that some of his customers 
are going to a so called cut-rate 
yard in a neighboring city, and 


who has stuck to honest quality 
and honest advice during the 
years of depression will have a 
better foundation upon which to 
build the new merchandising— 
the salesmanship which includes 
an understanding of the buyer’s 
needs, as well as of the right 
goods and the right uses of those 
goods in meeting such needs. 


One 


Yard Is Modernized and Enlarged 


Double credit is due to lumber dealers who 
rebuild or modernize their yards at this time, 
because by so doing they not only do a good 
stroke of business for themselves, but set a 
splendid example to the people of their com- 
munities. A lumber yard newly modernized 
and repainted is a standing invitation to owners 
of old homes and other buildings to give similar 
attention to them. Contrariwise, if the lumber 
dealer, who sells modernizing materials and 
paints, does not use some of them on his own 
buildings, and their appearance indicates a cry- 
ing need for same, he can not with very good 
grace tell other people that they ought to mod- 
ernize and brighten up their buildings. 

A splendid example of modernization and 
improvement of a lumber store is supplied by 
the rejuvenated and enlarged plant of the T. J. 
Hughes Lumber Co., Cushing, Okla., an illus- 
tration of which appears herewith. Close in- 
spection of this picture will show that the yard 
represented thereby is right up to the minute in 
appearance, convenience and general efficiency. 
Through the open door of the main shed are 
seen stacks of neatly piled lumber. The office 
windows are utilized for attractive displays. 
Just outside, near the lamp post, will be ob- 
served a roofing display which ought to afford 
an idea for other dealers, suggesting how 
they might easily fix up a similar display. 

In the modernization process the sheds were 
enlarged, and now provide under-cover space 





for lumber that heretofore had been stacked in 
the open. The shed has concrete floor under 
such items as shingles, lath etc. The whole 
exterior of the yard is painted in light green 
color, trimmed with white, and now presents 
a neat, “homey” appearance, quite in keeping 
with the company’s slogan “The Home Folks.” 

The office was moved back, providing space 
and opportunity for presenting a complete, 
storelike display of all building accessories car- 
ried by the company. Glass show-cases were 
replaced by attractive open counters, on which 
are displayed such items as hardware, paints 
and brushes in a manner far more attractive 
than heretofore, and incidentally more profit- 
able, because the ready accessibility of the goods 
invites sales. 

It was the purpose, in making these altera- 
tions and improvements, to convert the mer- 
chandising space into a complete builder’s store, 
so that customers and visitors upon entering 
will feel that they are in a downtown store, 
specializing in equipment for modernization and 
home comforts. 

“Needless to say,” said Mr. Hughes, “we 
have done away with the old stove and chairs 
for loafers, and are endeavoring to conduct our 
business on the same principles that any other 
modern merchant would use. We have added 
a few extra lines to our regular building sup- 
ply stock, and intend to increase them further 
when we feel that addition of any line will be 


beneficial, permanent, and profitable to us.” 

In addition to the complete stock of lumber 
and building materials embraced in its slogan 
“Everything For The Builder,’ the T. J, 
Hughes Lumber Co. handles a number of spe- 
cial lines, including paint and builders’ hard- 
ware, which departments have been increased 
to include everything likely to be needed for 
repairing, repainting or redecorating. A com- 
plete line of fencing is carried, also septic 
tanks, sewer and storm tile and other clay 
products. Besides the foregoing lines, the com- 
pany has the local sales agency for the Norge 
electric refrigerator, and carries a complete line 
of electrical house wiring supplies. Mr. Hughes 
states that he is considering adding electric 
washing machines, and still further enlarging 
the hardware department. 

—_—_ 


DELIVERY CHARGE was recently discussed by 
a well known lumber dealer, whose concern 
for some time has been operating on the cash 
and carry policy. He said: “The only way 
that I know of to get paid for delivery is on 
the cash and carry basis, where we lower our 
retail prices and convince the customer that 
at these low prices he should pay delivery. We 
are collecting a lot of money for delivery, and 
I tell you it makes quite a difference. Further- 
more, we are not asked to make small deliveries 
any more, as the customer finds it to his advan- 
tage to come and get his little stuff.” 


Very attractive and convenient is the recently modernized retail plant of the T. J]. Hughes Lumber Co., located at Cushing, Okla. 
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Retailers Round Table 











Why Not Follow This Tip? 


LouIsvILLE, Ky., Feb. 28.—A very sound 
suggestion has been offered locally that would 
result in some increase in consumption of rough 
lumber, in connection with complaints made 
steadily of boys breaking windows of vacant 
plants and other buildings. A case was cited 
in which $500 was spent in replacing glass in 
a plant that had been vacant, in getting it in 
shape for use. ; 

The suggestion was made by the manufac- 
turer who leased the building, that if such win- 
dows were boarded up when the building be- 
came vacant, it would not only save the glass 
but would prevent much damage that is done 
by driving rain and snow entering such build- 
ings, and rotting or warping floors etc. Again, 
the plants would be kept in good shape for 
use, and without heavy expense of remodeling, 
making it much easier to secure tenants. 

—_———__ 


Retailer's "Saw Filing Day" Is 
Big Success 


Here is a grand new idea, developed and used 
by a western retailer, that could be adopted 
almost anywhere jor the same purpose; namely, 
bringing potential customers to the yard, and 
cultivating community interest and good will. 

The retailer referred to is the Columbia Lum- 
ber Co., at Cashmere, Wash., of which H. F. 
Stowell is local manager, and the “big idea” 
was that of holding a “Saw Filing Day.” 

Preparatory to the day announced for this 
event the community was advised of its signifi- 
cance through display and classified advertise- 
ments, and so interesting did the editor deem 
these announcements that he ran a nice “booster 
story” on the front. page of his newspaper. ~ 

One of the advertisements, which will give an 
idea as to what it was all about, read as fol- 
lows in part: 


SAW FILING DAY 
Everyone who uses tools at all likes a 
sharp saw—yet few of us have one. The 


family hand-saw—rip-saw—cross cut saw or 
wood saw is usually dull. Practically the 
only one who knows how to sharpen a saw, 
or who is expected to have a sharp saw, is 
the carpenter. We believe that there are 
many people in this community who would 
enjoy having sharp saws, and who could 
learn in one day’s instruction how to file 
them correctly. 

Therefore, we have set aside as Saw Filing 
Day, Saturday, Feb. 4. On that day our car- 
penter shop will be fitted up for saw filing 
on a large scale. J. D. Sellars will be in 
charge, and will instruct and help all comers 
With their saw filing throughout the day. 

Everyone who is interested in keeping a 
Sharp saw on hand is invited. This is an 
opportunity for those with pruning saws, as 
well as others. No charge will be made. We 
will furnish a comfortable shop in which to 
work—and the files. You will not be asked 
to buy a thing. 


Did it work? Let Mr. Stowell answer the 
question, as follows: 


We used our carpenter shop for the event, 
there being ample room and good light. A 
Plain wood clamp, such as is used by many 
carpenters, proved easy to make and worked 
Perfectly for holding the saws. They are 
“specially good for householders, and we shall 
Stock them hereafter. 

Our instructor, J. D. Sellars, who is an ex- 
ee cabinet maker and saw filer, was 
ae = the jump all day going from one 
msccel Me another. More than 50 persons 
mae = t their saws and worked on them dur- 

: € day. Others came who could not be 


accommodated for the lack of equipment. 

These people brought in all kinds of saws, 
from keyhole saws to 7-foot cross-cut saws. 
They worked earnestly and diligently on 
them, and seemed appreciative of the oppor- 
tunity we were giving them. After a couple 
or more attempts some turned out well filed 


saws, while others will require further ex- 
perience. 
From comment we have heard, we judge 


our Saw Filing Day created considerable in- 
terest. We plan on making it an annual 
event, and next year will prepare to handle 
at least 200 persons, with two instructors. 

How do we cash in on it? Well, in addi- 
tion to the good will derived from this affair, 
it resulted in uncovering two prospects for 
building jobs. Besides, we had a lot of fun, 
and doesn’t it seem reasonable that a man 
with good sharp tools makes a better pros- 
pect for the sale of building materials than 
one whose tools are dull? 








The accompanying illustrations show 
how a lumber dealer may develop what 
ordinarily would s!mply be a section of 
the fence around his yard into effective 
billboards exploiting the specialties 
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which he handles. The pictures, which 
were taken in the yard of the J. F. 
Bicknell Lumber Co., Worcester, 
Mass., illustrate how these sections of 
fence have been heightened to a point 
permitting the company to give two of 
its specialties “first page” position. 
Situated where a steady stream of auto- 
mobile traffic passes over the Boston- 
Worcester main artery, this display 
constantly impresses the two popular 
household accessories shown upon the 
minds of thousands of passers-by. As 
a result of this publicity the Bicknell 
company reports a good demand for 
these two items. 














Goes on Cash Basis; Pleased 


The West Coast Lumber Co. (Inc.), Brooks- 
ville, Fla., went on a strictly cash basis on 
Jan. 1. O. C. Dick, manager of the concern, 
says that while it is a little too early to tell 
just how it is going to work out, he feels that 
it has been a success to date, and says, “The 
only regret we have is that we did not put our 
business on a cash basis a year and a half 
ago.” He adds: 

Our sales for the month of January held 
within $200 of the monthly volume for pre- 
ceding four or five months, which makes us 
feel that we have done the right thing. 

Our trade has responded nicely to the new 
program, and we think understands our po- 
sition at this time better than it would per- 
haps in any previous year, because people 
now seem to realize that business concerns 
are in need of money just the same as any- 
one else. 

I believe that sooner or later all business 
must be done on a cash basis, which will 
benefit not only the sellers but the buyers. 
In my opinion installment buying has been 
the cause of a large part of our present 
trouble. 

There is always an element of uncertainty 
in a credit sale, whereas when selling for 
cash we either have the money or our goods. 





Novel Collection Letter 


Here is a collection method which has the 
merit of novelty; and which brought good re- 
sults, according to a story which recently 
appeared in the Journal of the National Asso- 
ciation of Retail Druggists. A midwest mer- 
chant sent to his debtors a collection letter in 
which he embodied a frank statement showing 
every dollar he owed, and for what. This 
candor, together with the statement that if his 
customers paid only half of what they owed him 
he would be able to take care of his own obli- 
gations, brought in more money than any other 
plan that this merchant had ever tried; and he 
claims that this is the strongest collection letter 


he ever used. 
————$—<—$—$$_—_— 


Displays That Sell Paints 


With the advent of spring, now almost at 
hand, there will be a vast amount oi paint re- 
quired for brightening up the premises of home 
owners in city, town and farm, in response to 
the season’s urge to paint and repair. The 
question of who is going to get the major share 
of these sales is one that is easily answered. 
The dealer who handles a line that is known 
for its merits, and who displays the goods in 
the most attractive manner, undoubtedly is the 
one who will benefit the most. Both in the 
show window and on the inside of the store, 
the paint line should be so presented as to cause 
prospective purchasers to say “That’s the paint 
I want for my job.” 

An interest compelling window display can 
easily be arranged by any dealer who purchases 
the “Kyanize Prosperity Assortment” offered 
by the Boston Varnish Co., 50 Everett Station, 
Boston, Mass., as all the show cards, poster and 
cut-outs, beautifully lithographed in full color, 
are furnished free. 

For the inside display, a beautiful rack, fin- 
ished in brilliant gold and occupying less than 
a square yard of floor space, holds and displays 
in the most attractive manner possible the 
“Prosperity Assortment,” containing the lead- 
ing sizes and colors in the six major Kyanize 
paint and varnish lines. 

Dealers interested in a “quick turn- over” .as- 
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sortment, beautifully displayed, will do well to 
write the Boston Varnish Co., at the above 
address, asking for all details concerning the 
“Prosperity Assortment,” and be prepared for 
the spring trade. __ 





Window Displays Prove Their 
Sales Efficiency 


Cliff Scruggs, of the Scruggs-Guhleman 
Lumber Co., Jefferson City, Mo., and promi- 
nent in the Southwestern association, is a care- 
ful advertiser who believes in publicity and 
makes excellent use of many kinds. This win- 
ter he has made an unusual test of the effec- 


Cliff Scruggs, 


well known Missouri retailer, 
with various types of fencing in background 


tiveness of his show windows. The story runs 
something like this: A concern which dis- 
tributes a kind of kindling brick, made of shav- 
ings and other materials compressed into brick 
form and used for kindling camp fires and fires 
in kitchen ranges, furnaces and the like, owed 
the Scruggs-Guhleman company some $4,500. 
It eventually offered to settle by giving the 
company these bricks to that sum of money. 
Mr. Scruggs accepted. 

The lumber company had never handled this 
line or anything like it. Instead of advertising 
in the papers or in any other way, Mr. Scruggs 
simply had a display of the materials set up 
in one of the windows. With no other pub- 
licity or selling effort, the stock began to sell; 
in the course of seven or eight weeks half of 
it had been disposed of, and sales were continu- 
ing at a volume which promised soon to move 
the remainder. 

But these windows have long been famous 
‘salesmen.” The yard is located on a corner, 
just a block off the main retail street and at 
an intersection where three trunk highways 
pass. For quite a number of years the com- 
pany has been employing its advertising in get- 
ting people to come to the yard. In this way 
it has built up a large trade in paint; and the 
paint sales last year were larger than in 1931, 
An oil company has been trying to buy the cor- 
ner to install a filling station but Mr. Scruggs 
says he would not sell for double the appraised 
value. He would have to relocate his yard, 
probably on the outskirts of the city, and would 
stand to lose this paint trade and the other 
shopping trade which he has built up. He has 
a building store, with a complete stock of 
hardware, much of which is displayed on com- 
partment table tops. 

The newspapers are the advertising agency 
most employed, but the company has found mo- 
tion pictures highly effective. It has a list of 
1,000 people to whom it sends postal cards now 
and then with a special message. 
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A Practical Publicity Method 


“An effective method of interesting prospec- 
tive builders or remodelers,” says Walter 
Decker, superintendent of yards of the San 
3ernardino (Calif.) branch of the Hayward 
Lumber Co., “is to have a representative visit 
doctors’ and dentists’ offices and leave a sheaf 
of our booklets in the reception room. Per- 
mission to do this is never refused, as the little 
magazine presents an attractive appearance, with 
many photos and building plans of real interest 
to home planners. Copies are also left at all 
real estate offices, both in the city and on de- 
velopment tracts.” 





Lumber Firm's New Building 
Gets Historic Name 


The AMERICAN LUMBERMAN of Jan. 21 (page 
22) carried an illustrated story concerning the 
new super-service station building erected by 
the C. J. Harris Lumber Co., at St. Charles, Mo. 
Upon completion of this building, which in- 
cludes a “classy” restaurant, the C. J. Harris 
company wanted a distinctive name for it, and 
offered a prize of a $5 gold piece for the one 
deemed best. The prize was won by Ben L. 
Emmons, title abstractor, of St. Charles, 
who is an authority on the early history of 
that community. 

The prize-winning name is “Station Du- 
quette.” The ground on which the C. J. Harris 
Lumber Co. yard and the service station stand 
was originally granted by the government to 
Francois Duquette. On it stood an old stone 
fort, which was built prior to 1780, being used 
to protect the “Village of the Little Hills” (the 
early name of St. Charles) from the Indians. 
Later the fort was changed into a mill for 
grinding corn, and from 1804 to 1806 was used 
as the town jail. Duquette was one of the 
most wealthy and prominent Frenchmen in the 
community, and it was in his honor that the 
station was named “Station Duquette.” 

“Open house” was held on Feb. 19, between 
2,000 and 3,000 people inspecting the building. 
The treatment of the knotty pine walls caused 
much favorable comment, and Mr. Harris be- 
lieves that some sales will result therefrom. 





Miniature Farm Group 


The Clarence Co-operative Co., Clarence, 
Iowa, has an unusual display which has at- 
tracted much attention. It consists of a minia- 
ture farm group; house, barn and windmill. 
These miniatures were built in the yard and 
are elevated just behind a picket fence next to 
the warehouse. No one can fail to see them, 
and they have caused many people to drop in 
to ask questions and make comments. 

Inside the warehouse the company has set 
aside a space equipped with wide shelves or 


Left: Where samples of specialty lines are displayed—Right: Miniature farm group; house and barn 
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platforms upon which samples of the numerous 
lines of specialties are displayed. These ar. 
ticles come to the attention of every customer 
who enters the alleys. A vear or more ago the 
company added a complete hardware depart- 
ment. The company is a corporation, Owned 
by local citizens. 





New Modernizing Bureau 
Makes Good Start 


CINCINNATI, OxnI0, Feb. 27.—The lumber 
dealers of this city are co-operating in promot- 
ing the objectives of the recently formed bureay 
of home modernizing and repair. This move- 
ment also is aggressively advocated by the build- 
ing and loan associations, which will make loans 
for these purposes. Mayor Russell Wilson has 
officially endorsed the plan, which also has the 
active support of the Chamber of Commerce, 

At the request of the AMERICAN LuMBERMay, 
R. C. Kuhlman, secretary-manager of the Lum- 
ber & Millwork Association (Inc.), who also 
is chairman of the finance committee of the 
modernizing organization, made a statement of 
progress thus far, as follows: 


In forming the new home modernizing and 
repair bureau, we have simply taken the ma- 
terial at hand and put it together into a 
structure which we feel will appeal not only 
from a civic standpoint, but from the stand- 
point of the interested groups which are 
co-operating in this movement. 

There are approximately 280 building and 
loan associations in this business area, with 
over $200,000,000 in assets, which have cash 
available at the present time for loaning, 
without borrowing from the Home Loan 
Bank, of approximately one and three-quar- 
ter million dollars. 

Before the Home Loan Bank was estab- 
lished these associations had to maintain that 
cash surplus, in order to meet any run on 
their funds. Now they find themselves in 
position of having this amount of cash on 
which they are paying 5 percent to their 
depositors, and on which they can receive 
for loaning purposes only 1 percent, on call. 
Therefore, it becomes incumbent upon them 
to release this money into a channel that 
will at least help them to break even on the 
interest that they must pay their depositors. 
They now can release that money because 
they have the Home Loan Bank behind them. 

The movement is being backed by ethical 
distributors of all types of building mate- 
rials, who are assuring the building and loan 
associations and their borrowers that the ma- 
terial and workmanship going into moderni- 
zation and repair work will be of the highest 
type. All interests are co-operating to the 
end that the borrower may receive as much 
as possible for his dollar. 

The bureau is to be a continuous operation, 
supported by funds received from a 2 percent 
charge on all loans made through the bureau, 
which funds will go 90 percent for advertis- 
ing in local newspapers and 10 percent for 
overhead of the bureau. 

We believe that this 
operation 
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has been blended into a sound, business-like 
organization by all those interested and who 
are anxious to see a resumption of some 
semblance of construction. ; 

All interested are agreed that this is not 
the time to promote speculative building. 
However, we do feel that money expended 
for modernizing and repairing is a sound in- 
yestment not only from the standpoint of 
the home owner, who thus makes his home 
more desirable, but from the standpoint of 
the loaning agency, which makes its equity 
more secure. 

On March 14 and 15 we are going to hold 
a Modernizing and Repair convention in Cin- 
einnati, which will bring together in a public 
meeting of four or five sessions all those 
interested in this great movement. 


Later—Modernizing Confer- 
ence Is Postponed 


CINCINNATI, OHIO, Feb. 28.—Plans for the 
Home Modernizing Conference and the exhibit 
at the Hotel Gibson for March 14-15 were 
knocked galley-west today by the emergency 
bank legislation and the 5 percent withdrawal 
action of the Cincinnati banks which became 
effective this morning. After a hasty confer- 
ence of the promoters of the meeting it was 
decided to postpone it until April 15, provided 
the exhibit space of the hotel can be obtained 
then for that purpose. 

Fine progress was being made by the home 
modernizing bureau and orders were arriv- 
ing daily from co-operating contractors and 
lumber dealers. A number of Cincinnati re- 
tailers had established home modernizing de- 
partments and were getting fine results. 

Walter Askew and J. C. Thornell of the 
Pierson Lumber Co. were in charge of home 
modernizing for that firm and H. F. Angus of 
the Hyde Park Lumber Co. was named as 
home modernizing manager of his firm.* Num- 
bers of orders for garages and repair jobs in- 
volving lumber and building materials were 
being placed, and building associations ; were 
swinging into line in fine shape. Now every- 
thing is temporarily at a standstill. It is hoped 
that the trouble will be over shortly. Several 
bankers think it can be rectified in the next 
ten days or two weeks, or a month at the most. 


Retailer’s Office Advertises His ‘Leader’ 


Using his own office building as greatly 
a demonstration, Emil F. Swanson, 
owner of the Eagle Rock Lumber 


Co., at Eagle Rock, Calif., has 
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''Emphasized"’ Map Guides 
Public to Yard 


In all advertising, both newspaper and direct 
mail, of the Oceanside Lumber Co., Ocean- 
side, Calif., the firm’s location is graphically 
shown, to the exclusion of all features of the 
community except those which assist the pros- 
pective customer to find the place. A sort of 
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an excellent plan, according to S. J. Hathaway, 
general manager, in connection with direct mail 
advertising, as the letter itself tells about the 
goods, while how to get to where the goods 
are is shown on the back. 





Drive to Create Repair Work 





exceeding 

The office is so unusual that trav- 
eling salesmen visiting Mr. Swan- 
son advertise it from one end of 
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exaggerated map shows the main streets leading 
into and through the city, insofar as the lumber 
company is concerned, but names no streets ex- 
cept those leading directly to the lumber yard— 
which on the map takes in a trifle more area 
than actually belongs to it. At the lower end 
of the map is pictured the ocean and the pier, 
and the railroad line, a spur from which brings 
lumber to the yard. Also, some of the sur- 
rounding small towns are located. The map 
is 4 inches square and may be run alone as a 
newspaper advertisement, or with advertising 
messages added. It also is printed on the back 
of the company’s letterheads, so that the map 
is instantly conspicuous when the reader re- 
moves the letter from the envelope. This is 


that amount. 


Mr. 


are used more for mountain and 
lake cabins than for anything else, 
Swanson has promoted this 
material for city homes also. 


Is Under Way 


SPRINGFIELD, OHI0, Feb. 27.—Lumber and 
material dealers of this city are co-operating 
with other agencies in a movement for creating 
modernizing and repair work. Homer W. Bal- 
linger, manager Clark County Lumber Co., is 
chairman of the Work and Repair Bureau, 
which has been established as a part of a 
State-wide movement to create employment 
through co-operation in reviving building and 
repairing. The movement is being backed by a 
dozen or more groups and organizations repre- 
senting civic, financial, industrial and mercan- 
tile interests. 

An informal canvass of the city’s financial 
institutions, including building and loan asso- 
ciations, indicates that funds will be available 
in due course for aiding responsible home own- 
ers in making needed modernizations and re- 
pairs. 

It is expected that one of the effects of the 
campaign will be to build up public confidence 
in building and loan associations and savings 
banks so that present depositors and stockhold- 
ers will see the advantage of, and be willing 
to support, a plan whereby these associations 
and banks, through the aid of funds from. the 
Federal Home Loan Bank, may make small 
loans for remodeling and repairs. 

































———— 
Dealer Sells Light Globes 
MADISONVILLE, Ky., Feb. 27.—The Ruby 


Lumber Co., of this city, has been awarded the 
contract to furnish the different State depart- 
ments with electric light globes during the 
current year. This is the second year this 
company has been awarded this contract, which 
is just another indication of aggressive merchan- 
dising by a progressive lumber dealer. 


is one of the things that is helping 
him through. While major con- 
struction work is halted, the simple 


The rustic home and the mountain and 


taken the lead in the Los Angeles 
area in the sale of log slabs, not 
only for cabin construction but for 
permanent residences as well. His 
office building is his trademark, or 
his laboratory, if one wants to call 
it that. A picture of it appears 
in colors on his letter-heads, en- 
velopes and business cards, as well 
as on all advertising matter. 

While the greater number of 
customers sold on log slab con- 
struction get the idea from the yard 
office, Mr. Swanson’s own home, 
within three blocks of the office, is 
of similar construction. Thus he 
can take the customer over to his 
home and sell him completely, if he 
happens to be hesitant. 

The log slab office is lighted up 
with an exterior floodlight at night, 
so it works while the boss is sleep- 
ing. 

_ The slabs used in this construc- 
tion are of northern California 
white pine. As an advertisement, 
the bargain has been a good one, 
for the 24- by 36-foot office was 
covered at a cost, for material, 
of only about eighty dollars. The 
home, unique among Eagle Rock 
homes, was covered at a cost not 


the Los Angeles area to the other, 
and customers are attracted from 
great distances. Mr. Swanson even 
finds himself called upon to supply 
in a wholesale way some large 
yards that do not go in for log slabs 
extensively. 

While here as elsewhere log slabs 


rustic-finished permanent home is 
no longer a novelty in southern 
California. Before the depression 
got too severe Mr. Swanson, in 
his little suburban yard, was sell- 
ing a carload of log slabs every 
sixty days. At present he of course 
is not selling so much, but .og slabs 





Slab-covered office of the Eagle Rock Lumber Co., Eagle Rock, Calif. 


beach cabin are still being built. 
Naturally, also, one can not sell 
slabs without selling other building 
materials to go with them. 

Mr. Swanson introduced a method 
of making the cornice that has 
been extensively copied in the last 
couple of years. He beveled two 
10-inch slabs so as to make a per- 
fect fit at the junction and around 
the doors and windows used nar- 
row widths of slabs. In order to 
keep out moisture the studs were 
covered with heavy waterproof pa- 
per and strips of the same paper 
were cut, each about two inches 
wider than the slab, and the edge 
of each of such strips was brofight 
out below the succeeding slab; so 
that any. water seeping in acci- 
dentally at one joint came out: at 
the joint below. This plan --has 
worked perfectly both in the office 


. and the home. 


“But little advertising, other than 
the office and my house;~has been 
necessary.” says Mr. Swanson. 
“These have told the story so 
quickly and so well that from the 
first we have been thought of as 
the leading source of supply in 
the city for log slabs.” 











28 


AMERICAN 


A Hoosier Retail Yard Where 
Efficiency Reigns 


(Continued from front page) 
utilized for the storage of corrugated roofing 
and the like, and these storage spaces, too, 
with tight doors. The floor of 
the moulding storage is of hollow tile, and 
the air spaces serve to prevent dampness. 
[In addition to this device, openings have 


are cl ysed 


been left so that the surplus heat from the 
furnace will enter and help keep the mois- 
ture content down. 

\ similar device has been used to keep 
dampness from creeping up into the interior 
The foundation 


framing of the warehouse. 





Urban J. Weitzel (left) and Roy Metzger 
(right), head of the Metzger Lumber Co. Mr. 
Weitzel is manager of the company’s Zionsville 


(Ind) yard 


timbers of the bins are laid on _ telephone 
conduits; and these hard-burned clay blocks 
with the lengthwise openings through them 
are strong enough for the purpose and have 
this insulating value against moisture. 

3ins have been made rather narrow, with 
about 49 or 50 inches of clearance; and this 
serves two purposes. It discourages a buyer 
from trying to sort out the best pieces when 
he helps load his own truck, and it keeps 
each grade, size and length separate. Bins 
for carrying shop stock are not only this 
same width but have been divided horizon- 
tally into approximately square pigeonholes, 
thus making more storage units for the 
items carried in relatively small quantities. 

In one of the alleys is a rack for display- 





Left: Shop stock in small bins—Right: 





ing roll roofing, consisting of notched side- 
pieces into which a bar through the roll can 
be hooked. Occasionally roofing is sold in 
small quantities, and it can be pulled out, 
measured and cut off with little difficulty; 
but the principal use of the device is to show 
customers just what the roofing is like. Dif- 
ferent weights can be compared without the 
trouble of opening rolls and piling them onto 
the floor. 

Mr. Metzger believes in silent salesman- 
ship, and the front of the plant has a series 
of show windows. At the time the AMERICAN 
LUMBERMAN representative called, one of the 
windows contained a display of stanchions 
for dairy barns. The display was installed 
one Saturday; and a neighbor said that that 
evening when it was lighted he counted fifty 
cars that stopped out in front while drivers 
looked in through the window. 

The yard was carrying a rather full stock. 
In commenting on this, Mr. Metzger stated 
that it is his policy to keep yards filled up. 
“I can’t imagine,” he said, “that lumber will 
go lower in price, and I'd rather have money 
invested in good lumber than in anything 
else I can think of, including government 
bonds. Stock will keep in this storage in- 
definitely; and in my opinion lumber is about 
as liquid an investment as there is. If for 
any reason a dealer wants to raise money 
and has a good stock, he can move it. 

“We have quite a bit of architectural 
building that we supply out of this yard. 
South of town there is a creek running 
through some quite picturesque scenery. 
We're only a few miles from Indianapolis, 
and a large number of Indianapolis people 
have summer homes there. They are in no 
sense the cottage type of summer homes but 
are built to architects’ plans and often rep- 
resent fair-sized investments. We like to 
deal with these Indianapolis people, and they 
seem to like dealing with us. Most of the 
Indianapolis yards handle just lumber 
stocks; but we're able to sell the complete 
job. That saves them the trouble of dealing 
with half a dozen or more concerns. 

“Mr. Weitzel, the manager here, is a for- 
mer builder, and works in the closest har- 
mony with local contractors. He often gets 
them jobs, and he checks over their esti- 
mates. If two men check an estimate, one 
or the other is quite sure to catch any mis- 
takes or omissions. We don’t guarantee the 
bill to build the building, but because of this 
system and Mr. Weitzel’s skill and exper- 
ience it almost never fails to do so.” 

The manager, Urban J. Weitzel, who is 
part owner of the Zionsville yard, told with 


The narrow bins and neatly piled stock 
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Views of the Metzger plant at Zionsville, Ind.— 

Top: Office and store—Middle: Show window 

—Bottom: Show window with mural painting 
of a home above it 


some amusement a story illustrating this 
point. A contractor, following a tip given 
him by Mr. Weitzel, sold a rather extensive 
remodeling job and gave his bill to Mr. 
Weitzel to be checked. In going over it he 
noticed that the casing had been omitted; 
an item amounting to about $100. So he 
simply added it and gave the amended fig- 
ure to the owner, who telephoned the con- 
tractor that the bid was all right and for 
him to start working. The next morning 
Mr. Weitzel mentioned to the contractor 
that he’d left out the casing. The man was 
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much upset about it; 
but after a few min- 
utes Mr. Weitzel told 
him he caught the er- 
ror and had corrected 
t. “I’ve a good notion 
: kiss you!” the con- 
tractor said. While it 
probably wouldn’t be 
safe to try kissing this 
two-fisted yard man- 
ager, he does work in 
close  co- operation 
with contractors in 
getting them jobs and 
satisfying customers. 
This yard has a 
satisfactory way of 
selling fencing. There 
is a fencing contractor 


Left: 
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Storage rack and cutting table for wire screen—Right: Display of roll roofing. Both in 


yard of Metzger Lumber Co., Zionsville, Ind. 
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in the town who 
makes a business of 
building fence; coun- 
try and town; plain 


and ornamental. This 
builder works with 
the yard. If he makes 


a sale, the yard gives 
him a discount on the 
materials. If the yard 
sells it, no discount is 
granted, but the 
builder gets the job. 
By this teamwork 
much fence has been 
sold, installed in place. 
Fence contracting is 
an occupation that 
might be copied in 
other places. 


Longleaf Pine Producers Honored Guests at 
Dealer's Birthday Party 


Houston, TeEx., Feb. 27—It was a truly 
happy occasion when, on Feb. 5, the Dingle 
clan and a few invited guests assembled on the 
banks of the Brazos River at Velasco, Tex., to 
celebrate the 77th birthday anniversary of John 
T. Dingle, founder of the clan anc head of the 
J. T. Dingle Co., one of the old reliable retail 
lumber concerns of Texas, operating at Velasco, 
with a branch yard at Freeport. Special guests 
on this occasion were R. W. Wier, president, 
T. P. Wier, vice president, and FE. E. Hall, 
sales manager, of the Wier Long Leaf Lumber 
Co., of Houston, and T. P. Wier’s son, Tom, jr. 

While a long time friend and customer of the 
Wiers, Mr. Dingle has felt under special obliga- 
tion to them since they came to the rescue and 
made it possible for him to take care of the 
needs of his community with the good old long- 
leaf pine that he loves so well following a dis- 
astrous storm and it was partially to express 
his appreciation of this friendly service that 
Mr. Dingle had them as his honored guests on 
this auspicious occasion. 

For 42 years, John T. Dingle has served his 
community as a building advisor and supplier 
of its building needs. He came to Velasco 
in 1891, to take charge of the retail lumber 
interests of Alexander Gilmer, one of the pion- 
eer yellow pine manufacturers of Texas, who 
for many years operated a sawmill at Orange. 
To the friendship and co-operation of Mr. Gil- 
mer Mr. Dingle attributes the foundation of his 
success as a lumber dealer. Commenting on his 


association with that pioneer lumberman, Mr. 
Dingle said: 
Mr. Gilmer prevailed on me to come to 


Velasco and look after his affairs in the boom 
of 1891. In ten months we had to take over 
five yards, besides holding down the syndi- 
cate that started and got deep water at the 
mouth of the Brazos and then failed finan- 
cially, which gave me quite an experience. 
Had it not been for the confidence and love 
we had for each other, I could not have gone 
through with it. Alexander Gilmer was a 
man such as we do not meet with every day. 
While Mr. Dingle 
had a financial inter- 
est in the yard, it was 
not until after the 
death of Alexander 
Gilmer that he became 
sole owner through 
purchase of the inter- 
est of the Gilmer Es- 
tate. 
_The J. T. Dingle 
0. was incorporated 
in 1924 and all of the 
stock is held by mem- 
ers of the Dingle 
family, the active 
Management being in 





(who on this occasion was aiven the cognomen 
Pevoto Dingle, R. W. Wier, E. E. Hall, John Dingle, Laura Dinale, Follett Shannon, Lillian Dingle 


Dickson, her two sons, T. P. Wier, jr., Laura Dingle, Harold Dingle and Harold Dingle, jr. 


the hands of J. Harold Dingle, vice president, 
and A. Gilmer Dingle, secretary- -treasurer. Of 
the organization Mr. Dingle says: 

Ours is just a family stock company. No 
fish of one and flesh of another. It helps to 
draw them together, and it is a pleasure to 
see them getting along, happy and content. 


Commenting on present conditions and their 
cause, Mr. Dingle expressed this bit of homely 
philosophy : 

I think the principal cause of the depres- 
sion is too much credit. Everything bought 
on long time means to keep the poor poorer, 
who pay any old price for something they 
could easily do without until they are able to 
pay. I am thankful for my early training— 
never to eat, drink or wear unless I had the 
wherewithal to pay for it. 


From his eldest son, A. Lionel Dingle, who 
is connected with the Humble Oil & Refining 
Co., of Houston, came this beautiful tribute 
from a son to his father: 

He has always been devoted to his family, 
to his friends and to his business, giving 
each their fair share of his time. He has 
never attempted to do anything spectacular, 
but has lived each day so that he could set 
the right sort of an example for his children. 
I am sure I express the sentiment of my 
brothers and my sister when I say that if 
each of us can live the same sort of life 
that he has lived, and have the love and 
respect of all with whom we come in con- 
tact that he has, when the Ruler of all men 
tells us that our day is finished we will have 
no regrets, but on the contrary a feeling of 
a job well done. We are trying to raise dad’s 
grandchildren so that none of them will do 
anything to disgrace the name he brought 
to them, and we feel that if we can raise 
useful, law-abiding children and in due time 
can pull off by the side of the road (or river) 
as dad has done, and enjoy our old age as he 
is doing, we will feel that we are richer in 


the things worth while than the most power- 
the wealthiest man. 

This birthday celebration that brought the 
Dingle family and their special friends together 


ful or 





In the group assembled for this photograph are, left to right—P. F. Combs, J. T. Dingle, T. P. Wier 
Alexander 


“oyster eater’), 


comprised an oyster roast and a visit to the 
Harold Dingle ranch. The birthday party com- 
prised Mr. and Mrs. J. T. Dingle; Mr. and 
Mrs. A. Lionel Dingle and their three children ; 
Mr. and Mrs. J. Harold Dingle and three chil- 


dren; Mrs. Lillian D. Dickson and two chil- 
dren; A. Gilmer Dingle; R. W. Wier; T. P. 
Wier; Tom Wier, jr.; E. E. Hall; P. F. 


Combs, cashier of the Velasco State Bank, and 
Follett Shannon, brother of Mrs. Harold Din- 
gle. J. Gladwyn Dingle, another son, lives in 
Ottawa, Ill., and was unable to be present. 





Arkansas Adopts Housing Act 


LittLE Rock, Ark., Feb. 27—A “housing” 
bill, introduced in the Arkansas senate, has 
passed both branches and is ready for the gov- 
ernor’s signature. The Act is entitled: 

An act to promote public health, safety, 
morals and general welfare by providing for 
the construction and supervision of safe and 
sanitary housing for families of low income, 
and for the sale or rental thereof on reason- 
able terms; authorizing the incorporation of 
limited dividend housing companies, and pre- 
scribing the powers, rights and _ duties 
thereof: creating a State board of housing 
for the purpose of encouraging, approving, 
assisting, supervising and regulating such 
activities, prescribing and defining the 
powers and duties of the board, including su- 
pervisory and regulatory powers over limited 
dividend housing companies engaged in such 
activities, authorizing the board to fix within 
certain limits the rentals or purchase price 
of housing accommodations furnished by 
limited dividend housing companies, and for 
other purposes. 


The State board of housing will consist of 
five members, to be appointed by the governor. 
No housing project proposed by a limited divi- 
dend housing corporation incorporated under 
this Act shall be undertaken, and no building 


or other construction shall be placed under 
contract or started, until it has approval 
of the board. Since 
the Act carries the 
' emergency clause, it 
@ will become effective 


immediately upon be- 
ing signed by the gov- 
ernor. 


3LEEDING of timber, 
or exudation of creo- 
sote after treatment, is 
being investigated by 
the Forest Products 
Laboratories of Can- 
ada, with a view to 
its prevention. 


Gilmer Dingle, Mantie 
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isconsin Retailers Give Attention to 


Hear Helpful Talks on Barn Design, Technology of Wood and Paint; 
Financing, Credits and Collections; Merchandising and Competition 


MILWAUKEE, W1s., Feb. 27.—The 43d annual 
convention of the Wisconsin Retail Lumber- 
men’s Association, which closed its three-day 
meeting l'eb. 16 with the famous session of the 
“Royal Order of Dumb-Bells,” had all the 
earnest energy and good humor which always 
mark these Wisconsin gatherings. |The open- 


er | re 














J. L. BURT, 


Ss. S. SOLIE, 
Janesville, Wis.; 


Retiring President 


Wausau, 
New 


Wis., 


President 


ing session was reported briefly in the Feb. 18 
issue.—Ep1 TOR. | 

The Wednesday afternoon session dealt with 
the economics of the business situation, from 
several points of view. The first address, “Com- 
petition or Control,” by Francis A. Staten, Wis- 
consin Department of Agriculture and Markets, 
was an exhaustive analysis of the theory of free 
markets and a study of the methods of control 
that have been developed to keep these markets 
free. The basic theory is that each person, 
working in his own interest, works for the in- 
terest of all. Each seller, in setting his own 
prices, is governed by the fact that if he charges 
too much he will lose business and if he charges 
too little he will dissipate his capital. This 
theory of the free market has been modified 
somewhat; but the purpose has been to raise the 
plane of competition and not to restrict its 
essential scope. Public utilities and banks are 
the most conspicuous examples of regulated in- 
dustries. Child labor laws, inspection laws to 
assure standards of quality and the like are 
other examples. But the regulations most re- 
tailers are interested in have to do with so- 
called unfair combinations and restrictions in 
restraint of trade. Mr. Staten discussed tech- 
nical details of these laws and dealt with new 
problems arising from large units, in whose 
operation there may be a long lag between the 
time when profits rise and new competition ap- 
pears. He dealt with various forms of secret 
discounts given for the purpose of increasing 
volume, the right of the buyer to access to com- 
petitive markets and of the seller to choose 
customers, 


More Regulation or Less 


In summing up Mr. Staten gave it as his 
opinion that changes are imminent that will re- 
sult in more regulation or less. He mentioned 
the possibility of developing regulatory bodies 
within industries, including representation of the 
public. George La Pointe raised the question 
of the legality of allowing discounts to large 
buyers like insurance companies, based upon 


the fact that they are quantity buyers, and also 
the legality of a general understanding among 
dealers, not as to prices but as to the amount of 
this discount. Mr. Staten was reluctant to give 
a positive opinion but suggested that such ques- 
tions might be worked out in trade practice con- 
ferences in which the public is represented. 
Business men may agree upon trade practices 
but may not discriminate as between customers 
in the same class. Others joining in the dis- 
cussion were Stanley Wilsey, Janesville, James 
Drought, the association counsel, Roy W. Rich- 
ards, Janesville, and H. E. Beckwith, Chetek. 


Face the Facts in ‘Thirty-Three 


Ormie C. Lance, secretary of the Northwest- 
ern Lumbermen’s Association, in speaking to the 
subject, “Let’s Face the Facts in ’Thirty Three,” 
confined his statements to what dealers in his 
own territory are doing. They are conserving 
their resources by reducing expense accounts 
and by controlling inventories. They are offer- 
ing a practical merchandising service to selected 
customers. They are setting new credit poli- 
cies. They are planning without hysteria to 
maintain control of their situations; and they 
are showing no fear of hard work. In men- 
tioning credits, Mr. Lance stated that 1,000 
yards in the Northwest have gone to a cash 
basis, with certain exceptions, as matters of cus- 
tomer convenience, applied to departments of 
government and certain nationally known cor- 
porations. This emergency plan does not con- 
template a permanent shift to cash sales. 

The annual dinner dance was held Wednesday 
evening in the ballroom of Hotel Schroeder. 


Insurance Company Increases Surplus 


The Thursday morning session opened with 
the 38th annual meeting of the Retail Lumber- 
men’s Mutual Insurance Co., with President 
F, D. Abell, of Waukesha, in the chair. In his 
brief report he stated that while insurance had 
suffered along with all other enterprises, the 
company had been able to increase its surplus 
substantially. Fire losses in 1932 were less than 
in 1931. Secretary D. S. Montgomery read the 
minutes of last year’s meeting, following which 
the following officers were elected: 

President, F. D. Abell, Waukesha. 

Directors, H. D. Snider, 
Cc. W. Allen, Berlin. 


Wisconsin Dells; 
The lumber association then took over the 
session and held a joint conference on farm 
building construction and design and the proper 
uses of lumber. The speakers were S. A. 
Witzel, farm building specialist of the Uni- 
versity of Wisconsin College of Agriculture, 
and R. P. A. Johnson, an engineer on the staff 
of the Forest Products Laboratory, Madison. 


Should Study Local Building Needs 


Mr. Witzel, in beginning his address; urged 
the practical wisdom of dealers watching the 
buildings they sell through the process of con- 
struction. It is not enough to sell good grades 
and correct species of lumber, for construction 
can make good materials of little or much value. 
3y spending some time in the country, talking 
to customers on their farms, dealers can learn 
much about local and personal building needs. 
A building well suited to a southern State may 
be all wrong in a cold climate; and buildings, 
especially in northern Wisconsin, must contend 
with the cold. Some one is going to help solve 
these local problems. 

Dealers need also to know precisely the farm- 
er’s economic problem if they are to help him 
get the best possible in building values for what 
he has to spend. The farm income dollar is 


down to about 52, while the building materiaj 
index is about 130. This means that farm ex. 
penditures for buildings must be carefully made. 
Practically all farms need complete overhauling 
of buildings and fences. But some farmers 
even in these times, do have surpluses; and for 
them it is an excellent time to build. 


A Big Potential Farm Market 


There are 180,000 farms in the State, of 
which 25 percent have electric current and 8 
percent have bathrooms. While not many lum- 
bermen sell plumbing fixtures, they do sell the 
lumber, insulation, septic tanks and the like 
used in adding bathrooms to farm houses, 

Barns are especially important, for 50 per- 
cent of the Wisconsin farm income comes from 
dairying. Mr. Witzel discussed temperature in 
relation to milk production, the importance of 
insulation and ventilation and the like. Then 
he displayed and explained models showing the 
framing detail of approved barns. He discussed 
hog houses and stated that much of the so- 
called rheumatism of hogs, supposed to result 
from cold and damp cement floors, really is the 
product of improper feeding. He described 
methods of reconditioning silos and stated that 
specific information about these and other farm 
structures could be gotten from the University. 


Laboratory Offers a Practical Service 


R. P. A. Johnson, in describing the Forest 
Products Laboratory, emphasized the fact that 
the staff is not only made up of scientists, in the 
academic sense, but also of engineers and prac- 
tical lumbermen; and that its aim is to be 
wholly practical. He showed pictures on a 
screen of the new building at Madison and also 
of charts and tests in which lumbermen are 
specifically interested. He described the studies 
made of framing methods as tested in actual 
storms and showed the results of stress tests 
made of various types of bridging. Moisture 
content studies showed that lumber in transit in 
box cars picks up little moisture; and that a 
car which arrives at the yard wet left the mill 
in the same condition. He also described paint 
tests and stated that frequently paint failures 
can be traced to faulty construction which allows 
moisture to get behind the outside finish. And 
finally he displayed two instruments for de- 
termining moisture content. 

The necrology committee, consisting of B. L. 
Jones, Delavan, E. M. Cheever, Superior, M. R. 
Laird, Marshfield, Otto Lieder, LaCrosse and 
J. J. Moreau, Green Bay, prepared a memorial 
of deceased members; and this report was read 
by Secretary Montgomery. 


Vigorous Resolutions Are Adopted 


The resolutions committee, composed of Otto 
E. Lay, Kewaskum, C. Arp, Sheboygan, 
H. E. Beckwith, Chetek, J. H. Brannum, Ra- 
cine, J. L. Burt, Wausau, W. K. Collins, Mad- 
ison, J. E. Heath, Hilbert, J. A. Middleton, 
Ripon, Ralph E. Nuzum, Viroqua, R. W. Rich- 
ards, Janesville, and B. H. Roderick, Brodhead, 
expressed approval and appreciation of 
plans of State officials for both urban and rural 
industry in the State. It urged that trucking 
be subjected to the same kind of regulation ap- 
plied to railroads and urged that all 1. c. 1. and 
carload shipments be made by rail. It expressed 
appreciation of the support and patronage 
exhibitors. It reaffirmed a readiness to co-oper- 
ate in the promotion of the sale of Wisconsin 
woods. It expressed appreciation of the work 
of Hoo-Hoo. It opposed government competi 
tion in business but excepted constructive emef- 
gency relief measures. It urged co-operation 
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AMERICAN LUMBERMAN 


Farm Needs and Economics 


Approve State Help to Its Industries and 
Will Co-operate With Wisconsin Producers 


with other trade associations in supporting legis- 
lation to prohibit public utilities from merchan- 
dising in competition with retail merchants. 


Officers Are Elected 


The nominating committee, consisting of the 
standing committee or advisory board of former 
presidents, including B. F. Springer, Milwaukee, 
H. W. Wilbur, West Allis, Wm. Fountain, 
Appleton, H. E. Beckwith, Chetek, Frank Bod- 
den, Horicon, George W. LaPointe, Menomonie, 
and Otto E. Lay, Kewaskum, reported the fol- 
lowing nominees, who were elected to the re- 
spective offices : 

President—J. L. Burt, Wausau. 

Treasurer—D. O. Head, Kenosha. 

Directors—S. S. Solie, Janesville, Karl L. 
Kleinpell, Cassville, and Elliott Kiser, Cam- 
eron. 

Then followed the luncheon in the Juneau 
Room of the Auditorium; and the members re- 
mained at the tables for the famous Confession 
of Ignorance Session of the Royal Order of 
Dumb-Pells. This discussion session has_ be- 
come highly popular at the Wisconsin meetings. 
In it, dealers are supposed to confess freely 
what they do not know; and comment is sup- 
posed to be frank. Spades are called spades, 
or shorter and uglier words if any one can 
think of them. No offense is given or taken, but 
no punches are pulled. 


Dealer Problems Frankly Discussed 


George A. Olsen, Chicago, repeated an earlier 
indictment of trucking from the manufacturer's 
or fabricator’s warehouse as the factor which 
more than any other has demoralized the lumber 
business. The trucking industry is not organ- 
ized or regulated, and its varying rates tear 
down any reasonable structure of prices. 

John B. Bertling, St. Francis, then described 
the prices secured by municipalities on lumber. 
He quoted specific instances such as a bill con- 
sisting of 16,000 feet delivered to the job for a 
gross profit of $24. It is hard to deal with poli- 
ticians in any field, and they seem to have lum- 
bermen licked on lumber purchases. Mr. Bert- 
ling said there is no reason for selling to 
municipalities at a loss. 

C. H. Walker, of the Philip Carey Co., then 
described the operation of the Home Loan Bank. 
This bank is a permanent institution, intended 
to benefit the home owner; and its first object 
is to furnish money for remodeling and repairs. 


RAY WILBUR, 
West Allis, Wis.; 
Discussed Collections 


DAN O. HEAD, 
Kenosha, Wis.; 
Treasurer 





It deals through building and loan associations, 
savings banks, insurance companies and similar 
institutions loaning money for home building 
and repair. Mr. Walker described it as a life 
saver. In answer to statements made by J. J. 
litzpatrick, Madison, that building and loan as- 
sociations are indifferent or even unfriendly to 
the bank, Mr. Walker stated that its functions 
were not well understood and that lumbermen 
should see local loan officials were informed. 

Secretary Montgomery then read a telegram 
of greetings from Adolph Pfund, Chicago, for- 
mer secretary of the association. 

A Message from the Sick Room 

Then occurred an impressive event. Mr. 
Montgomery stated that Harry Colman, who 
has hosts of friends in Wisconsin as he has in 
every State, is seriously ill. But Harry had 
expressed a wish to address the convention by 
telegram, since he could not be present in per- 
son. Mr. Montgomery then read his wire, as 
follows: 

Please thank and give my best regards to 
my many Wisconsin friends for writing me. 
When a feller needs a friend kindness of this 
type is doubly appreciated. Am apparently 
continuing to improve. Now a word from the 
“Old Maestro” to your convention. Millions 
have been needlessly lost in the retail lumber 
industry last year because of the collapse in 
local understanding and good will regardless 
of volume decline; my own 1932 records in 
towns where dealers were not panicky and 
used common sense conclusively proved this. 
If every one of us had actually done our best 
in 1932 there would be no genuine cause for 
discouragement and despair, but none of us 
did. If each dealer will take an honest in- 
ventory of himself and check up on what he 
did, or perhaps did not do when he should or 
could have done it, I am certain he will find 
many ways and means of improvement. To 
improve is to progress and since we are told 
this is the year of the new deal let us get 
busy and start shuffling the cards all over 
again as soon as we go back home remember- 
ing this—take it with a smile and forget the 
tear, bigger business and better beer are al- 
most here. 





The convention by a rising vote authorized 
the secretary to send a message of thanks, ap- 
preciation and good fellowship to this man of 
courage. 


Dealers Should Control Financing 


A. A. Hood, of the National Homes Finance 
Corporation, then spoke on the financing of cus- 
tomers. In the past, dealers have financed con- 
tractors and have waited until the contractor 
collected from the customer before they got 
paid. They should themselves have controlled 
the financing and should have sold the job. 
They should have made a profit on the financing 
and should have arranged it so it would not tie 
up their own working capital. Mr. Hood then 
mentioned a mail-order house that last year sold 
one house out of every five built in the United 
States. This concern is about to appear with 
a small-house catalog and an offer to sell a 
turnkey job for $1998 or to sell the lumber and 
millwork for $500; $50 down and the rest in 
monthly payments. This concern assumes all 
contingent liability, and it makes a profit on 
financing. 

This suggests clearly enough what the lumber 
retailer can do. He, too, can finance customers 
rather than contractors, and he can make a 
profit on the financing. Mr. Hood then de- 
scribed the National Homes plan of financing. 


Liquidating Frozen Assets 


Ray Wilbur, of the Wilbur Lumber Co., West 
Allis, was introduced by President Solie as the 
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author of a rather simple but highly important 
and effective method of liquidating frozen as- 
sets. Mr. Wilbur stated that sorne months ago 
his company in searching for a way to get some 
small accounts cleaned up began taking install- 
ment notes. He insisted that it was not a new 
method, that his company had been following it, 
in theory at least, for some years; but it had 
not been pushed persistently. This good-tem- 
pered persistence is all that is new. It is in- 
tended for accounts of $100 or less and in prac- 
tice applies chiefly to those from $5 to $50. One 
secret of success is not to make the payments 
too heavy. It is necessary to know the debtor’s 
circumstances and to know what he can do. 
[This Wilbur collection method was described 
in an article on page 32 of Dec. 24, 1932 issue. 
—  prror. } 

Sometimes it is hard even to make contact 
with him, and persistence must begin there. 
Having made contact, it is often necessary to 
see him several times; to talk with him and 
explain the meaning and intent. Some tough 
fellows flatly refuse to sign; but if the dealer 
doesn’t lose his head and if he persists he'll usu- 
ally get the signature. Once the note is signed, 
payments are nearly always made. Notices are 
sent out a few days in advance of the date 
when the installment is due. Some of the ac- 
counts are a year old or older. One question 
that comes up is additional credit while the note 
is being paid. This is an individual matter; 
and sometimes a little additional credit is 
granted, but not too much. Sometimes it is 
necessary to take a straight note. 

Mr. Wilbur, whose straightforward and prac- 
tical statement of this method held the closest 
attention, urged dealers to go over their ledgers 
carefully, to familiarize themselves with these 
accounts, to find out what the debtors can do 
and to get the accounts off the books and into 
active notes. The results in the Wilbur Lumber 
Co’s practice have been good. 


New President Pledges Best Efforts 


J. L. Burt, Wausau, the newly elected presi- 
dent, then made a brief speech, pledging his best 
efforts during the coming year. 

A handsome suit case donated by the Republic 
Coal & Coke Co., was drawn by E. W. Haack, 
of the John Schroeder Lumber Co., Milwaukee. 

The final attendance prizes, consisting of $25 
in cash were then drawn. The 36 prizes of this 
kind, totaling $75 for the three sessions, were 
drawn under the stage management of Jules 

srazil, of the National Broadcasting Co. This 
witty man with the lightning mind contributed 
endless merriment during the convention. 
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NORTH DAKOTANS TALK FINANCE 


Farmers, Home Owners and Retailers Get Benefit from Federal Funds—Yard 
Credit Policies Considered—Manufacturers Contribute Convention Expenses 


Farco, N. D., Feb. 27.—Sponsoring of the 
25th annual convention by a group of manufac- 
turing and sales companies struck a new note 
of co-operation between North Dakota retail 
lumber dealers and those who supply their de- 
mands, a harmonious condition that seems likely 
to benefit both groups during the coming year, 
in the opinion of officers of the association and 
company representatives. 

The convention of the North Dakota Retail 
Lumbermen’s Association, held Feb. 21 and 22 
in Fargo, was marked by an attendance only 
11 short of last year, indicating a remarkable 
spirit of optimism, dealers felt. 

Sponsoring of the convention was a new 
wrinkle, exhibits being forfeited to make the 
plan possible, according to Floyd Lavelle, secre- 
tary. Manufacturing companies agreed to the 
plan of eliminating exhibits and spending part 
of what their set up would cost to finance the 
convention, a plan that worked out very well. 


The New Official Personnel 


3en Grotte, Grotte Lumber Co., Valley City, 
N. D., was elected president, to succeed Lee 
H. Piper of the Piper-Howe Co., Minot; Otto 
Bystrum, Central Lumber Co., Fargo, vice 
president; Floyd Lavelle, White Lumber Co., 
Fargo, secretary, and Jack Grant, Interior Lum 
ber Co., Fargo, treasurer. Lavelle and Grant 
were each re-elected for the fifth consecutive 
term. Named to the executive committee were 
Lee H. Piper; Edward Murphy, Murphy Lum- 
ber Co., Jamestown; W. A. Heley, Heley Lum- 
ber Co., Lidgerwood, N. D., and Fergus Falls, 
Minn. 

Talks were designed to develop a common 
sense optimism and at the same time give deal- 
ers some practical ideas on how to get their 
share of the consumer’s dollar. Federal farm 
loans were thoroughly discussed, also operation 
of the Federal home loan plan, both of which 
should work to help the lumber dealer as well 
as the farmer and home owner. 


Millions Paid in Barnyard Loans 


More than $2,000,000 has been paid to North 
Dakota farmers in “barnyard loans,” through 
the Regional Agricultural Credit Corporation 
of Minneapolis, B. E. Groom, agricultural chair- 
man for the Greater North Dakota Association, 
told the lumbermen, this being approximately 
one-half of the total loaned in this district, made 
up of North Dakota, Minnesota, Wisconsin 
and Michigan. 

Explaining the set up for barnyard loans, 
the speaker said the regional corporation 
opened in Minneapolis for business on Oct. 5, 


last. Up to Feb. 17, applications for loans 
from individual farmers in North Dakota 
totalled 18,465; in the four States, 37,613; 


loans approved in the State total $5,483,000; 
in the four States $10,309,000; loans completed 
and actually paid in the State, $2,031,000; in 
the four States, to 5,545 farmers, $4,799,000; 
loans incompleted in the State, $13,007,000; in 
the four States, $21,078,000; applications 
withdrawn or rejected in the State, 731; in 
the four States, 1,975; average amount of ap- 
proved loans in the State, $1,033; in the four 


States, $915. 
At this time, with incomplete loans to 
handle, they are authorizing loans daily in 


the approximate amount of $250,000 and more 
than half of that money will come to North 
Dakota every day because of the number of 
applications originating in this State, Mr. 
Groom said. 

Loans have to be adequately secured and 
Mr. Farmer has to give good evidence of 
being able to meet the loans at maturity or 
justify a renewal, thus the benefits to all are 
enhanced. 


Among the benefits cited by Mr. Groom are 


cheaper money to farmers, with no limit if they 
have sufficient security; blanket insurance pol- 
icy at a very low rate on fire risk; payment of 
a large amount of personal property taxes (such 
taxes must be paid up before loans can be com- 
pleted); enables country banks to carry on and 
protect depositors through shifting of part of 
the load of farmers’ debts on which there is 
little or no liquidation at present; and many 
compromise settlements of old debts, giving the 
farmer a new lease on life in many instances. 


Home Loan Bank Plan Explained 


The Federal Home Loan Bank system was 
explained by F. B. McAneney, president of the 
Gate City Building & Loan Association of 
Fargo, and a director in the eighth district 
Federal Home Loan Bank of Des Moines, Iowa, 
who pointed out that it will function largely 
through building and loan associations, through 
which much of the lumber dealer’s product is 





purchased. 

Most of the criti- 
cism so far heard 
concerning direct 
lending by these 
banks, which have 
just begun to func- 





FLOYD LAVELLE, 
Fargo, N. D.; 


Re-elected Secretary 
tion, is due to dis- 
appointment of indi- 
viduals and corpora- 
tions, who find that 
administration of the 
act will not permit 
transfer from them 
to the Federal Loan 
Bank of obligations 
of insolvent borrowers, who can not offer se- 
curity sufficient to permit transfer of mort- 
gages so these present creditors may be paid 
in full. 

It is our first intention to do everything 
in our power to make all concerned realize 
that borrowing for such purposes as remodel- 
ing and repairs, taxes, refunding overdue 
mortgages and on mortgages where pressure 
for payment is brought and similar situations 
is not a sign of weakness but of strength, 
not a mark of discredit but an evidence of a 
fine spirit of public service, the speaker said. 

Not only do we want to make it a badge 
of honor for institutions to become bor- 
rowers, but even more do we believe it 
should be a badge of honor for institutions 
in these days to become lenders. 


How It Helps Lumber Dealer 


Speaking specifically of what this system can 
mean to the lumber dealer, Mr. McAneney 
cited the movement of the Cincinnati Home 
Modernizing and Repair Bureau and said: 

For three and a half years home owners 
have made shift. Houses that needed paint- 


EDWARD MURPHY, 
Jamestown, N. D.; 


On Executive Com- 
mittee 





ing three years ago still need Painting 
houses in which plumbing, heating and light- 
ing were sadly in need of repair are still un- 
repaired, houses that needed new Shingles, 
porches, plaster, stucco or siding and a gep. 
eral remodeling are still in that state. These 
repairs are not made chiefly because owners 
can not get the necessary credit to Carry 
through their programs. They just haven't 
got the money. 

A recent survey shows an urgent need for 
$6,000,000 for extending credit for repairs ang 
remodeling of individual homes alone. An- 
other $1,700,000 is needed for tax payments, 
The people requiring these sums are em- 
ployed and the loans good. 


This condition ts a challenge to building and 
loan associations in the United States. With 
the funds of the home loan banks available every 
association should swing a loan and relend the 
money to its patrons for repairs and moderniza- 
tion. Every man who can afford to negotiate 
such a loan should not only be granted it but 
should be encouraged to assume his share of 
the responsibility of putting the building trades 
back to work. The challenge also goes out to 
you lumbermen to encourage continued confi- 
dence of the investing public in the building 
and loan associations. If each of the 12,000 
associations in the United States should furnish 
the funds for just one modernizing job, think 
of the work that would be accomplished. 


What Next in the Lumber Yard? 


R. E. Saberson, Weyerhaeuser Sales Co., St, 
Paul, pointed to the present state of mind 
of dealers as one of the most serious problems 
confronting their business in a talk on “What 
Next in the Lumber Yard?” He said: 


Business leadership has practically dis- 
appeared. Fear is in the saddle. Selling 
effort was never at a lower ebb than at pres- 
ent. Nobody expects to sell anything and 
nobody does. Lumber yards are empty, store 
shelves bare, advertising discontinued and 
credit is not as good as it used to be. 

What really is taking place is the slow 
functioning of economic laws, which eliml- 
nate excess producers and business men, 
who are unable to adapt their services to the 
needs of the changing times. 

We are nearly 12 years behind in our farm 
building program. Deterioration of property 
has been permitted to take place with reck- 
less abandon. On Jan. 1, 1933, we were 7% 
billions of dollars behind in our normal hous- 
ing and repair program. By the end of the 
year it will be 12 billions. 

One of the greatest pent up demands this 
country has ever known is being developed 
and when it breaks we are going to witness 
one of the greatest scrambles for building 
materials we have ever seen. Prices will 
shoot sky high as people rush to get in under 
the wire, labor will be scarce and wages 
high. Advancing prices stimulate buying. 
Declining prices stop it. 


After outlining facts that face the lumber 
dealer this year, O. C. Lance, secretary North- 
western Lumbermen’s Association, Minneapolis, 


sketched a course of action for the merchant © 


for 1933. [His talk was along same lines as 
that made at other conventions previously re 
ported.—Epitor.] In conclusion he offered this 


suggestion: 
Combine courage, sane thinking, alert 
thinking, alert salesmanship, hard work, 


sound conservatism, close economy, leavened 
with a fine spirit of co-operation and helpful- 
ness. 


Some Errors Dealers Have Made 


Lee H. Piper, retiring president, cited some 
of the business ills of lumber dealers, pointing 
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“eile of credi ; i builder, but actually Entertained by Sal 

to the pitfalls ot credit that have caught most = ine ‘Jue ne ee dealer endorses the rane y seeenen 

of them and saying: paper. Dealers were entertained at a banquet the last 
An error some of us have made is allowing night of the convention by salesmen representa- 
interests outside of our industry to talk us Lumberman Can Not Repossess Material tives of manufacturing companies in the North- 
into sponsoring and guaranteeing “install- Unfavorable comment on the credit policy west. P. L. E. Godwin, manager of the Bard- 
ment” buying of homes and other improve- of the average lumber dealer as compared to _well-Robinson Co., Fargo, was toastmaster. A 

Iam not referring to the yard owner ’ ’ 


ments. : the policy of the radio, auto, washing ma- program of entertainment included dancin 
who has the capital to sell his customers ma-_ chine and a host of other dealers, has in- —s g 


terial for a house and allow him to pay a_ fluenced some of us to endeavor to adapt comedy monologues, an orchestra and solo musi- 
part or all on a partial payment plan, where’ similar methods to our business, without cal numbers, 


‘ wach party may be an old neighbor and where realizing that there is a vast difference be- H. D. Paulson, editor of The Fargo Forum, 
nting, the credit and debt are thoroughly under- tween the lumber business and radio busi- talking on “The Trend of the Times,” was the 
~ yon stood, and I am not referring to such sales ness and the credit policy that applies to one chief speaker. He declared the outstanding sub- 

“ as the lumber yard owner can handle him- will not work for the other. The radio dealer, ject today throughout the country is taxation 
ngles, self. I do refer to a finance plan where the upon failure of the customer to pay, may re- d ° f : tal Sol 
— jamber dealer enters into a contract on a claim his article with no foreclosure neces- "¢ Contraction of governmental setup. Solu- 
These $6,000 house and the representative of a sary. On the other hand, the lumber dealer tion of the tax problem by effective reduction 
wners fnance company, after looking up the dealer’s is unable to reclaim his material in a similar is essential to any hope of real business pros- 
bene rating, agrees to loan $3,000 on the property, way. perity, he said. 

en’ 
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=! VIRGINIANS STRESS Would Encourage Building by Three- 


> em- Year Tax Exemption on New 


| BUSINESS REVIVAL iggy i ogra 


every 

nd the 

erniza- | RichMoND, Va., Feb. 27.—Lumber and build- “Trashy Architecture—A Menace to the Lum- credit manager, Johns-Manville Corporation, 

gotiate ing supply dealers from Virginia and nearby — ber Industry.” New York City. Speaking on “Deferred Pay- 

it but States assembled here Feb. 17 and 18 for the E. Ray Winters, of the Lumbermen’s Mutual ment Financing,” Mr. Wood said that losses 

are of seventh annual convention of the Virginia Casualty Co., Chicago, spoke on “How to In- on installment selling in the United States last 

trades Lumber & Building Supply Dealers _Associa- sure to the Best Advantage.” Other speak- year were less than 2 percent, and declared 
tion. Speakers on financing, merchandising, im- ers on the Friday program were W. E. Dif- that the real base of purchasing power rests 

ns proved architecture, insurance, co-operation, ford, of Louisville, Ky., on “United We Stand,” on credit. “The time for replacements is to- 

confi- credits and taxes were on the program, which and Horace H. Edwards, of Richmond, on day,” he said, “and credit, the axle grease of 

uilding was designed especially to acquaint retail build- “Legal Credit Safeguards You Can Employ.” business, can supply that need.” 

I 2,000 ing material dealers with the most modern . " 

Furnish merchandising, trade, architectural and credit Safeguarding Purchase of Home Adopt Strong Resolutions 

_ think policies and practices of the period. Three safeguards which should be taken by Initiation of legislation permitting vacant 

Wade H. Adams, president Richmond Cham- the borrower and the investor in financing and property owners to erect tax exempt buildings 

ber of Commerce, delivered the address of wel- purchasing a home were for a period of three years, in order to help 

? » come and D. W. Mason, Narrows, Va, gave outlined by John H. _ reduce unemployment and encourage the build- 


the response. In his annual address the retir- Randolph, secretary of ing industry, was recommended in resolutions 

















10., St, ing president, John H. Rosenberg, of Winches- the Building & Loan adopted at the closing session. The convention 
mind ter, said the morale of the organization is at Association of Rich- went on record as opposed to any straight sales 
oblems [. par, the membership is down a few points and mond. First, the family tax; approved bankruptcy law revision to cor- 
“What (relations with the manufacturers and whole- should lay down not rect many present weaknesses; endorsed the 
salers have been satisfactory as a_ whole. less than one-third of world calendar as sponsored by the World 
y dis- Sketching association activities, among other Calendar Association, and pledged its efforts 
Selling things he said: toward the introduction of the calendar in 1939; 
ae _ We are proud of the privilege of participat- Mt TCHR stressed the imperative need for governmental 
- store ing in urging the establishment of the Fed- Richmond, Ve.: economy and the unwisdom of any increase in 
ad and smsed Goconighicaed ase ean of eanee Secretary-Manager eye Another important resolution in full was 
lation in the Trust Fund Act and urge the as follows : : ; . 
2 slow proper and full use of it in reducing our Inasmuch as the application of sections 188 
elimi- credit losses. We have made, and are mak- and 188-A of the tax code of Virginia imposes 
oe on ing, progress in the effort to persuade our the cost in cash; sec- a purchase tax against domestic manufac- 
members that a firm price policy is a pri- ond, no house should be Pepe = age pet wa tenn ean gong 
- farm mary and sound business policy. tego ye —_ pop cay te Fol ee eee iceman sae ae 
roperty more that iree times subject to this tax, we initiate action looking 
1 reck- Darkest Just Before the Dawn the family’s income; = ee canadien am ‘am code to soneaa 
ore 7% He expressed appreciation to the board of third, the remaining this disadvantage of Virginia manufacturers 
1 hous- directors for their whole-hearted co-operation, debt should be so fi- Who are deprived of business, which fre- 
of te paid a tribute to the faithfulness of Vice Presi- nanced as to pay off the auently goes to out of State mills. 
as this dent W. Creed Davis, and declared that “with- entire amount in fifteen years. Declaring that The closing session was featured by a trade 
veloped out our ; riend the secretary, M. Harris Mitchell, “if a man hasn’t got what “s a = relations conference. 
witness we would be in a sorry plight. He is cour- amount of money to buy a home, it is the duty 
uilding teous and unstinting in his labors.” Expressing of you gentlemen to advise him against it,” he New Officers Are Elected 
es will appreciation to the Richmond dealers for their said: Officers for the new year were elected as 
Pee hospitality, he closed his address as follows: I know of nothing more disastrous to your follows: 
buying. The darkest hour of the night is just before business than to have a condition whereby President—W. W. Berry, Harrisonburg. _ 
dawn. We take consolation in that thought, @ man trying to buy a home which is dear to First vice president—G. W. Herring, Win- 
for the night is dark and we know the abyss his life has it taken away because of his chester. 
lumber of personal business failure almost surrounds inability to pay for it. Second vice president—Craige Ruffin, Rich- 
North- — of us. The light of a new day in our W. J. Parrish, president Richmond Bar As- mond. , ; as 
eapolis, haces is about to shoot its first rays over  <ociation, urgin overnmental economy, de- Thied vice prestient-—e. BE. Renney, 
; the mountain of difficulties and the wreckage : ae eee iis Roanoke. 
orchant © ; eckas as : “ha ‘ . : : ‘ 
ercha™ @ °f private and personal business all about us nounced as folly “the borrowing of money for Secretary-manager—M. Harris Mitchell, 
lines & 9) We believe those rays soon will touch the ftificial stimulation of business,” adding that Richmond. 
- this 4 oe ie gg in - greatest nation in “every addition to the debt of the nation at Thomas L. Ruffin, of Richmond, was toast- 
rec > world. In this dark hour we wan is ti , " 
make the solemn resolution that we will Fe re eee sain ely ane master at the annual banquet, and Stanley B. 
 atert Dlay the game in the future as gentlemen, . ~ see eager ge wigan peace glaring Tyler chairman of the entertainment committee. 
: riends and brothers. Soe ae Vir ‘nia Ios pode x ph ag gto A_ number of exhibits were displayed in con- 
.avened Following the report of the treasurer and the of the State government nection with the convention. 
elpful- @ Secretarial summary, Frank Carnahan, of . aa aaemeneeneneas 
§ Washington, D. C., secretary of the National A Quarter Billion Dollar Market THE QUEENSLAND PINE PLywoop Export 
Je : Retail Lumber Dealers’ Association, spoke on There is a market now for the sale of a ASssocrIATION has been formed at Brisbane, 
d some i “E perate, Fighting Lumbermen.” _ quarter billion dollars of materials for home Queensland, Australia. It will work to stand- 
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Kentucky Dealers Study Business Costs 


Will Send Questionnaire to Members 
on Proposed Sales and Other Taxes— 
Want State Freight Rates Equalized 


LovuIsviLLe, Ky., Feb. 27.—The Kentucky Re- 


tail Lumber Dealers’ Association at the finai 
session of its 28th annual convention, elected 
W. W. (Pete) Owsley, of Cynthiana, Ky., 


president, succeeding Ifrank C. Anderson, of 
Louisville. Walter Barnes, of Central City was 
elected vice president. Leo Klarer, jr., secre- 
tary-treasurer, continued in that post, which is 
appointive. 

Directors to serve three years, with groups 
elected in 1932 and 1931, are Jeff Rice, Pope 
Cawood Lumber Co., Harlan, Ky.: Walter 
Findley, Shamburger Lumber Co., Louisville; 
and Luke Russell, Sherril-Russell Lumber Co., 
Paducah, Ky. 


Steve Roemer, reporting for a special trade 


relations committee, recommended that the 
president appoint a permanent trade relations 
committee, composed of not less than three, 


nor more than seven members, to which would 
be referred all questions involving trade rela- 
tions as between association members and 
sources of supply. 


Freight Rates and Sales Tax 


Report of the resolutions committee extended 
the usual thanks to the Louisville lumber deal- 
ers, hotel, speakers, exhibitors, committees, 
Louisville Convention & Publicity League; its 
new secretary, Leo Klarer, jr., etc. Two reso- 
lutions of special portent were adopted: 

The first would have the officers take up 
with the proper legislative and official repre- 
sentatives at Frankfort the question of the 
possibility of more fairly equalized freight 
rates in Kentucky and that the co-operation 
and advice of Oscar Bass, lumber dealer mem- 
ber of Hopkinsville. is solicited in getting 
this question before the public in the proper 
manner. 

The second instructed the secretary to take 
up with every lumber dealer in the State, 
through a questionnaire or any other means 
he may think advisable, the subject of the 
attitude of the lumber industry toward the 
impending sales tax and other forms of tax- 
ation that are being discussed in the State 
press, and that after such data have been 
compiled the association take the results of 
this analysis up with the proper legislative 
representatives so that it may go on record 
as an industry in regard to these important 
problems. 


Dealers Face Important Issues 


A surprisingly good attendance was on hand 
at the opening session. President Frank C. 
Anderson, Louisville, expressed gratification for 
the attendance, and commented on how well 
Kentucky lumber dealers had adjusted them- 
selves to changed conditions. He said there 
were three important issues before the retail 
industry today, lined up as follows: 

First, constructive and right thinking; sec- 
ond, co-operation; third, organization; and held 
that without these the industry was doomed. 
Mr. Anderson commented on the fact that dur- 


ing the days of activity in the trade, or the 
big business days of active building, retailers 


greatly enlarged shed space, built up large yards 
and organizations to meet their requirements, 
and today are inclined to gloom over their mis- 
takes. He argued that they must forget the 
past, stop worrying about what had gone before, 
but buckle down to constructive thinking on 
the present and the future—or right thinking 
to meet the exigency of the day. 


Industry Shows Stability 
Secretary Leo Klarer, jr., in his report, said 
that the year book shows about 325 dealers in 
the State who can legitimately be classed as 


retail lumber dealers, and that the number has 
changed very little over 1932, which speaks well 
for the stability of the industry. He contended 
that the association is the voice of the dealers 
in matters regarding taxation, legislation, unfair 
competition, and many other things, which if not 
checkmated would result in annual losses far 
greater than the association costs its members. 

He urged members to present their problems 
and said that since becoming secretary on Oct. 
10, 1932, he had been able to provide infor- 
mation to dealers on request that had saved 
them many dollars and aided them materially in 
correct operation of their business. At this time 
the association is somewhat handicapped in 
carrying on its work, due to lack of funds, but 
will make the best of what is available for the 
purpose. 


"This Is a Lumber Age" 


Jacques Willis, John Bader Lumber Co., Chi- 
cago, spoke on “This Is a Lumber Age,” dis- 
cussing possibilities for sales of various items 
of lumber, plywood, etc., his talk being along 
the same lines as deliv- 
ered before various oth- 
er conventions. With 
a blackboard chart he 
discussed mistakes in 
building, where low 
grade part sap lumber 
is used, showing that if 
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not properly used a part 


sap board will warp, 
and cause trouble. Some 
of his hearers figured 


that such arguments if 
widely spread would 
tend to reduce use of 
low grade lumber. 

Committees were named as follows: Auditing, 
Curtis Hall and Ferd Taylor; trade relations, 
Steve Roemer and Fred Allaway; nominations, 
Leland Hanks, Oscar Bass, Hub Lowry; 
resolutions, B. Y. Willis, Porter Nunnelly, 
Ernest Meyer. 

James B. Kelley, professor of agricultural 
engineering, University of Kentucky, Lexing- 
ton, spoke on “Co-operation Pays,” and dis- 
cussed the large quantity of building done over 
the State on plans furnished by his department, 
and how the lumberman could cash in by co- 
operating with the department in serving the 
farmer. Among other things he discussed the 
much better prices secured by farmers for to- 
bacco housed in barns with proper ventilators, 
and used a blackboard to show the differences 
in averages between sections where barns are 
correctly installed, and those of the other type. 


A Plea for the Railroads 


James J. Donahue, general claims attorney, 
Louisville & Nashville Railroad, Louisville, 
spoke on “The Railroad Situation As It Differs 
f Other Lines of Business in Distress,” 











irom 
his talk being largely one of waste and extrav- 
agance in Government, high taxation, and the 
unfairness of a Government which taxes rail- 
roads and the general public for funds to build 
highways and develop waterways for competi- 
tors to use. He cited a mass of figures on 
Federal expense of building and financing oper- 





Round Table Discusses Ethics — Per- 
manent Committee on Trade Relations 
Proposed—Hear Rail-Bus Argument 


ation of inland waterways; the mass of regy- 
lations involving railroads, which can’t change 
a rate, build or take up a mile of rail without 
permits from the Interstate Commerce Com- 
mission, own or operate ships or boats, or even 
use the Panama canal. 

Marion Cardwell, Louisville, pinchhitting for 
W. C. Dabney, varnish manufacturer, spoke for 
the National Economy League, on “Taxes and 
Business Recovery,” in an argument for reduc 
tion of excessive local, State, and Federal tax- 
ation account of waste and extravagance, and 
more especially in connection with unwarranted 
expense for ex-service men, who were not in- 
jured in service. 

H. B. Watkins, Chicago, spoke on “Adver- 
tising, Merchandising, and How They Will Best 
Serve the Retailers,” in which his chief argu- 
ment was that the retailer must get over the 
idea of being a “big shot” such as he may have 
been in the “good old days,” and really go out 
after business, and wear out shoe leather, rather 
than the seat of his pants. He held that moan- 
ing and groaning or half-hearted inquiries would 
not get business, but that the fellow who is get- 
ting business today, in any line, is the fellow 
who is going out and driving for it. 

Douglas Malloch, “The Lumberman Poet,” 
of the AMERICAN LUMBERMAN, Chicago, was 
the banquet speaker on Thursday night. 

Problems Discussed at Round Table 

A Friday morning business round table ses- 
sion for dealers only started with a breakfast 
at 7:30 and lasted until past noon. At this ses- 
sion much discussion was heard regarding direct 
selling, unethical practices, and similar matters 
that are of association interest. 

On Friday afternoon prior to election of direc- 
tors and adoption of resolutions, two speakers 
were heard: W. Emmet Milward, Lexington, 
Ky., a mortician, former president of the Opti- 
mists Club, of Lexington, was heard in a live 
talk on the general subject of properly meeting 
the public and building up good will, conf: 
dence, etc. 

T. M. Mike Millett, director of the Wood 
Mosaic Co., Highland. Park, Louisville, in 
charge of that company’s sawmill operations, 
and past president of the Motor Truck Club of 
Kentucky, spoke on the subject “What Price 
Transportation,” from the standpoint of the 
highway transportation user. 


Consumer-User Defends Trucks 

Mr. Millett stated that he was speaking as 4 
consumer-user of the highways, and as such felt 
that he and others similarly situated were enti- 
tled to the cheapest and best transportation 
available. He held that the railroads were not 
adequate to serve the State, and pointed out 
that there are fourteen counties in the State 
without railroads, and many others barely 
touched, which must depend on highways. He 
held that legislation against private, contract 
carrier and common carrier highway transpor- 
tation facilities was not in the interest of the 
public at all but in the interest of the railroads, 
and that Kentucky had _ been discriminated 
against, through adoption by the 1932 session 
of the Kentucky Legislature of highway trans- 
portation acts which include regulation of sizes 
and weights of all trucks and buses, a permit 
system of licensing, a rate regulatory system, 
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wherein there is not sufficient data on which | 


to base rates. 

Mr. Millett called attention to the unfairness 
of a law that will permit on the highways 4 
bus weighing 26,000 pounds, due to some rail- 
roads owning and operating buses, but which 
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permits of a gross load of but 18,000 pounds for 
truck and contents in Kentucky. This limitation 
is far below that allowed in many sister States. 
Under the limitations of truck lengths he held 
that 2 lumberman could not legally haul a log 
more than 22 feet in length, and that the indus- 
try, along with the telephone and telegraph com- 
panies, oil developing interests, and others, 
would be forced to violate the law and take 
chances of penalties, in order to haul long 

terial. 
‘as Challenges Railroad Claims 

Mr. Millett contended that whereas the rail- 
roads make many claims regarding the taxes 
they pay in, and which are used for keeping 
up highways, actual figures show that their per- 
centage is very small. He held that the rails 
put out a lot of misinformation regarding dam- 
age done to highways by transportation com- 
panies, but that their charges were never spe- 
cific, always general and never substantiated. 
He said that he travels about 25,000 miles a 
year over State roads, and has seen no evidence 
of the alleged damage. Furthermore, he charged 
that the roads were built and maintained for 
transportation, and that the carriers are paying 
their share in the various taxes, gas and oil 
taxes, to which is now added a mileage tax. 


Privately Owned Trucks Penalized 


Mr. Millett held that while the railroads 
argued that they were not after the private own- 
ers, but after contract and common carrier 
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forms of highway transportation, it must be 
remembered that only 15 percent of the trucks 
on Kentucky highways are common or contract 
carrier, and that the other 85 percent, of pri- 
vately owned trucks, are being penalized. The 
tax payers who have built the roads and who 
pay taxes to operate them and over them, are 
being taxed heavily. He held that the railroads 
really figure that a business man, delivering 
his own merchandise, is doing partly a merchan- 
dising business and partly a transportation busi- 
ness, and that at the next session of thé legis- 
lature, the business interests can look forward 
to efforts toward legislation that would take 
away from them the right to deliver their own 
merchandise to their customers. 

Mr. Millett stated that the condition was seri- 
ous, and that the lumbermen, like all other 
shippers and receivers, would have to elect 
whether or not they would fight for their con- 
stitutional transportation rights, or permit such 
rights to be taken away from them for the 
benefit of railroads, not adequately equipped to 
service the State. 

He held that the railroads had done little or 
nothing for the shippers until forced to do so, 
and today were undertaking door to door deliv- 
ery, and other services to meet a better type of 
competition as forced on them by the highway 
transportation companies. 

Fire protection in the lumber yard came in 
for attention when a moving picture film of the 
Associated Lumber Mutuals was displayed by 
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the Indiana Lumbermen’s Mutual Insurance Co., 
Indianapolis, under a program billing of “The 
Lumber Yard As It Appears to Your Insur- 
ance Co.,” and presenting an interesting illus- 
tration of conditions as found in many yards, 
and suggestions for reducing the fire hazard. 
The film dealt with various types of extinguish- 
ers among other things, buried water barrels, 
which take up no yard room, fire doors, auto- 
matic sprinklers, etc. 


Fire Protection in Lumber Yard 


In connection with this film an interesting 
scene was shown of treatment of soil around 
lumber yard fences, and piles, to keep down 
weeds and grass, to reduce fire hazard in the 
dry season, and a formula was distributed for 
use in killing off the weeds. It was as follows: 

5 pounds white arsenic; 3 pounds of sal 
soda; 3 cans of concentrated lye; 5 gallons 
of water. 

Dissolve the sal soda and lye in the water, 
add the arsenic and boil until all is dissolved. 
(Care should be used in boiling, as the fumes 


are dangerous if inhaled.) Sprinkle this 
solution, while hot, on the ground to be 
treated. This will effectively kill all vegeta- 


tion and render the ground sterile until re- 
seeded. 


Interest in this formula was shown by many 
requests for copies. One dealer remarked that 
it would be a lot cheaper than cutting down 
weeds several times a year, and far more 
effective. 


Nebraskans Believe Fighter Has Chance 


Hear Experts on Farm Problems—Favor Enabling 
Act to Permit Home Banks to Function—Oppose 
Government in Business Except During Emergency 


OMAHA, Nes., Feb. 27—The 43d annual 
meeting of the Nebraska Lumber Merchants’ 
Association was distinguished, among other 
things, by the presence of a charter member; 
M. L. Fries, of Arcadia, Neb. Mr. Fries was 
not only present to help organize the asso- 
ciation, 43 years ago, but was one of the earlier 
presidents. He has held the same office at least 
once since that time. He was a delegate to the 
Republican convention that nominated Garfield 
in 1880; and despite his long and active career, 
or perhaps because of it, he is still one of the 
youthful and vigorous members of the associa- 
tion. 

At the first formal session, held the afternoon 
of Wednesday, Feb. 22, and following the wel- 
come by the Chamber of Commerce and Secre- 
tary Dole’s response, President Geo. Rasmus- 
sen, of Omaha, delivered his official address. 
Mr. Rasmussen is glad 1932 is over and is 
hopeful that 1933 will give a fighter a chance. 
He especially emphasized the meeting of the 
legislature and suggested that dealers go home 
by way of Lincoln for the purpose of contact- 
ing their legislative representatives. Strangely 
enough, no bill amending the lien law had been 
introduced up to that time; but other bills, 
some of them dangerous, are pending. Much 
was heard later during the convention about 
legislative measures. 


Says Dealer Morale Is Better 


Secretary Harry E. Dole, of Lincoln, in 
making his report mentioned a letter from Sec- 
retary Paul Collier, of the Northeastern asso- 
ciation, stating that in his opinion the morale 
of lumber dealers is distinctly better than it 
was only a few months ago. Mr. Dole added 
that it was possible for the country to come 
out of the depression quickly and that a com- 
paratively small strengthening of farm produce 
Prices would do it. The building industry is 
especially important, for it offers a large 
amount of employment to labor. There is much 
real value still available in the country; such 
as large holdings of farm crops. He closed 


with the statement that the association work in 
Nebraska, built up during more than 40 years, 
has contributed enormously to sound mer- 
chandising. 

Secretary Dole then read telegrams of greet- 
ings from Don S. Montgomery, of the Wiscon- 
sin association, Ormie C. Lance, of the North- 
western, and also one from the Northwestern 
coal dealers. 


Farm Relief Measures Disastrous 


C. D. Sturtevant, president of the Omaha 
Grain Exchange, then discussed the grain situa- 
tion. He made the points that good grain 
prices are necessary to general business, that 
grain dealers have a selfish interest in desiring 
high prices in order that their percentage mar- 
gins may yield some profit and that most if not 
all the so-called farm relief measures had been 
disastrous because planned by theorists who do 
not understand the grain business. Prospects 
for the coming wheat crop are not good; some- 
thing that usually would make for higher prices. 
Grain men suspect that the Grain Stabilization 
Corporation is preparing to liquidate and that 
its sales are depressing the market. He de- 
fended the grain dealers and denied that they 
were antagonistic to co-operatives. He stated 
that the allotment plan is dead; killed by its 
friends. And he opposed the plan of public 
leasing of marginal lands for the purpose of 
taking them out of production. The leasing 
plan is an effort to reduce production to the 
needs of the domestic market; something which 
his interpretation of history indicates is a move 
in the wrong direction. Instead of this, he sug- 
gested a lowering of the tariff to permit debtor 
nations to pay their debts in part in goods. 
High tariffs worked well when this was a 
debtor country; but modifications, he thinks, 
are necessary for a creditor nation. A certain 
extra margin of food production is necessary 
to guard against such factors as crop shortages, 
which might suddenly force America to pay 
famine prices for wheat. 

The president appointed the following com- 





Think Railroads and Trucks Both Useful But Trucks 
Should Be Regulated, and Want State Railroad Com- 


mission Continued—Ask Trimming of State Expenses 


mittees: Nominations, C. E. Byers, Hastings, 
Levi, Yost, Milford, and Jacob Sack, Crete. 
Resolutions, C. R. Judkins, Upland, R. T. 
Schlueter, Kenesaw, and R. B. Weller, Omaha. 


Barn Yard Loans Explained 


Charles C. Kuning, of the Regional Agricul- 
tural Credit Corporation, discussed “Barn Yard 
Loans.” This corporation is a branch of the 
R. F. C., charged with making loans to farmers 
on the basis of livestock collateral. He described 
the types of loans made and the methods fol- 
lowed. The corporation tries to aid the farmer 
by organizing his finances; asks him to list his 
local unpaid bills and to make up a budget 
of his living expenses. These are provided for 
in the loan, and the remainder is made available 
for the taking up of the chattel mortgage on 
his stock. The interest charged on the loans 
is 6% percent and the maximum time allowed 
is 12 months. 


Gather at "Dumb-Bell" Breakfast 


Thursday morning the dealers gathered at a 
“Dumb-Bell Breakfast” at which every one 
was supposed to ask questions freely about prac- 
tical aspects of the lumber business. It was 
one of the most interesting, because highly 
practical, sessions of the convention. 

Secretary Dole opened the discussion with 
a statement about legislative matters pending at 
Lincoln. He stated that three efforts to alter 
taxing policies are in progress, one of which 
is fairly sure to be adopted. These are a sales 
tax, a gross-income tax and a net-income tax. 
The income tax bills would‘be quite sure to 
create a great political machine and to be 
costly to operate. Probably a modified sales 
tax would be easiest to administer; but there is 
always a danger that any new taxes will not 
prove in practice to be replacements and would 
fail to lighten the burden on real estate. 

R. T. Schlueter, of Kenesaw, read a clipping 
from a morning paper about a gold strike in 
Africa. If this is a real strike, he stated, it may 
be the most important piece of news having a 
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bearing on the depression; for gold discoveries 
have repeatedly lifted depressions. 

N. A. Allen, of Lincoln, mentioned an effort 
to destroy the State railroad commission and to 
set up a political body in its place. He stated 
that the commission has done splendid work in 
holding rail rates in line with the times. Presi- 
dent Rasmussen agreed with Mr. Allen that it 
would be a serious error to abolish the com- 
mission and a more serious one to take rail 
rates into politics. 


Motor Trucks and Railroads 


F. C. Krotter, of Palisade, introduced com- 
mercial trucking into the discussion and stated 
that truckers operated on unfair and irregular 
rates. He suggested that railroads be given 
more control over the wages paid their work- 
ers. Mr. Krotter is widely known in his own 
diverse and extensive operations as being fair 
and generous to labor. But he does not con- 
sider it really generous to pay rail wages so far 
out of line with other labor that the payment 
may destroy railroad employment. Railroads 
are necessary to all towns; and without them 
many merchants in small towns will be put out 
of business. 

President Rasmussen stated that both rail- 
roads and trucks have their proper places and 
that the way to preserve the usefulness of both 
is by similar regulation of rates. It was sug- 
gested that there has been too rigid rail rate 
regulation, going back to the Interstate Com- 
merce Commission. 

Following this informal discussion, the presi- 
dent introduced George Olsen, of Chicago, who 
made an extensive analysis of what he termed 
trucking evils. He suggested that, pending 
legislative regulation, dealers refuse to use their 
own trucks to haul goods from the warehouses 
of manufacturers or wholesalers to their own 
yards or to jobs and that they refuse to ac- 
cept deliveries by trucks owned by independent 
concerns, 


Opposes Cash-and-Carry Policy 


Secretary E. E. Woods, of the Southwestern 
association, stated that after observing certain 
yards which are trying for wide distribution by 
various agencies he has concluded that these 
concerns are no great menace. They are not 
capable of displacing men who know and serve 
their communities. Mr. Woods also mentioned 
the cash and carry plan as a possible emergency 
policy but as one unsuited to the continuing 
and normal needs of the industry. Construc- 
tion and especially the lumber business of neces- 
sity must be conducted on credit. A cash and 
carry policy, continued through good times and 
bad, would be sure to reduce the volume of 
sales heavily. 

C. A. Sorensen, of Lincoln, former attorney 
general of the State, then discussed taxation 
problems. He stated a personal belief that 
homes should be exempted from taxation to the 
extent of $2,000 and that, if a State income 
tax is levied, real estate taxes be deducted from 
it. He expressed doubt that a general sales tax 
would be feasible, though such a tax might be 
levied upon specific articles. 

The Thursday afternoon session opened with 
a discussion of insurance, with Guy Harrison, 
of Grand Island, in the chair. 

J. L. King, of the Northwestern Lumbermen’s 
Inter-Insurance Exchange, Minneapolis, made 
a lengthy analysis of insurance in general and 
explained reciprocal insurance in detail. 


Faith in the Forgotten Man 


Ivan D. Wood, of the College of Agriculture, 
Lincoln, in continuing the session for the lum- 
ber merchants, discussed “Present Day Farm 
Conditions.” Mr. Wood is an old friend of the 
lumbermen and has worked with them in the 
farm field for many years. He is planning a 
series of spring meetings, probably dealing with 
questions about the using of fuel. In his in- 
formal discussion of farm conditions Mr. Wood 
mentioned three crucial problems; income, taxes 
and debt. Farm production during the last 
four years has remained at about the same fig- 
ure; but produce prices have declined by more 
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than half. Farm debts at the end of last year 
amounted to 23 percent of the land values of 
the United States. Two things are hurting 
farm credit; forced sales and the so-called holi- 
day movements. These may relieve a present 
stringency, but both will make farm credit hard 
to obtain in the future. A better way is by the 
conference method as between creditor and 
debtor. Mr. Wood does not rely much upon 
legislation for farm relief. He mentioned the 
efforts farmers are making to reduce their costs. 
He also mentioned the great market dammed 
up on farms, waiting for better income. He 
has much faith in the Forgotten Man on the 
farm; the man who works, pays his bills and 
asks no special charity; who is self supporting, 
self starting and self sufficient. 

A representative of the Meredith publications 
then outlined a contest in remodeling and re- 
pairing. 

Home Loan Bank Described 


R. H. Burton, of the Home Loan Bank, To- 
peka, Kan., then outlined the organization and 
operation of the bank. He followed the general 
line of explanation that has been reported many 
times in earlier issues of this paper and made 
it clear that the object of the bank is to aid 
the home owner and not especially to build up 
the liquidity of loaning institutions. 

Nebraska laws are such that the loaning in- 
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stitutions of the State can not become members 
of the bank. N. A. Allen, of Lincoln, reported 
that an enabling act has been introduced in the 
legislature and has been killed six times. Op- 
position comes chiefly from a few institutions 
which operate only in large cities. There seems 
to be much misunderstanding of the purpose and 
operation of the bank; but the association took 
steps looking to the revival of the enabling act 
and to spreading accurate information. 


Resolutions Are Practical 


The committee on resolutions then made its 
report, thanking officers and directors and 
other individuals and organizations aiding in 
making the convention a success. It opposed 
government competition in private business but 
specifically excepted emergency relief measures. 
It favored the continuance of the State railway 
commission and asked that truck transportation 
be controlled by the same body that controls 
railways or other means of transportation. It 
asked that the cost of State scales inspection be 
reduced to the point where it would carry its 
own charges but yield no surplus revenue. It 
recorded its approval of the Home Loan Bank 
and recommended the passage of the enabling 
act. 

At the elections held at the final Friday ses- 
sion the following officers were elected: 

President—Geo. Rasmussen, Omaha. 

Vice president—Fred H. Yost, Milford. 

Directors—Earl H. Hickman, North Platte; 
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Jack Graves, Scottsbluff; P. A. Theobaja 
Wayne; Frank Lightner, St. Edwards; Robert 
Luehrs, Fremont, and Pearl Reitz, Chadron, 

At the business meeting of the insurance com, 
pany, the auditing committee approved the ae. 
counts. The nominating committee reported 
the following nominees, who were duly elected. 

Directors—C. E. Byers, Hastings; c, 4 
Perry, Lincoln, and C. R. Judkins, Upland, 

Auditing Committee—Frank Lightner, St 
Edwards; Ralph Binger, Weeping Water, and 
J. Cuttingham, Hastings. 





Southern Pine Dues Are 
Reduced 


New Orveans, La., Feb. 27.—Reduction of 
subscriber dues to the Southern Pine Associa. 
tion from the old level of 15 cents per thoy. 
sand feet to 5 cents, effective April 1 on March 
shipments, is expected to swell the membership 
of the organization, according to H. C. Berckes. 
secretary-manager. The reduction was voted 
by the directors on Feb. 14, prior to whic 
time a number of mills had indicated their 
willingness to join-the organization under the 
lower level of dues. According to Mr. Berckes, 
the revenue to be derived from the 5 cents per 
thousand feet dues will be sufficient to carry 
on the statistical, traffic and inspection work 
upon a curtailed though efficient basis. A few 
essential activities, especially those having to do 
with the policing of grade substitution, specifica. 
tion writing, and the very smallest amount of 
trade promotion which the directors believe 
should be maintained, can not be covered by 
the 5 cent basis, and a voluntary assessment 
of 2% cents is being asked of subscribers. No 
provision is made in the new schedule of dues 
for the National Lumber Manufacturers’ Asso- 
ciation, it being thought that the method 
adopted in the West, of direct affiliation of 
units, could best be followed also in the South. 
No new contracts are required because of the 
change. 

In referring to the 2'4-cent voluntary levy, 
Mr. Berckes said: 

The activities to be financed by this special 
assessment might be termed trade promotion 
and yet they will have much to do with 
bringing about a real condition of standard- 
ization of grades in the industry. They will 
represent, by and large, a continuance of our 


efforts to eliminate grade substitutions, 
through the extension of aid to engineers 
and specification writers as to the exact 


grades and species they should specify, and 
the manner in which they can assure them- 
selves of receiving what they buy; the 
policing of substitutions, through contacts by 
our claim inspection force with lumber speci- 
fiers and buyers, and a small amount of inei- 


dental trade promotion work. 
We already have valuable contacts with 
many buying groups. Many of the State 


highway departments and lumber purchasing 
agents turn to us for suggestions in specifica- 
tion writing, and, as a matter of fact, we 
have actually written the specifications of 
many such buyers. The position occupied 
by the Southern Pine Association in this re- 
spect is of incalculable value to its subscrib- 


ers, and when the directors realized that the " 


basic 5 cent rate would not provide sufficient 
revenue to keep up this work, even though 
we might gain the support of most of the 
larger non-subscribers, they suggested that 
those manufacturers who have been sub- 
scribers should underwrite this cost, to the 
extent of an extra special assessment of 2% 
cents. All of those present, who participated 





in this discussion, indicated that we could 
count on their support. 
TRANSMISSION OF PowER.—The Americal & 


Leather Belting Association, 41 Park Row, New 
York City, has announced a subscription edi- 
tion of the Drake reports on Mechanical Power 
Transmission from Motor Drive to Industry. 






— 


- 


3 





These are the most complete and valuable re § 
ports on this subject ever compiled, and they | 


are made available in the shape of fifty separate, 
consecutive reports mailed weekly for fifty 
weeks. The reports will be sent to subscribers 
only, at $4 per set. 
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Western Retailers Ask Many Questions 


PorTLAND, ORE., Feb. 25.—The thirtieth an- 
nual convention of the Western Retail Lum- 
hermen’s Association closed in a round of pleas- 
ure and happiness at the annual dinner enter- 
tainment and dance in the ballroom of the 
Multnomah Hotel, tonight. Bill Miller, Seattle, 
took the $50 cash attendance prize, and Mrs. 
C. H. Crawford, Walla Walla, got the ladies’ 
orand prize. 

” This was not the largest convention in point 
of registration, there being 248, but from the 
standpoint of interest it could not be exceeded. 

Without any crude reference to “blockheads” 
it might truthfully be stated that this was a 
convention of “wood minded” retailers, who dis- 
played the greatest loyalty to lumber and wood 
shingles. Many lumber manufacturers have been 
under the impression that the retail lumbermen 
are interested only in what they can sell with 
the least amount of effort, but this convention 
showed them mistaken. 

If retailers are as much interested in their 
association as ever why was the registration 
smaller than in past years? Past president 
Frank Kendall, Spokane, gave one of the rea- 
sons for smaller attendance of dealers from 
agricultural communities. Their expense ac- 
counts might read in part: Hotel bill one day, 
a 200-pound hog; taxi to station, 500 pounds of 
hay; tip to bellhop, 2 dozen fresh eggs; rail- 
road fare, one fat steer etc. 

The Western retailers elected W. W. Ander- 
son, Ogden, Utah, as their president, and chose 
Salt Lake for the 1934 convention. On ac- 
cepting the gavel, the new president expressed 
the prevalent optimism when he said: “I will 
make a prediction. Before this year is over 
we will see a marked improvement. I believe 
there will be increased prices for farm prod- 
ucts and increased employment.” 

The veteran mayor of Portland, 
Baker, welcomed the city’s guests. 


Give Each Material Rightful Place 


President Windsor Lloyd, Nampa, Idaho, with 
his infectious smile and soft voice, did the pre- 
siding with efficiency and consideration and kept 
the program on schedule. His address was 
short and to the point. He directed attention 
to the future. 

We retail lumbermen, he said, are the 
agents of the manufacturer, and are the men 
on the firing line. We owe it to the manu- 
facturer, as well as ourselves, that we devote 
our time to the holding of the present con- 
struction business for the lines that are 
friendly to the retail lumber yard. In other 
words, we have built up certain lines of mer- 
chandise which recognize the retail lumber 
dealer as their natural outlet. This is the 
merchandise to which we must be loyal. We 
need to be constantly reminded that we are 
agents for the greatest of building materials 
—lumber. We have seen steel trusses in 
buildings take the place of wood, under the 
claim that they were fireproof. Steel is fire- 
proof, but we have come to the day when 
architects are again recommending the use 
of wood in the form of heavy deep joist in 
Place of steel. Experience has taught us 
that a heavy wood joist will resist fire 
longer than steel. Therefore wood is used 
again in many places where safety demands 
that the load of a building is to be carried 
by a material that will not expand and push 
out a wall, or drop from its bearings as 
quickly as heat is applied. Do not misunder- 
stand me. There are other products that also 
are necessary. They all have their place in 
modern building. We would not think of 
constructing a home without cement, brick, 
Plaster, lime and many other products. We 
know that prepared roofings have a very defi- 
nite field. We want to handle these products 
and keep them also before the public. 


President Lloyd touched on other duties of 
the retailers and urged them to work for the 
release of building credits through building and 


_ companies and other investment corpora- 
ions, 


George 


Roy S. Brown, secretary-treasurer, distrib- 


uted his review of the last year’s work to the 
members in printed form. 
which gave details of conditions in the organ- 
ization, Secretary Brown said of one activity: 


In this brief report 


Development of a trade practice committee 


and merchandising council, beyond question 
stands out as a shining achievement of our 
last Spokane convention. 
the council sounds a new note in team work 
and effective co-operation toward a common 
objective, 
retail lumber dealers and every producer of 
materials used in building construction. 


The formation of 


worthy of the confidence of all 


Describes Uses for Insulation 


was the 
northwestern 


“Insulation in the Lumber Yard” 
subject of Gordon Morrison, 


sales manager, Hawaiian Cane Products (Ltd.), 


Seattle, who gave what he called a simple, non- 
technical sketch of this new product—insula- 
tion board. He confined himself to a general 
description of various forms of insulating ma- 
terials and urged dealers to sell their products 
for the purposes for which they are intended. 





W. W. ANDERSON, 
Ogden, Utah; 
Elected President 


ROY S. BROWN, 
Spokane, Wash.; 
Secretary-Treasurer 


He told them how to increase sales for sound 
deadening and improved acoustical conditions, 
as well as insulation against heat and cold. 


"Make It Good—Build With Wood” 


B. J. Boorman, Oakland, Calif., one of the 
pioneer members of the association, formerly 
operating in Montana, led the discussion on 
“How the Lumber Business Has Been Lost for 
the Want of Slogans and Advertising.” His 
statements were convincing, and the result of 
forty-two years of observations. He said Gov- 
ernment statistics show that unadvertised prod- 
ucts have declined in use, while advertised com- 
modities have gained. He pointed out that lum- 
ber has not held its own because it has not 
been sufficiently advertised. Mr. Boorman said 
the remedy is to organize; educate by adver- 
tising; build efforts around a slogan that is 
made a national houseword. Mr. Boorman pre- 
sented the members with an attractive colored 
sticker showing in brilliant colors a beautiful 
wood home and bearing the slogan: “Make it 
Good—Build with Wood.” This is a new lum- 
ber slogan developed by the East Bay Lumber- 
men’s Institute of Oakland, Calif., Mr. Boor- 
man being chairman of its publicity committee. 
The colored stickers are available to all lum- 
bermen. 


Urges New Study of Customer Needs 


Walter F. Shaw, manager American Forest 
Products Industries (Inc.), Washington, D. C, 
gave the retailers many interesting pointers in 





connection with marketing lumber products. 
His subject was: “Can Lumber Meet the De- 
mand for Low Cost Housing?” Although he 
didn’t say it in so many words, his answer was 
“Yes, better than any other material and easier 
than any other material.” He displayed plans 
of small modern houses especially designed to 
meet competition and said: 

To stimulate thought along these lines, the 
engineering service of the National Lumber 
Manufacturers’ Association has developed 
several types of houses which we believe will 
enable you to compete successfully with any- 
thing yet developed by other materials. The 
first sketches were submitted to selected 
manufacturers, wholesalers, and retailers for 
criticism. 

1—A conventional 3-room house, with im- 
provements in design of present ordinary 
small frame construction. 

2—The flexible and interchangeable parts 
type of lumber frame construction. (87 and 
145 parts.) 

3—Portable small house, in the sense of 
chattel instead of real estate. 

4—Frameless type of small house is now 
in preparation. 

In conclusion, he said: 

Of one thing you may be certain, that, 
when business improves, those in a position 
to seize the large opportunities will be the 
ones who do not close the avenues to new 
methods, to research, to study of customer 
needs, to improved merchandising, and who 
thus testify that their faith in the future of 
their business remains unshaken. 


Describes Improvements in Plywood 


Bruce Clark, vice president of the Elliott Bay 
Mill Co., Seattle, manufacturer of Douglas fir 
plywood, held the interest of the retailers at the 
opening of the Friday morning session with an 
address on “I'd Sell Plywood.” He described 
methods of using and treating plywood wall- 
board, and the improvements that have been 
made in its production and finishes and joint 
fillers and glue etc. He described methods of 
keeping panels in good condition when stored 
in yards, and he pointed out many advantages 
for the dealer in stocking plywood, and gave 
advice as to quantities and assortment to carry. 
Increased demand for wallboard has made pos- 
sible mass production and lower costs. 


Loan President's Statements "Called" 


Interest on home loans being one of the most 
important matters facing the business today, 
the dealers were particularly attentive to the 
words of Chas. H. Stewart, chairman of the 
Home Loan Bank, of Portland. He said it 
was definitely intended that the Home Loan 
Bank should be to the home loan agencies what 
the Federal Reserve bank is to the commer- 
cial banks. Mr. Stewart aroused considerable 
discussion and many dealers took issue with 
him when he said: “We don’t need new con- 
struction, but there is a lot of renovating and 
repairing that needs to be done.” It was 
pointed out to him that there is a big demand 
at the present for small residences, particularly 
in the smaller communities. Many dealers were 
of the opinion that the Home Loan Bank should 
be made more flexible, and mortgage money 
should be made available at lower rates of in- 
terest. 


Shows Advantages of Fabrication 


One of the most interesting developments 
that came to the attention of the convention is 
the Enterlocking Fabricated Building Lumber 
that was on display and is being manufactured 
and introduced by the Long-Bell Lumber Sales 
Corporation. Considered undoubtedly one of 
the best answers to the demand for lower cost 
house frame construction of higher quality, this 
display was a center of attraction. L. L. Chip- 
man, of the Long-Bell company, told of its 
careful manufacture, grading and seasoning. 
And he described the marketing methods. This 
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FOURTEENTH ANNUAL 
SHORT COURSE 


DRY KILN 
PRACTICE 


given by 


THE NEW YORK STATE 
COLLEGE OF FORESTRY 


Syracuse University, Syracuse, N. Y. 
MARCH 20th-29th, 1933 
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Lectures by specialists in Dry Kiln Engi- 
neering, supplemented by talks by men well 
versed in the fields of Timber and Its Uses, 
Wood Identification and Technology, Glue- 
ing, Wood Finishing, Timber Preservation 
and Fireproofing, Kiln Instruments, Wood 
Stains, Decay and Wood Destroying Insects. 

The course is given for the benefit of 
those concerned with problems in wood 
seasoning and utilization such as mill own- 
ers, managers, superintendents, foremen, 
kiln operators, lumber buyers and dealers, 
graders, engineers, architects and others. 

For further details and a descriptive bul- 
letin of the course, write to 


J. O. BLEW 
New York State College of Forestry 
SYRACUSE, N. Y. 
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“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 
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Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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Put Trade Difficulties Up to Leaders—Controvert Home 
Loan President's Statement on Building Needs, for They 
Think Freer Loans and Lower Interest, With "Aggressive 
Innovations" in Merchandising, Would Stimulate Demand 


interesting new product has been described in 
the AMERICAN LUMBERMAN of Noy. 12, page 
29. 

In the absence of Col. W. B. Greeley, West 
Coast Lumbermen’s Association, J. B. Fitzger- 
ald, in charge of its information department, 
told of “Ways and Means of Stimulating Re- 
pairs and Modernizing.” Mr. Fitzgerald 
touched on financing, co-operation of dealers in 
other building materials. He told them what 
is being done in different localities, and results 
obtained. 


Competition and Marketing Argued 


In the merchandising trade practice confer- 
ence, held Friday afternoon, S. V. Fullaway, 
jr., secretary of the Western Pine Association, 
Portland, Ore., discussed trade relations from 
the standpoint of the manufacturers. Mr. Fulla- 
way pointed out that the Western Pine Asso- 
ciation approved the code of the lumber trade 
practice conference of 1931. He predicted that 
this association will also approve the recom- 
mendations of the sales managers conference 
recently held at Chicago. 

H. E. Emmons, president of the Tacoma 
Sash & Door Co., Tacoma, Wash., told the 
dealers: “Why I Decided to Market Our 
Goods Directly Through the Retailer.” 

For the wholesalers, E. T. Sturgeon, presi- 
dent of the Portland Wholesale Lumbermen’s 
Association discussed “Co-operation.” “Most 
of us now believe competition is not the life 
but the death of,trade. The new thought is to 
substitute co-operation for competition.” Mr. 
Sturgeon stated that about two-thirds of the 
lumber manufactured in the Northwest is han- 
dled through wholesalers. The Portland Whole- 
sale Lumbermen’s Association is a new organ- 
ization recently formed at the request of manu- 
facturers, so that the wholesalers could have 
some means of meeting to discuss matters of 
common interest. He explained the service the 
wholesaler is able to perform for both buyer 
and manufacturer. 

For the retailer, W. C. Bell, 


manager of 


lumber promotion, Tacoma, talked on: Mar- 
keting Efficiently and Aggressively Through 
the Retailer. 

W. C. Miller, Columbia Lumber Co., Seattle, 


told of the progress being made in improving 
trade relations, and particularly of the organ- 
ization of which W. C. Bell is manager. 

Fred Bowen, Des Moines, Iowa, Better Homes 
& Gardens, told of the plans of that publica- 
tion for carrying on work which will stimulate 
building and particularly remodeling. He 
told of success in stimulating repair business, 
and urged more courageous selling. 


Putting 'Posers" to Past Presidents 


The fact finding forum was headed by a 
row of past presidents, occupying the stage. 
The question box was opened, and, if a past 
president drew a question he couldn’t answer, 
he passed it on to some live dealer in the audi- 
ence, and much spirited discussion was aroused 
in this way. 

Secretary Roy Brown presided and passed the 
questions out. The first question, handed to 
C. H. Crawford, Walla Walla, was “What for 
the average yard is a simple sales promotion 
plan that works in times like this?” This 
brought out such answers as down town stores 
and window displays. 

John Dunlop, who was president in 1910, 
drew the much mooted question of making a 
charge for delivery. It provoked much dis- 
cussion. 

B. J. Boorman’s question was: “What rate 
of interest can and will the home builder pay?” 
The consensus was that a rate of 6 percent 
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would very quickly stimulate building. 

W. C. Miller, Seattle, drew: “How can we 
co-operate to make trade practice committee 
work effective?” Bill answered this himself 
by telling what the committee is planning for 
the coming year. 

A. P. Stephenson, Butte, Mont., held : “Should 
Retail Dealers allow a 5 percent discount for 
cash?” The discussion indicated that a large 
proportion of dealers believe it is good prac. 
tice, but that local conditions must govern. 

Herbert Templeton, Portland, held: “What 
is the best purchasing policy? Do you buy on 
price alone, or are you interested in quality, 
service, dependability?” There was considerable 
discussion. 

The resolutions expressed alarm over increas- 
ing cost of all government, and demanded that 
tax burdens be reduced; endorsed aggressive 
innovations in merchandising; urged that the 
Home Loan Bank Act be modified to make 
money available on attractive terms to the home 
builder and thus stimulate home building. 


Entertainment Program Elaborate 


The lumbermen of Portland were hosts. The 
entertainment was elaborate and highly appre- 
ciated; it included two dances, luncheons, the- 
ater party, automobile drives and dinner. The 
men on Thursday lunched with the Portland 
Wholesale Lumbermen’s Association. Ed 
Sturgeon presided and Franck Branch Riley, 
Portland’s famous orator, gave the lumbermen 
real entertainment. Those who wished, were 
taken to St. Helens, Ore., for a visit to the 
plant of the Firtex Co. 

The convention came to a glamorous close 
with the banquet in the grand ballroom of the 
Multnomah Hotel, practically all delegates and 
their ladies attending. General Chairman Her- 
bert Templeton had assigned the program ar- 





B. J. BOORMAN, Ww. 
Oakland, Calif.: Seattle, Wash.; 
Loan Interest? Trade Practices? 


Past Presidents Faced With Difficult Questions 


Cc. MILLER, 


rangement for this event to Carl Crow, and he 
hit upon the happy idea of providing a snappy 
vaudeville program of twenty-two numbers 
while the various courses were served, until 9 
o’clock, when the dance began. Toastmaster 
Crow asked for no speeches, but introduced the 


association’s new president, W. W. Anderson, 


of Ogden; Retiring President Windsor J. Lloyd, 
of Nampa, Idaho; former president W. 

Miller, of Seattle; B. G. Boorman, of Oak- 
land, Calif., formerly of Montana, who is re 
garded as dean of the association for having 
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AMERICAN LUMBERMAN 


Want Wood to Have Its Rightful Place Among. Building 
Materials—Consider New Construction Methods and Wider 
Uses for Plywood and Insulation—Urge Smoother Trade 
Relations—Demand Government Economy and Lower Taxes 


attended as far back as can be remembered ; 
john and J. Early Healey, Belt, Mont., 
brothers whose father was a charter member of 
the association; Roy Brown, secretary, with 
headquarters at Spokane; and Mr. Templeton, 
who, he said was the man who had so splendidly 
planned the entire convention program. 

The menu was printed on Sitka spruce veneer, 
furnished through the courtesy of the Grays 
Harbor Veneer Co., Hoquiam, Wash. 

Attendance prizes were awarded at each ses- 




















TEMPLETON, 
Portland, Ore.; 
Purchasing Policy? 


c. H. CRAWFORD, H. A. 
Walla Walla, Wash.; 
Sales Promotion? 


They Drew "Posers" in Regard to Retail Policy 


sion. Indoor tennis tables with four piece tops 
were awarded to the holders of the lucky num- 
bers by the manufacturers, M. & M. Wood- 
working Co. B. J. Boorman presented 500 
printed yard sticks as a draw prize. These 
were all in addition to the capital prizes drawn 
at the dinner-dance. 

The committee chairmen were as follows: 

General Chairman—Herbert A. Templeton, 
Herbert A. Templeton Lumber Co. Enter- 
tainment—Carl C. Crow. Reception—W. H. 
Anderson, W. H. Anderson Lumber Co. Fi- 
nance—W. H. Russell, Dant & Russell (Inc.). 





Exhibit—J. H. Lausman, Oregon Door Co. 
Transportation—E. T. Sturgeon, Morrill & 
Sturgeon Lumber Co. Music~-H. J. Ander- 


son. Publicity—H. L. 
Oakley, MacDonald & Harrington. Oregon- 
Washington <Attendance—Hal Morgan, Al- 
drich-Cooper Lumber Co. 


Exhibits Win Favorable Comment 


A star attraction was the Lumber and Build- 
ing Products Exposition on the mezzanine floor 
and in the Spanish ballroom of the Multnomah. 
The Western Pine Association had a beautiful 
exhibit of a knotty pine paneled installation, in 
a rich weathered effect. The Long-Bell Lum- 
ber Sales Corporation had an elaborate exhibit, 
including full size and miniature units of the 
new Enterlocking Fabricated lumber. Also in 
this exhibit were lawn furniture and small units. 
The Johns-Manville Sales Corporation had a 
fine exhibit. Bratlie Bros. Lumber Co. was rep- 
resented with end-protected red cedar siding 
and Gold Bond red cedar shingles; their qual- 
ity called forth much favorable comment. The 
Masonite Corporation displayed insulating board 
etc. The M. & M. Woodworking Co. in its 
plywood display featured indoor tennis tables 
with four piece tops. 


Potter. Golf—L. E. 





Killing the Credit of Their 


Communities 


OvatHe, KANn., Feb. 27.—A recent issue of 
the Johnson County Democrat published an 
interesting article under the above title, written 
by Frank Hodges, president of the First Na- 
tional Bank of this city and one of the owners 
of Hodges Bros., well known retail lumber and 
building material dealers. Although the lumber 
dealer as a rule is protected by the lien laws, 
he is as deeply interested in preserving the 
sanctity of mortgages and other contracts as 
anyone. The article referred to read as follows: 

Up in Iowa gangs of men have been or- 
ganized to go to foreclosure sales to prevent 
the sale of property pledged as security for 
borrowed money. Disturbances and threats 
were indulged in with the result that in two 
or three were prevented. In a 
case or two, mortgaged cows were sold at 25c 
each and other property in proportion and 
the property then given back to the bor- 
rower, in this manner beating the lender out 
of his money. 

No scheme could 
would hurt the 
these plans to 
contract. 
were 
egg. 

The man who loans money certainly has as 
g00d a right to his own money as the man 
he loans it to. 


cases sales 


have been devised that 
honest borrower more than 
destroy the sacredness of a 
The persons engaged in those plots 
killing the goose that laid the goiden 


Capital is not confined to a few persons nor 
to a particular class of people. In America 
everybody shares in laying away something 
for a rainy day and the number of those who 
Save nothing at all is exceedingly small. 

When a life insurance company, a federal 
land bank, an agency of the government or a 
commercial bank loans money it does not 
loan its own money. It loans the money of 
Its depositors, its policy holders or its bond 
holders and those who resist the foreclosure 
ofa mortgage are injuring every depositor, 


every purchaser of a government 
owner of a life insurance 
stirring up lawlessness, 
anarchy. 

There isn’t a real bank in the United 
States or a good financial institution of any 
kind that has not extended the period of the 


bond, every 
policy—they are 
communism and 


payments of debts due it, time after time. 
Every financial institution and every capi- 
talist is really working for the prosperity 
of the country as a whole, at least as a 


matter of self-preservation, and none of them 
want either land or chattels. There is noth- 
ing that a bank flees from with greater fear 
than the possession of either land or goods. 


If, therefore, any honest borrower can pay 
his taxes and interest, 99 times out of 100, 
he can get extensions of time to pay the 


principal as long as he needs such extensions. 

Such turbulence and lawlessness as was 
exhibited up in Iowa strikes at the title of 
every home in the land, outrages human 
rights and destroys the sacredness of a con- 
tract. When those great principles of civili- 
zation are destroyed we would as well live in 
Russia. 

It means that banks will be driven to 
loaning their money to a selected list whose 
integrity and responsibility cannot be ques- 
tioned or invest their funds in municipal, 
county, state and government bonds—or go 
out of the banking business. 





Books Order for Alder Lumber 


RAYMOND, WasH., Feb. 25.—An order for 
200,000 feet of alder lumber for the Dornbecker 
Furniture Corporation, of Portland, Ore., has 
been takensby S. L. Dennis, of this city. He 
announces he will begin operation of his alder 
mill at Willapa, near here, next week. He plans 
to do some logging himself, and to purchase the 
rest of the logs he requires. Mr. Dennis said 
that there is considerable demand for low priced 
furniture, and that the Portland furniture com- 
pany is operating on a large scale. 
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Mr. Jim Co. Says: 





a HOUSE INSULATION 
has everything 
and more?! 


This light, downy insulation 


FULL ; — 

y ’ is made in cut-to-fit sections 
w ALL-THI¢ K large enough to fill a stand- 
ard four inch wall. 


FIRE-PROOF Sealal is made entirely from 


stone. Absolutely nothing is 
added that will burn. It has been tested and approved 
by the Fire Underwriters Laboratories. 


VERMIN-PROOE &ats. mice or insects 


will not live or nest 
in Gimeo Sealal. Termites will not penetrate a Gimco 
Rock Wool “Fill.” 


EVERLASTING Sealal will not settle, sift 


out, deteriorate or disin- 
tegrate. It is as permanent as the rock from which it is 


blown, and will outlast the house which it insulates. 


PROFITABLE Over eighty per cent of the 


homes in your territory have 
This vast 
market offers new profit possibilities to the energetic 


no insulation over the top floor ceilings. 
dealer who will add a house insulation department to 
Write for 


that 


his business. our sales-building literature, 


we will show you “Thar’s Gold in Them Thar 


’ 


Attics.” 




















GENERAL INSULATING 


& MANUFACTURING CO. 
ALEXANDRIA, INDIANA 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF ROCK WOOL PRODUCTS 
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Prorirs YOu 


MIGHT BE GETTING 


NO INVESTMENT 
IN STOCK 


Many lumber dealers 
sell a Frazier Self-Bal- 
anced © Disappearing 
Stair for nearly every 
modernizing job—with- 
out one cent investment 
in stock. 





The Frazier sales plan 
makes this possible. 
This same opportunity 
is open to you. 


Write today for information 
—without obligation—about the 
Frazier selling plan and 10-year 
guarantee. This will interest 
you—especially if you're look- 
ing for increased profits. 


{Stair slides up and 
down through rollers 
mounted on door and 
is easily operated. 
Trade Mark Reg. 

U. 8. Pat. Office 


H1qZ1€f STO U0. 


/81/7-19 BANKSV/ILLE AVE., 
PITTSBURGH, PA. 





An ounce of maintenance is worth 
a pound of replacement 
TRADE-MARK 


America’ Chore 
tor Root Protec tion 


PROTECTIVE 
COATING 


foi 
ROOFS 


THE BLACK GOLD COMPANY 
Kansas City, Mo. 
Sold Through Distributors 

















Goldsboro N. [ PINE 


Our “Jiffy Service,” by rail and water, 
will keep you supplied with all items in 


Yard Stock : Shed Stock 


Let us prove it on your next order. 


JOHNSON & WIMSATT 
Washington, D. C. 








CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 





Also 
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March 4, 1933 
Booki 24 P t Over Output 

[Special telegram to AmeRICAN LUMBERMAN] 

Wasuincton, D. C., March 2.—Six associations for the two weeks ended Feb. 25 reporte 
as follows Week No. of 

Softwoods ended Mills Production Shipments Orders 

Southern Pine Association (North Carolina | cn 18 109 18,970,000 20,555,000 18,246 099 

UY a a ah in al eb. 25 110 20,445,000 20,841,000 19,242,009 

West Coast Lumbermen’s Association...... se 18 178 49,897,000 58,800,000 45,975,009 

Feb, 25 178 48,304,000 56,197,000 39;459'999 

Western Pine Association (Inland Empire Feb. 18 94 7,499,000 14,749,000 13,862,009 

ee I SN  teneaetb ates "eb, 25 114 7,481,000 20,525,000 16,573,009 

Northern Pine Manufacturers.............- Feb. 18 5 peeeme 1,033,000 1,560,009 

Feb. 25 5  *areans 1,283,000 965,000 

Northern Hemlock & Hardwood Manufac- a 18 13 438,000 504,000 477,000 

ee We Anteene ck beeacnb-euwene Feb. 25 14 487,000 418,000 1,070,000 

I baie ea aaa nasininnionanid Feb. 18 401 76,804,000 95,641,000 80,120,00 

Hardwoods Feb. 25 423 76,717,000 99,264,000 77,309,009 

Hardwood Manufacturers’ Institute........ Feb. 18 295 8,302,000 11,694,000 12,717,009 

Feb. 25 293 9,270,000 13,260,000 14,157,009 

Northern Hemlock & Hardwood Manufac- Feb. 18 13 112,000 624,000 507,000 

EE Feb. 25 14 413,000 678,000 720,000 

Is cnrntniinsnntenckunlonvenedihe’ Feb. 18 308 8,414,000 12,318,000 13,224,000 

Feb. 25 307 9,683,000 13,938,000 14,877,009 


Relation of Unfilled Orders to Stocks 


WASHINGTON, D. C., 


Feb, 27.—Following is a 
footage Feb. 


4, and the percentage relationship of 


statement for five associations of the gross stock 
unfilled orders to stocks: 





Orders of 
Association— + Hw } te Unaes — 
’ wee ills Stocks rders ercent 
Southern Pine Association............ccceceeee. 106 527,899,000 53,742,000 10 
West Coast Lumbermen’s Association........... 135 1,009,550,000 206,360,000 20 
Western Pine Association .......ccccccccccsces 94 802,772,000 68, 377,000 9 
Northern Pine Manufacturers................05 7 174,544,000 7,555,000 4 
Hardwood Manufacturers’ Institute............. 226 886,438,000 100.360.000 11 
W + +W + n AUSTRALASIA— 
es Coas Q@Terporne australia ........... 8,147,385 4,371,599 
; ; ; : New Zealand ....... 32,091 90,907 
SEATTLE, WASH., Feb. 25.—The following South Sea Islands... 185,456 95,865 
statement of Pacific Northwest and British AFRica— 
Columbia water shipments during January, South Africa 1,062,277 608,129 
1933 and 1932, was prepared by the Pacific Foreign .......... etnies e Fh. — 
Lumber Inspection Bureau. Totals were 19 Total .....-...+.-. 176,729,018 216,142,240 
percent less than in 1932, domestic being 16 *Puerto Rican shipments segregated fron 


percent lower, and export, 5 percent less. Brit- 
ish Columbia total was 8 percent lower, Amer- 
ican shipments being off 94 percent, while for- 
eign gained 38 percent. Pacific Northwest 
States total was off 20 percent, domestic hav- 
ing declined 19 percent, and foreign, 23 percent. 


British Columbia’s share of the total in 1932 
was 17 percent, and in 1933, 19 percent. Total 
shipments to the Atlantic Coast were more 


than one-third off, but there was not much de- 
crease in those to California. There were con- 
siderable declines in the movement to Japan 
and China; sizable gains were shown in pur- 
chases by British Empire countries—United 
Kingdom, Australia and South Africa; France 
took a good deal less, and Belgium and Hol- 
land took considerably more. Details follow: 
Domestic 

1933 1932 

58,995,405 93,348,169 


INTERCOASTAL— 
Atlantic Coast 
COASTWISE— 


te eee eee 32,025,891 33,398.442 
ES ere 170,666 98,840 
OTHER— 

Hawaiian Islands... 5,934,989 4,879,678 
Panama Canal Zone.. 953,172 1,150,430 
Philippine Islands... ....... 382,060 
°Puerte Rico ....... 1,622,097 


Unclassified 729.727 2.569.170 





100,43 


ee 1,947 135,826,789 
ORIENT— Export 
DE. Lgiecteweeades 18,353,427 22,820,567 
RE - db2ceiewenaw es 212,785 215,774 
A ae ae 26,940,400 34,882,623 
EUROPE— 
United Kingdom..... 11,334,992 7,810,456 
NS are oe aed 3,262,557 1,673,686 
PONE cect reneees ae. — wahiaies 
Se 169,651 632,209 
POSTE eT 255,490 620.577 
=e 1,718,188 875,770 
ES airhe wes eaae ein 105,056 93,318 
SSS eee 191,909 239,236 
Unclassified ........ 36,335 79,941 
LATIN AMERICA— 
South America (E.C.) 1,628,512 343,277 
South America (W.C.) 2,068,031 2,059,624 
Central America..... ee. . igekes 
*West Indies........ 295,628 2,678,840 
PGE sactasankescae © Csneton’ 123,053 


West Indies and now 
tie. 


classified under Domes- 


1933 and 1932 
follows: 


Origin of the 
ments was as 


January ship- 








1933— Domestic Export 
British Columbia.... 777,727 32,943,242 
Puget Sound ........ 44,275,718 21,212,390 
Grays and Willapa 
Ne eee 8,636,095 8,001,690 
Columbia River..... 40,791,514 12,708,990 
Oregon Coast ....... 5,95 950,893 1 430,759 759 
ME sstek <caeenwe 100,431,947. 76,297,071 
1932— _ 
British Columbia. 12, 721, 166 23,863,131 
Washington 86,941,068 41,263.36 
GRE, opie a's eres eK 36 164, 555 15,188,961 
WE: so eite nes 135,826,789 80,315,451 





Western Pine Summary 


[Special telegram to AmeRIcCAN LUMBERMAN] 
PorTLAND, OrE., March 1.—The Western 
Pine Association reports as follows on opera 
tions, of Inland Empire and California mills dur- 
ing the two weeks ended Feb. 25 
Average number of mills reporting, 116: 
Total production for two weeks... 16,889,000 


IN Soria fis chads: s aaa wo elem 42,550,000 
Orders received ......cccosccccce 37,897,000 
Report of average of 114 mills: 
Average weekly capacity........ 135,681,501 
Weekly average for 3 previous 

IE Sink lea teed gua mri eta a 25,294,000 
Actual production, weekly average 8,444,500 


Weekly average of identical mills, average 






number, 114: e 
—-Two Weeks Ended— 
Feb. 25,1933 Feb. 27, 1932 
Production ........ 8,445,000 10,735,500 
Shipments ......... 21,119,000 34,265,500 
Orders received.... 18,766,500 33,969,000 


Identical mills: 


Production, weekly average for 3 
previous years (average num- 
ar OF willie, 896)... cc ccics ccs 42,844,500 
1933 1932 _ 
On Feb. 25 On Feb. 21, 
Unfilled orders (114 


ee 


mills) 160,765,000 
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a e e 
National Production, Shipments and Orders 
— 
WasuincTon, D. C., Feb. 27.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 18, 1933, and for 
seven weeks ended that date, covering mills whose statistics for both 1933 and 1932 are available, and percentage comparison with statistics of iden- 
ported tical mills for the corresponding periods of 1932: 
Two WEEKS Average No. Production Percent Shipments Percent Orders Percent 
rderg Softwoods: | oa of Mills 193 of 1932 1933 of 1932 1933 1932 
246,009 Southern Pine Association..... yeeresescecses 108 37,475,000 101 38,780,000 81 35,862,000 73 
245'009 West Coast Lumbermen’s Association........ 172 96,237,000 S4 105,665,000 82 93,901,000 74 
9 a Western Pine Association ..........e..eee0- 104 16,647,000 2 35,485,000 62 36,029,000 68 
975,000 Northern Pine Manufacturers................ . . eae = 1,816,000 45 2,840,000 90 
pore pen Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 912,000 sO 882,000 S3 983,000 98 
862,000 — —_—_—_——. — oni isin aommneinasaaeee es 
573,000 th MRE a cbs:x waa edo eek OOS ee eae 406 151,271,000 87 182,628,000 76 169,615,000 73 
560,004 Hardwoods: 
965,000 Hardwood Manufacturers’ Institute.......... 176 16,392,000 82 18,883,000 G4 19,254,000 7 
477,000 Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 551,000 23 1,397,000 Be 1,535,000 69 
07 4 = — = -_—— — -_—— —— — — —_—_——_—_— — —_— 
oi.on rr DEE wicceces ei eedeerewsanevene 191 16,943,000 76 20,280,000 63 20,789,000 7! 
120,000 Grand totals .......ccesecceccrccccccccces 582 168,214,000 SG 202,908,000 75 190,404,000 73 
309,000 SEVEN WEEKS 
aie Softwoods: 
a + Southern Pine Association...............e00. 104 135,893,000 108 136,956,000 90 145,276,000 90 
97,000 West Coast Lumbermen’s Association........ 172 328,417,000 N6 335,123,000 76 347,384,000 7 
507,000 Western Pine Association.........ccscsecece 112 67,367,000 87 132,129,000 59 135,885,000 62 
720,000 Northern Pine Manufacturers...........+.+. ° eee + 6,791,000 5 8,015,000 65 
224,000 Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 2,186,000 50 3°095,000 62 3'362,000 51 
a ’ 0 arc = nome — —_ 4 pond ag = 
877,000 EE I 0 sins sea RS ween ee REM OOM 412 533,863,000 91 614,094,000 74 639,922,000 76 
— Hardwoods: 
Hardwood Manufacturers’ Institute... sire ada dil 179 53,162,000 S7 72,279,000 72 65,755,000 69 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 2,451,000 30 6,282,000 58 5,962,000 58 
ee DES 6 6 ober eet eerenecneeesene 196 55,613,000 ‘SO 78,561,000 71 71,717,000 68 
s stock OT Ee ee ee Ta 591 589,476,000 90 692,655,000 73 711,639,000 75 
ders of c lif ° R a 4 New Acces the way to recovery, but in modernization as 
| s Voo * 7s , ; 
ae alitornia eawoo uM ae ms r Announced well, Either completely removable doors or 
10 San Francisco, Cauir., Feb. 25.—The fol- ILWAUKEE, Is., Feb. 27.—A new access hinged doors are furnished—providing ready 
20 lowing information is summarized from the door which is practically flush with the wall access to. valves, fittings, etc. ; ; 
‘ reports of 12 mills to the California Redwood | '8 being announced to lumber dealers and others Milcor’s new metal door is furnished with or 
11 Association for January: in the building trade by the Milcor Steel Co. without expansion wings. The wings of ex- 
meee «| ° —Redwood— White | The new product is expected to find a ready panded metal provide a positive and permanent 
ties Percent of yoes | demand not only in up to date homes and bond which is recommended as eliminating any 
371.599 Production .....12 744.000 stares 9 437.600 | apartments, but public buildings, schools, hospi- _ possibility of crevice cracks where plaster and 
"90,907 Shipments ...... 12,087,000) 3,925,000 | tals, institutions and hotels. The outstanding housing meet. The expansion wings can be cut 
95,865 rae ee oeeees 993,000 § 103 163,000 advantage claimed for the new flush door is down or removed from one or more sides to 
teceived .....10,814,000 85 4,174,000 | that it is less conspicuous than the customary meet specific requirements. 0 
608,129 On hand ..... 16,753,000 mers 4.505,000 | panel with framing. It is pointed out that not A folder illustrating and describing the new 
315,451 Detailed Distribution of Redwood only should the product have a substantial mar- Milcor access door has been prepared and deal- 
1 4? » bd . . . . . . . . Pp 
2.24 Shipments Orders ket with residential building promising to lead ers are invited to send for a copy. 
1 fron Northern California*.... 5,327,000 3,637,000 2 
yomes- Southern California*.... 2,616,000 2,630,000 oe 
ED vccidscevkecks 122,000 87,000 — —————— SS 
‘i ENT RG Se 3,457,000 3,890,000 
y ship- eee ee 565,000 570,000 oe Y ee e 
. —— nected si ® he 
es aerees WasiLaee B LUE BOOK’ Subscribers Find t 
port *North and south of line running through i sw a “4 
ia Ml san'buis Obispo and Bakersfield, Concise. Comprehensive Rating Key Helpful 
«1é,os tWashington, Oregon, Nevada and Arizona. ; : 
001,690 tAll other States and Canada. Time tested and saving, understandable and clean cut. 
+See - Affords a definite basis for checking credits and sales pro- 
297,071 West Coast Review motion. Invaluable as reflected in salesmen’s pocket edi- 
oni [Special telegram to Amertcan LumBerman] | tions. Just one of “Blue Book” features in tune with the 
263.361 Seattte, Wasn., March 1—The 178 West times. Concise—comprehensive. 
188,960 Coast Lumbermen’s Association mills giving Write f tal offe 
315,45 production, shipments and orders during the - CS Gpecsas Sues, 
two weeks ended Feb. 25 reported: 
. . & e Ss 
JB Production 98,201,000 | The Lumbermen’s Blue Book, Ine. 
Shipments 114,997,000 17.1% over production . 
ary Orders 85,434,000 13.0% under production The Industry’s own service. 
, A group of 252 mills whose production re- 323 South Franklin Street, CHICAGO 
AN rts f 933 Z 
eal ports for 1933 to date are complete, reported Eastern Hdqts.—Grand Central Terminal, NEW YORK CITY 
estern as follows: —— 
opera- § Average weekly operating capacity.256,111,000 | — — . 
Ils dur- Average weekly cut for 8 weeks: 
UME au grie'ni ck esate’ Scare carer Gay me? aln eras 63,662,000 as [= 
Cn Oe FRE CAR 53,988,000 rr — V//j Ir i 
Bs Average cut for two weeks ended T 
889,000 tae MRR ais ape alin 56,473,000 | - 
rt A group of 178 mills, whose production for | | — | 
the two weeks ended Feb. 25 was 98,201,000 
a feet, reported distribution as follows: 
681,50 tien PINE-HARDWOODS-OAK FLOORING 
294.000 <P Shipments Orders Orders 
i150 Me Rail... 26,008,000 24,106,000 44,854,000 
“ omestic S 
veantt “cargo 49,800,000 35,578,000 89,991,000 LONGLEAF PINE LUMBER AND DIMENS zON 
~ Export 32,256,000 18,817,000 80,435,000 SHORTLEAF PINE FINISH, TRIM, MOULDINGS 
ea— HOC . ¢ 5 ¢ 
7. 1988 sae 6,933,000 == 6,983,000. .... - | SHED AND YARD STOCK ITEMS 








5,500 
5,500 


114,997,000 85,434,000 215,280,000 
_A group of 172 identical mills whose reports 
ot production, shipments and orders are com- 
plete for 1932 and 1933 to date, reported as 
follows: 


OAK AND GUM TRIM AND MOULDINGS 

RED AND WHITE OAK FLOORING, PLAIN OR QUARTERED 
WHITE AND RED OAK, BLACK GUM, TUPELO, RED GUM, 
CYPRESS, ELM, BEECH, HICKORY AIR AND KILN DRIED 











mo-<and 


344,500 Average for two | RAILROAD AND INDUSTRIAL TIMBER A SPECIALTY 

132 Fe ag tages Aueeape for 8 i 

eb. 21, as . 25, 193% _ 193: _, 1932 

on ee eee TREMONT LUMBER COMPANY, ROCHELLE, LOUISIANA 
; rders 42,015,000 48,124,000 63,570,000 | 








NorthernWoods 





HARD 


Quan seer 
FLOORIN GC 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&IWwELLS 


LUMBER COMPANY 


MAN UYFAO TU RER S 
MENOMINEE MICHIGAN. 


ROCK MAPL 
BEECH-BIRCH 














For many years our floor- 
ing has been building trade f: 
for dealers. It will do the same 

for you. Order it in straight or mixed 

cars with Hemlock lumber, lath, shingles 
and posts. 

We invite your orders for Poles, Ties and Hemlock 
Tan Bark; also for Rotary Cut Northern Veneers and 
Plywood. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 0m fe ¥. 3 cia tum 


1331 Monadnock Block 


GLADSTONE, MICHIGAN wees eon a 





MEMBERS MAPLE FLOORING MANUFACTURERS ASSOCIATION 


























17 17 


VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 


17 17 


























Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes lumber and 
log measurements, shipping weights, 
structura] timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by ‘um- 
bermen in all branches of the trade. 
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March Dealers’ 
Salt Lake City, Utah. Annual, 

March 8-9—South Dakota Retail Lumbermen’s As- 
sociation, Corn Palace, Mitchell, S. D. Annual. 

March 11—Eastern Iowa Retail Lumbermen's As- 
sociation, Lafayette Hotel, Clinton, Iowa. An- 
nual, 


Association, 


March 11—Eastern Iowa Lumbermen’s Association, 
Lafayette Hotel, Clinton, Iowa. Annual. 
March 16-17—Western Pine Association, 
Temple, Portland, Ore. Annual. 
March 21.—Western Cedar Association, Northern 
White Cedar Association, Consolidated, Hotel 
Radisson, Minneapolis, Minn. (Postponed) 

First Annual. 


Masonic 


March 22-23—Forest Management Conference and 
Western Forestry & Conservation Association, 


Seattle, Wash. Annuals. 

March 23-24—New Jersey Lumbermen’s Associa- 
tion, Berkeley-Carteret Hotel, Asbury Park, 
N. J. Annual. 

March 29-30—-Southern Pine Association, New Or- 


leans, La., March 29, 
tors’ Meetings. 
Subscribers, 


Committee and Direc- 
March 30, Annual Meeting of 


March 30.—Southeast Missouri Retail Lumber Deal- 
ers’ Association, Poplar Bluff, Mo Annual. 


April 11-13—Lumbermen’s Association of Texas, 
Nueces Hotel, Corpus Christi, Tex. Annual, 


April 26-27—National-American Wholesale Lumber 
Association, Mayflower Hotel, Washington, 
D. C. Annual. 


Southern Pine poner Dates Set 


New Orveans, La., Feb. 27.—The annual 
Southern Pine Association convention will be 
held in this city March 29 and 30, according to 
announcement of H. C. Berckes, secretary- 
manager. The first day will be devoted to 
committee meetings and a session of the board 
of directors. The general meeting of subscrib- 
ers will be on March 30. 








Will Address lowa Convention 


Magvuoketa, Iowa, Feb. 28.—R. J. McNer- 
ney, secretary of the Eastern Iowa Retail Lum- 
bermen’s Association, announces that at the 
annual meeting to be held at Clinton on March 
11, E. V. Melsha, of the Johns-Manville Cor- 
poration will talk on “Deferred Payment Mer- 
chandising ;” George A. Olsen, of Chicago, will 
talk on “The Evils of Trucking,” and Ormie C. 
Lance, secretary of the Northwestern Lumber- 
men’s Association, will bring a message of vital 
import to the retail lumber industry. 





Western Forestry Interests Date 
Important Conference 


SEATTLE, WAsSH., Feb. 25.—The annual For- 
est Management Conference of western forest 
interests will be held in Seattle on March 22 
and 23—with arrangements made for a third 
day, March 24, if required to accommodate 
committee or group meetings on the side. The 
Forest Management Conference is made up of 
private and official Pacific Coast agencies, and 
the annual meeting of the Western Forestry & 
Conservation Association. Because of the many 
vital problems affecting forestry and forest 
management that are now under consideration, 
this probably will be the most important confer- 
ence of western forest interests ever held. 

—_—_—_—_—_—— 


South Dakota Program Is Ready 


MiTcH_ELL, S. D., Feb. 27.—Finishing touches 
have been put to preparations for the annual 
convention of the South Dakota Retail Lum- 
bermen’s Association, to be held here March 
8 and 9. According to Secretary H. C. Kehm, 
a large attendance is expected, and a program 
of unusual interest has been prepared. All ses- 
sions of the convention, including the enter- 
tainment features and the exhibits, will be at 
the Corn Palace. The program will include 
talks by practical lumbermen, attorneys and 
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What the Associations Are 
Planning and Doing 


3-4—Utah Lumber 


association workers. A report will be given by 
Chairman Karl Benz on the county buildi 
schools that have been sponsored by the asso. 
ciation during the last year. The question of 
continuance of the summer group meetings dur. 
ing 1932 will be considered. Last summer three 
of these group meetings were held, at Aber. 
deen, Mitchell and Rapid City. The Tri-State 
Salesmen’s Association, of which Ray Kennedy 
is president and George Johnson is secretary, 
will as usual have charge of the entertainment 
features and the exhibits. 


To Classify New York Yards 


New York, Feb. 25.—The board of trustees 
of the New York Lumber Trades Association, 
at its regular February meeting, approved 
group classification of the retail lumber distrib- 
utors of New York City; the retail yards to be 
grouped as hardwood, heavy timber and light 
timber, and general utility yards; and divided 
as to boroughs, Manhattan and the Bronx com- 
prising one group, Brooklyn another, and 
Queens and Staten Island the other two. It is 
believed that an accurate classification of the 
retail lumber yards in the city will avoid con- 
fusion to the buyer. The board also approved 
of an accurate survey of all city lumber speci- 
fications. A committee was appointed to deal 
with grading standards. 

-_--_ooo 


To Ask Lower Water Rates on Hard- 
woods to Pacific Coast 


MEMPHIS, TENN., Feb. 28.—That a reduction 
of approximately 50 percent in existing steam- 
ship rates from southern ports to California will 
be asked at the annual meeting of the Hard- 
wood Manufacturers’ Institute, to be held in 
New Orleans March 16 and 17 at the St. 
Charles Hotel, was the announcement of Geo, 
Henderson, president, while in Memphis yes- 
terday. According to J. H. Townshend, sec- 
retary, the association will ask that the rate to 
the Pacific coast be made 25 cents a hundred 
pounds. He points out that if such a reduc- 
tion is not made the steamship lines will lose 
the great majority of their intercoastal hard- 
wood business, as a result of the reduction in 
rail rates which will become effective soon. 

—_—_—_—_——— 


Southern Pine Rules Modified 


New Or_eans, La., Feb. 27.—Modification 
of the southern pine grading rules covering 
shake in square timbers for structural grades, 
unanimously approved by the grading commtt- 
tee and afterward endorsed by the directors 
on Feb. 14, provides as follows: 

In square timbers, the opening of the shake 
measured in a straight line from end to end 
of the shake shall not exceed % of the actual 
dimensions of the face; if square timbers are 
particularly specified for use as caps or 
beams, the method of measuring shake shall 
, gs same as for timbers with unequal 

After disposing of the proposed revised rules 
for car material, by referring them back to the 
subcommittee which has been making the study 
for the purpose of obtaining a further report 
for the next meeting, the grading committee 
entered into a discussion of the extensive sub- 
stitution of grades, species and qualities. Chair- 
man W. T. Murray, leading in this, pointed to 
individual cases of this substitution by certain 
types of middlemen, all of which were covered 
in a digest sent to every Southern Pine Asso- 
ciation subscriber in January. In a letter accom- 
panying the digest, Mr. Murray had pointed to 
the necessity of combatting substitution through 
contact with purchasing agents and engineers. 
The discussion brought forth an expression, 
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from one committee member, that highway engi- 
neers and Federal purchasing agents are often 
led to think that a change-in specifications will 
save them money by broadening the source of 
supply, when in fact, the maneuver is promoted 
to open loopholes for substitution. 

The subcommittee report on grade marking, 
tendered by Frank L. Adams, its chairman, also 
referred to the same ills of substitution. 

It was unanimously decided by the grading 
committee that the board of directors would be 
asked (and the board adopted the recommen- 
dation) that the trade promotion department be 
instructed to use additional effort of every kind 
to inform bridge and highway engineers, de- 
signing architects, general construction engi- 
neers and Federal purchasing agents of the 
dangers lurking in altering specifications for 
jumber away from the standard grading rules, 
and association inspection. It was further de- 
cided that effort would be expended in indicat- 
ing to such engineers and purchasing agents 
that the manufacturers’ associations are recog- 
nized in the lumber fraternity as the sole arbi- 
ters of their grading rules, the only source of 
interpretation, and that trained inspectors, versed 
in interpretation of lumber grades, were better 
able to carry out inspection and grading activi- 
ties. 





Wholesalers’ Nominating Committee 


New York., Feb. 27.—Max Myers, president 
of the National-American Wholesale Lumber 
Association, in accordance with constitutional 
provision, has appointed a committee to pre- 
sent nominations for directors, at the annual 
convention to be held in Washington, D. C., 
April 26 and 27. This committee is as follows: 

Frank A. Niles, Frank A. Niles Lumber Co., 
New York City, chairman; O. H. Babcock, 
Babcock Lumber Co., Pittsburgh, Pa.; D. D. 
Baldwin, Mauk Seattle Lumber Co., Seattle, 
Wash.; E. W. Conklin, Mixer & Co., Buffalo, 
N. Y.; E. B. DeVoe, Ohio Match Co., Spokane, 
Wash.; F. A. Dudley. Sterling Lumber Co., 
Philadelphia, Pa.; H. W. McDonough, Leather- 
bee-McDonough Co., Boston, Mass.; C. A. 
Mauk, C. A. Mauk Lumber Co., Toledo, Ohio; 
A. W. Scott, Menefee-Scott Lumber Co., 
Lynchburg, Va.; and Harry Watters, Wat- 
ters Tonge Lumber Co., Birmingham, Ala. 

The directors whose terms expire are: 

L. K. Creason, Kansas City, Mo.; C. A. 
Goodman, Marinette, Wis.; Arthur E. Lane, 
New York City; R. C. Pepper, Springfield, 
Mass.; W. H. Schuette, Pittsburgh, Pa.; R. P. 
Shannon, Vancouver, B. C.; John C. Shepherd, 
Charlotte, N. C.; Horace F. Taylor, Buffalo, 
N. Y.; Thomas W. Tebb, Aberdeen, Wash.; J. 
R. Thames, Birmingham, Ala. 

Nominations are also to be made to fill the 
unexpired terms of Burton W. Adams, Oak- 
land, Calif. (1934), and E. F. Wales, Spokane, 
Wash. (1934), resigned. 

— 


Hardwood Exporters Encouraged 


_MEMpuis, TENN., Feb. 27—Members of the 
National Lumber Exporters’ Association, at 
their annual meeting held here on Feb. 17, were 
encouraged by the address of Harry Flatau, 
senior partner of Flatau, Dick & Co., of Lon- 
don, England. Mr. Flatau, here on a buying 
trip, said that he anticipated a better demand 
during 1933, and pointed out that, even with 
the world depression, British 1932 importation 
otf American hardwoods shows a decrease of 
only 8 percent. The report of Edward Barber, 
director of foreign affairs, was read by J. D. 
Huffman, secretary, and confirmed Mr. Flatau’s 
report. The meeting was presided over by Em- 
mett Ford, of the Mengel Co., president. About 
thirty-five members attended. 

At the annual election the following were 
elected : 

President—Emmett B. 
New Orleans. 

First vice president—C. M. 
Lumber Co., Mobile. 

Second vice president—Edward Barber, di- 
rector of foreign affairs, London, England. 
_ Treasurer—Joe Thompson, of Thompson- 
Katz Lumber Co., Memphis. 

Secretary—J. D, Huffman, Memphis. 


Ford, Mengel Co., 


Sears, Sears 
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Directors (three years)—K. L. Emmons, 
Mississippi Valley Hardwood Co.; P. D. Hous- 
ton, Houston Bros.; Lee Robinson, Mobile 
River Sawmill Co. and H. B. Johnson, Mans- 
field Hardwood Lumber Co., Shreveport. J. S. 
Williford, Bellgrade Lumber Co., Memphis, 
was elected for the term expiring 1935. H. 
W. Manley, Reynolds & Manley Lumber Co., 
Savannah, Ga., was re-elected. 


LUMBER CLUBS 


Southeastern Hardwood Club Elects 


JACKSONVILLE, FLA., Feb. 27—Commending 
Goy. Sholtz for his economy moves, members 
of the Southeastern Hardwood Manufacturers’ 
Club, in session here early this month, went on 
record as urging the State’s chief executive to 
continue his “program in behalf of the Florida 
taxpayers, of which the lumbermen are a large 
portion.” 

The club membership is made up of promi- 
nent manufacturers in Florida and Georgia, and 
the members from the latter State joined their 
fellows in lauding this State’s governor. 

The session, which lasted until late afternoon, 
was held in the Mayflower Hotel, and saw the 
election of club officers for the year. They are: 
Basil E. Kenney, of Caryville, Fla., vice presi- 
dent of the Brown-Florida Lumber Co., presi- 
dent, succeeding Stanley S. Sheip of Apala- 
chicola, Fla.; John T. Gragg of Amsterdam, 
Ga., president of the Gragg Lumber Co., vice 
president; and J. Ben Wand of this city, re- 
elected secretary-treasurer for his third term. 
Directors named are: Mr. Sheip, I’. S. Buffam, 
of this city, and C. C. Royal, of Augusta, Ga. 

The club members went on record as being 
opposed to the 6-hour day, 5-day week bill now 
before Congress. It was explained that the 
lumbermen are of the opinion that the industry 
should be exempted, on the grounds that, much 
like agriculture, it is dependent to a great ex- 
tent on weather conditions. 


California Club Holds Annual 


Stockton, CA.ir., Feb. 25.—At the annual 
meeting of the Central Valley Lumbermen’s 
Club, held here on Feb. 11 with sixty-five deal- 
ers present, executive committee members 
nominated by the different districts were elected 
as follows: 

Stockton District, No. 1—Elmer Bruce, Star 
Lumber Co.; C. G. Bird, Stockton Lumber Co. 

Lodi District, No. 2—L. H. Elliott, Valley 
Lumber Co. 

Sonora District, No. 3—A. R. Martin, Hales 
& Symons Co. 

Oakdale District, No. 4—Charles Moore- 
head, Moorehead Lumber Co., E’scalon, Calif. 

Modesto District, No. 5—William Mashek, 
United Lumber Yards. 

Turlock District, No. 
Modesto Lumber Co. 

Newman District, No. 7—John 
Yancey Lumber Co., Newman, Calif. 

Tracy District, No. 8—A. J. Russell, Tracy 
Lumber Co. 

















6—Warren Tillson, 


Yancey, 


Among the speakers who addressed the club 
during the meeting were Col. B. C. Allin, di- 
rector of the Port of Stockton and formerly 
the director and builder of the Port of Houston; 
Harry Lake, president California Retail Lum- 
bermen’s Association; George Ley, president 
California State Lumber Council and also of 
the Coast Counties Lumbermen’s Club; Frank 
J. O’Connor, president and manager, California 
Wholesale Lumbermen’s Association; D. 
Essley, secretary-manager, California Retail 
Lumbermen’s Association, and George Corn- 
wall, editor of the Timberman. 

At a meeting held in Stockton, on Feb. 21, 
officers of the Central Valley Lumbermen’s Club 
were elected as follows: 

President—C. G. Bird, Stockton Lumber Co. 

Vice President—Warren Tillson, Modesto 
Lumber Co. 

Treasurer—W. O. Mashek, United Lumber 
Yards, Modesto, Calif. 

Secretary—Charles S. Tripler, Stockton. 

Delegates to State Lumber Council—c. G. 
3ird and Warren Tillson. 
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Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 

Selects - Common 


S4S or Rough 


Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 








for HOUSE PLANS & 
MATERIAL LISTS 


HOW WILL IT LOOK? 
HOW MUCH WILL IT COST? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND Le .$2.50 





MILLWORK LIST 


We make, sell and rent models to your plans and 
specification. Write for special low prices. 


Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
& LISTING SERVICE 


233 Drumheller Bldg., Walla Walla, Wash. 














DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and 4 
dining service. In- f 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 
moderate. 


LOUIS M. DAVENPORT, President 


Rendezvous of 
Lumbermen of 
the Northwest. 
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SULLIVAN 
LUMBER CO. 


PORTLAND, ORE. 


FIR, PINE 
SPRUCE 
HEMLOCK 
CEDAR 
YARD AND FACTORY 
Lumber; Industrial 
Specialties; 
Plywood, Boxes, 
Shingles. 





| 
MIXED CARS 
Order JustWhat 


You Need In: 
YARD AND 
SHED STOCK 


Includin 


Bevel Siding, 
Mouldingys, Lath, 
Shingles 


WHITE RIVER. 
LUMBER CoO., 


ENUMCLAW, WASH. 


HOTEL BENSON 


Portland, Ore. 


E believe 
that there is 
no other hote: in 
the entire United 
States more hand- 
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Baughman’s Buyer 
and Seller 


Awell known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 
fxeines flexible leather, $4.00; black seal grain, $5.00; 

ue morocco leather, gilt edges, $6.00; brown imita- 
tion leather, $3.00. Pocket edition, 3x6 inches, 
with cut-in indexes. 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blae Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 











AMERICAN LUMBERMAN 
Soa weeueen, Nississippi Lumber and Hardware 


March 4, 1933 


Dealers to Co-operate 


Jackson, Miss., Feb. 27.—A proposal for 
closer co-operation with hardware dealers of 
the State was voted by the Mississippi Retail 
Lumber Dealers’ Association at its annual con- 
vention, held here Feb. 23 and 24. The con- 
vention ratified a proposal of the board of di- 
rectors that the secretary of the lumber asso- 
ciation split his time with the Mississippi Hard- 
ware & Implement Dealers’ Association. The 
plan must be ratified by the latter association at 
its convention in Jackson June 12. Should the 
new arrangement be ratified, it will bring 
headquarters of both associations to Jackson. 
In the past the hardwaremen’s headquarters 
have been at Starkville, home of Secretary Guy 


Nase yn, 
Officers Are Elected 


New officers elected by the lumbermen for 
1933 are: 

President—B. W. Norris, West Point. 

Vice president—J. W. Rogers, Canton. 

Treasurer—J. M. Evans, Jackson. 

Secretary—!. A. Minnich, Jackson 

Directors: P. F. P. Herring, Indianola, re- 
tiring president; J. R. Perry, Vicksburg; M. 
E. Leake, Tupelo; Guy Gravlee, Nettleton; S. 
R. Shuff, Meridian; S. C. Thigpen, Picayune; 
KE. G. Enochs, Natchez, and R. C. Williams, 
Clarksdale. 

The meeting opened with reports Thursday 
morning, the report of the treasurer showing 
a balance in the bank, with the comment that 
this is one of the few solvent trade associations 
in the South. Secretary Minnich’s report dis- 
cussed group and field work done and stressed 
the need of better accounting to determine cost 
of operations. 


The Value of Building Codes 


Walter H. Scales, structural engineer for 
the National Lumber Manufacturers’ Associa- 
tion, New Orleans, made one of the outstand- 
ing addresses of the meeting, discussing the 
value of building codes to retail lumber deal- 
ers. He charged that because of the lack of 
co-operation and lack of effort on the part of 
lumber manufacturers, those manufacturing 
other lines of building materials have brought 
about legislation and building code provisions 
which discredit wood, whereas if used where 
it should be used, wood will outlast and give 
more satisfaction than some other material. 

Other topics for round table discussion drew 
few remarks, the discussion of unregulated 
trucking being minimized since most trucking 
into the State is done by dealers from other 
States. 


Southern Pine President Talks 


The Thursday afternoon session was led off 
by a 30-minute address by C. C. Sheppard, 
Clarks, La., president of the Southern Pine As- 
sociation, who talked on mutual interests of the 
manufacturer, jobber and dealer. A _ round 
table discussion was then held on distribution 
of other commodities handled by lumber deal- 
ers, but no action taken or advocated. 

About 100 attended the banquet held Thurs- 
day night with Harry Leyens, Vicksburg, pre- 
siding. 

Opening Friday morning’s session, the con- 
vention ratified the action of the directors in 
approving co-operation with the hardware deal- 
ers. 

How Sales Tax Operates 


Chairman Alf H. Stone, of the State Tax 
Commission, explained the work of the com- 
mission, giving the dealers some food for 
thought in a “breakdown” of sales tax figures, 
and in declaring that the commission does not 
impose taxes, but merely collects taxes which 
the people have voted on themselves. He ex- 
plained the operation of the sales tax, especially 
the sections referring to differences in rates be- 
tween manufacturers, wholesalers and retailers. 


Few questions were asked, indicating that most 
of the dealers have already digested Commis. 
sion bulletins regarding imposition of the tax. 

Due to the inability of Arthur A. Hood, vice. 
president and general manager of the National 
Homes Finance Corporation, to be present, his 
paper was read by Secretary Minnich. The 
convention approved the operation of the cor- 
poration and many dealers indicated they will 
take advantage of its financing features this 
year. 

Edgar H. Bradshaw, Jackson, Mississippi di- 
rector of the ninth district Home Loan Bank. 
made a short address, explaining why the bank 
setup has not been able to function as in. 
tended. 


Jackson Gets Next Convention 


Since other topics scheduled for discussion 
Friday afternoon had been handled at the round- 
table session the afternoon before, the conven- 
tion rushed its work Friday morning and wound 
up at noon, instead of that evening as originally 
planned. 

A short luncheon meeting of the new officers 
was held, at which no special business was 
transacted. 

Jackson was awarded the 1934 convention, 
winning over bids of Vicksburg and Natchez. 

The entire roof garden of the Robert E. Lee 
hotel was filled with exhibits by manufactur- 
ers and jobbers, with the home and display of 
the Southern Pine Association getting most 
comments. 

Thirty-three dealers representing 30 yards 
were present, and 38 manufacturers and_ sales- 
men representing 28 concerns, about half of 
whom had exhibits. 


Woman's Auxiliary Elects 
The Woman’s ‘Auxiliary of the association 
had several social meetings during the conven- 


tion and elected the following officers at a 
luncheon Thursday : 
Mrs. Paul Bellenger, Jackson, president; 


Mrs. D. C. Badger, Columbus, first vice presi- 
dent; Mrs. B. M. Fulton, Jackson, second vice 
president; Miss Rosa Meath, Natchez, secre- 
tary-treasurer. 


ASSOCIATION SECRETARY RESIGNS 


Jackson, Miss., Feb. 27.—Resignation of J. 
A. Minnich, Jackson, who last week was re- 
elected secretary of the Mississippi Retail 
Lumber Dealers’ Association, was announced 
here today. 

Mr. Minnich has accepted a position as man- 
ager of the Anedemin Chemical Co., at Chatta- 
nooga, effective at once. 

A successor has not yet been named, but di- 
rectors are negotiating with a well qualified 
dealer to take over the post at least tem- 
porarily. 





Lumbermen's Mutual Shows 
Gains for Last Year 


One of the few companies in the country to 
show gains in business volume last year, the 
Lumbermen’s Mutual Casualty Co., of Chicago, 
in 1932 increased its premium income and net 
assets to new high totals for a record of twenty 
consecutive years of uninterrupted annual 1- 
creases. That the total premium income 1n- 
creased $791,142 to a new high record of $15,- 
098,377, while assets gained $510,427 to a record 
total of $16,031,781, was revealed by James S. 
Kemper, president, in the annual statement of 
the company made public recently. Likewise, 
net surplus based on December 31, 1932, mar- 
ket values was the highest in the company’s 
21-year history, while dividends returned to 
policyholders exceeded by some $200,000 the 
previous record payments. 
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Soon the Old Earth 


Soon the old earth will stir, the tree 
Look lovely once again, 
Soon the old sky alive will be 
With birds returning then, 
Soon the old river will awake 
And break its icy chains, 
Soon the old soil begin to slake 
Its thirst with springtime rains. 


Soon the old things will all return, 
Though winter watched them go. 
How soon, I wonder, will men learn 

That spring is always so? 

Men have their winters every year, 
Their sorrows and their cares, 
Yet spring is always somewhere near 

In all of men’s affairs. 


Soon the old earth will stir, and you? 
Will you be found asleep? 

Can you not hope a winter through, 
Or do you only weep? 

Soon the old sky will bring the sun, 
The tree will bring the leaf; 

Then will you be the only one 
To cling to winter’s grief? 


We See b' the Papers 


There is this to be said for a new cabinet: it 
does widen one’s acquaintance. 

“False Alarms Keep Firemen Busy.” 
do the same for a sales manager. 


The new secretary of war is named Dern. 
Let us hope he also doesn’t give one. 

What man is there of you, who if his son 
ask bread, will he give him a stein? 

The depression hasn’t accomplished much, 
after all. It has cured us of a lot of things, 
but not bridge. 

Now being shown in Chicago: 
Women of Borneo.” 
show ’em a lot. 


If you believe the Chicago newspapers, Chi- 
cago is just a way station between New York 
and Hollywood. 


French papers say Hungary is planning war. 
Let’s not be alarmed. Maybe she is only plan- 
ning what Japan is doing. 

Nevertheless, we can’t help feeling that, if 
Japan keeps on shooting and seizing, she will 
be at war with someone yet. 


We have seen folks who were looking for 


trouble, but we have never seen anybody who 


= go to the trouble to find trouble that Japan 
Will, 


They 


“The Wild 
Chicago can certainly 


As far as Japan is concerned, Uncle Sam is 
beginning to feel a good deal like a fellow who 
has been putting off and putting off having a 
tooth pulled. 

Rubber consumption has fallen off 2214 per- 
cent. It must mean less tires, for just as many 


— are being used in filling out income tax 
lanks, 


_ The average taxes on a car in the United 
States are $45.28 a year, including the car of 
the fellow who thinks it is cheaper than to ride 
on a train. 


Tim Mara says he has been “vindicated” by 
Gene Tunney’s payment of $30,000. If being a 
Prizefight promoter is vindication, make the 
most of it. 

We have strange ideas of relief. One State 
has prolonged the time for taking out an auto 


license, and an Illinois legislator proposed to 
cut the tax in two. 


Next thing you know there will be a demand 
that the Associated Charities furnish gasoline 
to the needy car-owner, and distribute old tires 
instead of old clothes. 


Esthonia’s original debt was $13,999,144, it has 
paid $1,248,432, and still owes the United States 
$16,466,012. That’s just about the progress we 
are making ourselves. 


You could buy all the stocks of all the mo- 
tion picture companies now for $60,000,000; or 
about what a star used to get for a week’s 
work a few years ago. 


Wish we had it, and we would. All we would 
have to do is to hire a few of the real actors 
now out of work on Broadway, cut out the 
smut, and make money. 


In Chicago contractors are trying to get 
building wages down to $1 an hour. The rest 
of the people are trying to get theirs up to $1 
an hour so they can build something. 

A Chicago youth was killed by hitting a tele- 
phone pole while riding on the running board. 
This will end riding on the running board; but 
only as far as this boy is concerned. 


Frank Vanderlip, Charlie Mitchell—well, 
sometimes we're thankful we stayed in Chicago 
and stuck to the writing game. We had to; and 
sometimes we bet they wish they had had to, 
too. 


Frank Vanderlip has done right well in Au- 
burn automobile. But we bet there are times 
when he thinks the best time he ever had was 
back there when he was president of the old 
Press Club. 


William H. Woodin, new secretary of what 
was the treasury, has written the music for 
Johnny Gruelle’s new “Raggedy Ann” book. 
Which, as the late Frank Welch used to say, 
“sounds onimous.” 


Still, “Pollyanna” wasn’t such a howling suc- 
cess as the symbol of government. “Raggedy 
Ann” may be more truthful and appropriate as 
a symbol, and might even lead to a little con- 
gressional economy. 


Between Trains 


La SALLE, Itt.—The annual dinner of the La 
Salle Chamber of Commerce tonight looked 
like a lumber convention, for not only were the 
local lumbermen there, but the Sanders and 
the Baynes and the Hunters and other mem- 
bers of the clan had heard the tocsin and had 
driven over from Ottawa and Chillicothe and 
the other surrounding towns to give us moral 
support, if a retail lumberman’s support can so 
be called. It just shows you how far a lumber- 
man will go, and how much he will suffer, for 
the sake of a meal these days. 

So we held a class reunion, and talked about 
the good old days, which were better than we 
knew at the time, and the good new days to 
come, that will be better than we now imag- 
ine. The local folk, headed by our good friend 
Fitch, were no less numerous and hospitable. 


Gangling 
These gangling boys who hang around 
The porch where Daughter’s to be found 
Don’t trouble me. I judge mankind 
Wherever boys or men I find, 
By how they measure up beside 
A tree that has been also tried. 


These gangling boys, at that, may do: 
I’ve known a gangling tree or two, 

Of slender build, that ran to length, 
And yet that grew each day in strength, 
Withstood the storm, outlived the snow, 
And grew as gangling youngsters grow. 


Their clothes are rough, these boys who spark, 
So always is a pinetrees’ bark. 

They’re small of head, and long of limb, 

And yet a pinetree’s not so trim. 

I’d gladly have for son of mine 

A boy as gangling as a pine. 
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Market News from Anleri 


Tacoma, Wash. 


West Coast Woods.—Although demand con- 
tinues light, the supply of fir logs remains 
small. Moderation in weather conditions is 
permitting logging camps to resume produc- 
tion, following shutdowns that in most in- 
stances have lasted for several weeks, and 
there is every indication that within a short 
time the log supply will be ample for all 
requirements. 

Despite the steady depletion in mill stocks, 
reported from all parts of the country, there 
has been no noticeable improvement in the 
domestic demand. Reduction in stocks is 
causing some difficulty in filling orders, man- 
ufacturers report. 

In the face of slack business, operators 
continue optimistic, believing that needs of 
dealers who find they must fill in their stock, 
together with spring construction demands, 
soon will mean increased orders. 

Although up to this week Oriental trade 
has been relatively brisk, the Japanese-Man- 
churian situation has resulted in a falling off 
in shipments. European shipments have been 


light. 
Portland, Ore. 


Douglas Fir—Export business in fir is very 
quiet, the only orders of consequence being 
for clears for Europe. The Japanese and 
Chinese are apparently out of the market 
entirely, but orders placed earlier are being 
filled, so that cargoes are still being dis- 
patched. Domestic business, too, is quiet; 
the railroads have apparently placed enough 
orders to fill immediate requirements. 


Buffalo, N. Y. 


The lumber trade has continued quiet re- 
cently, and some leading yards and offices 
stated that February business will run con- 
siderably below January. Both retailers and 
industrial buyers have been keeping down 
their stocks. 


Hardwoods—Buying is being restricted to 
small quantities. Stocks at mills are much 
broken, and some items show increased 
strength. On the whole, buyers are not much 
interested in prices, but strongly object to 
any advances. 


Western Pines—The market is quiet, but 
prices are holding about steady. Some mills 
have good stocks, while others have less than 
usual. In either case, there appears to be 
little variation in quotations. Retailers and 
industrial users are keeping down their 
stocks. 


Northern Pine—The market is quiet, with 
building trades inactive. Weakness of Cana- 
dian exchange continues to make it possible 
to buy at quite reasonable prices. Mills re- 
port that a lack of snowfall in some locali- 
ties has resulted in curtailment of logging. 


St. Louis. Mo. 


Southern Pine representatives state that 
volume continues to be low from retail yards. 
Inquiry is either for immediate requirements 
or for badly mixed cars. Prices continue 
weak, with mills offering concessions on sur- 
plus items. No. 2 boards and shiplap, 8- and 
10-inch, are $16.50@17 for small-mill stock; 
$18@19 for large-mill stock. No. 1 dimen- 
sion, 2x4-inch, 10- to 20-foot, is $16.50@17.50 
for small-mill stock; $19@20 for large-mlil 
stock; 8-, 9- and 10-foot is $15.50@16. B&bet- 
ter flat grain flooring is $21@22 for small- 
mill stock; $23@24 for large-mill stock. 
Straight cars of 10- and 12-foot are $18@19; 
16-foot and longer, $24@25. B&better car 
siding, 1x4-inch, 9-foot is $24@24.50; 10- and 


12-foot, $23@24. Longitudinal car siding, 
2x6-inch, 16-foot is $40; 18-foot, $42.50; 22- 
and 24-foot, $47.50; 2%-inch stock, $10 a 


thousand over 2-inch basis. No. 1 common 
ear lining, 1x6-inch, 16-foot is $20.50@21.50; 
18-foot, $23.50@24.50 for air dried stock; kiln 
dried stock, $2 additional. Bé&better drop sid- 
ing, 1x6-inch, 10- to 20-foot, standard pat- 
terns, is $22.50@23. Bé&better finish is ex- 


tremely weak; 4-inch, $24@25; 6- and 8-inch 
$26@27; 10-inch, $36@37; 12-inch, $44, All 
above prices are f.o.b. St. Louis. 


West Coast representatives report that 
business and inquiry are at very low epp 
with some reduction in prices on upper 
grades. 

Hardwood representatives report extremely 
light inquiry, and sales volume very low. 
Oak flooring is moving slowly, with libera) 
price concession being made on surplus items 
by some manufacturers. 


Jacksonville, Fla. 


Southern Pine—During the last two weeks, 
orders have not been as strong as they were, 
With the placing of the Lehigh Valley order, 
and a Seaboard Railroad order, it seems that 
nothing in the way of large orders is coming 
out soon. Railroads are the leading buyers, 
There are a few scattered yard orders for 
fill-in stock, and a little industrial business 
but the volume is very small. Inquiries have 
been very scarce, especially from domestic 
sources. Export orders and inquiries have 
been somewhat better, but they too have 
slackened off. Prices are holding fairly firm, 
Many of the small mills have closed down, 
partly because of rain and partly because of 
a scarcity of orders. It is also said that 
some small mills have closed down because 
orders recently placed call for destination in- 
spection, rather than mill inspection. Prices 
current in this section on merchantable grade, 
rough, longleaf, delivered Jacksonville, are 
as follows: 6-inch, $16; 8-inch, $17; 10-inch, 
$19, and 12-inch, $21. 


Cypress business, while very light, is show- 
ing some sign of betterment. Demand con- 
tinues to be for many assorted sizes and 
grades, and undesirable lengths in many in- 
stances. Many of 
showing more 
cypress mills are very happy over the last 
developments at Washington in regard to 
repeal, and will continue to hold their tank 
and vat stocks at present prices. 





interest in cypress. The 


Hardwoods in the higher grades are mov- 
ing very slowly. There is some demand for 


No. 1 common grades, but the calls are very J 


limited. No. 2 common is about the only 
grade that is moving, and prices are not en- 
couraging. Export trade has shown more 


activity. 
Kansas City, Mo. 


Retail lumber dealers in Oklahoma ané 
to some extent in Texas are doing a much 
better business. Market observers attribute 
it to the movement of city dwellers to farms, 
and necessary general repairs on _ farms. 
Some yards are buying liberally, while others 
are merely rounding out assortments. There 
has been some expansion in demand in the 
industrial field also. Box and cooperage 
plants have been adding to their stocks. 
Mattress lumber is still in good demand for 
river revetment work, but is becoming 
searce. Railroad inquiries denote a need for 
some items, but purchases tend to decline 
Mill sales are of approximately the same 
volume as earlier in the month. Production 
continues on approximately the same basis. 


Southern Pine holds firm. Orders are more 
numerous. but commitments are not large 
Some of the small southern pine mills have 
resumed operations following a lengthy shut 
down; many will remain closed for another 
thirty days, it is reported. Industrial de 
mand is fair. Mattress lumber is in good de 
mand and somewhat scarce. 


Western Pines—Retail dealers are satisfy 
ing their needs with mixed cars. Prices are 


firm, owing to limited production. A fait 
volume of industrial lumber was reported 
sold, 


West Coast—Many yards in this vicinity 
that have not stocked any West Coast lum: 
ber for at least two years are finding a fairly 
good market and are booking accordingly. 


Hardwood demand expanded, particularly 
in the industrial fleld. Oak and hickory are 
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poth in good demand by cooperage factories. 
Bookings by body manufacturers increased. 
Furniture manufacturers are still reluctant 
to come into the market. Flooring and shed 
items are dull. 


Shingles were sold in more liberal volume, 
put no large sales were reported. Lath are 


a Norfolk, Va. 


North Carolina Pine—Practically incessant 
rains in the southern States during February, 
and heavy snows and extreme cold in the 
Northeast, had practically stopped the lum- 
ber movement. But with recent fair and 
windy weather the mills have been getting 
out old orders and retail yards have been 
puying more to fillin. Bad weather has seri- 
ously curtailed production and shipments, so 
that most mills have orders still to ship out, 
and do not have to consider lower prices. 


Better Grades—Inquiries have increased, 
and some orders have been coming in, not 
only from the North and East, but also from 
southern yards. The New England market 
has not opened up as yet. No. 1 common, 
4/4, has been moving a little better recently; 
mills do not have much surplus and are hold- 
ing firm. There is some demand for B&bet- 
ter air dried stock boards, but buyers and 
sellers have had difficulty in getting together 
on price. 

Box plants do not have large stocks, and 
supply of air dried from small mills is neg- 
ligible, many having been down. Box makers 
are preparing to take care of demand for beer 
erates. Yards are using a little more stock 
box, rough and dressed, and box makers also 
are inclined to buy if they can at their prices. 
However, they are making rather low offers. 


Shed Stock—Planing mills find business a 
little better, and many will be busy on de- 
layed orders. Prices show no change. For 
Georgia air dried roofers orders have been 
coming in from New York and New England, 
on the basis of $7.50 for 6-inch f. 0 .b. cars 
Georgia Main Line rate, and $8.25 to $8.50 
for 8- and 10-inch. 


Seattle, Wash. 


West Coast—Minor 


changes in the move- 
ment to various markets, fair success in 
maintenance of price structures, and con- 
tinued paralysis of logging due to cold and 


deep snow—summarizes developments here. 

Rail—Local mills are figuring on an order 
for approximately 600,000 feet for the North- 
ern Pacific, and other roads are buying small 
quantities. Several informants declared that 
retail buying is awaiting reduced rates which 
go into effect April 1 on shipments to the 
Southwest. Others said they have received 
considerable inquiry. 


Intercoastal—A smaller movement of lum- 


ber to the Atlantic Coast is reported. The 
3 rate is fairly steady, but tramps are 
understood to have loaded at $8 and $8.25. 
Space is plentiful. Opinion differs on just 
how well the c.i.f. prices are holding. It is 
declared some east coast business has been 
Placed under the current list. Wholesalers 


are particularly interested in a new develop- 
ment—the use of trucks for back-haul; one 
shipper reported a saving of $1.50 a thou- 
Sand, and the lumber was delivered to the 
door of the purchaser, while some of the 
Wharfage charges and staking charges were 
avoided, 

California—There is little demand, but 
mills are trying to increase prices on a firm 
Cif. basis. Informants here declare Cali- 
fornia has more lumber than she knows 
What to do with—that retailers would like 
to cease all buying for 60 to 90 days. The 
coastal rate is firm at $4, and space is plenti- 
a despite the fact that some twenty-five to 
urty good boats are berthed. 


Export—Business is very quiet. Very little 
new Japanese business is offered, though 
Stocks are known to be low. Freights, how- 
+ are firm, the small squares moving at 
$4.25, and large at $4.75. Chinese buying also 


is comparatively quiet. Lumber moves to 
Shanghai at $4.75, while the northern ports 
call for $5 to $5.25. There is a good move- 
ment of lumber to the United Kingdom and 
the Continent, but very little forward buy- 
ing; rates are firm at 47/6 to 49 shillings. 
Some lumber is moving to South America, 
and a number of large inquiries have been 
received from the east coast. 


Shingles—Production is about 21 percent 
capacity. Orders are fair. Prices of perfec- 
tions in No. 1 are running about 5 cents less 
than two weeks ago, and the low figures on 
No. 2’s show a drop. On the other hand, top 
prices for No. 2 and No. 3 in the 16-inch are 
higher. 

Logs—Input of logs 
tories show 


and inven- 
Cold weather and 


is small, 
a decrease. 
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snow has forced many camps to cease opera- 
tions. This is particularly true in the Port 
Angeles area, and in British Columbia. Prices 
are practically unchanged. Fir peelers are 
strong at $17 to $21; best grade fir logs bring 
$8, $12 and $16; others sell at $8, $11 and 
$15, and the poorer logs bring $7, $10 and 
$14. Shingle logs range from. $8 to $10, and, 
with cedar lumber manufacturing greatly 
curtailed, lumber logs remain at $16. Hem- 
lock Nos. 2 and 3 bring $7 and $8. Spruce 
log prices run parallel to those of good grade 
fir. 


Louisville, Ky. 


Southern Hardwoods — Although inquiries 
and orders are nothing to brag about, things 
are looking just a trifle better, due in a con- 
siderable degree to the fact that stocks have 
been cleaned up. There is not much good 
inch stock available, in the more desired 
grades and species. A lot of distress lumber 
is off the market, and mill stocks are low. 
Stocks of some of the larger mills are so 
low that filling mixed orders is difficult and 
they are being forced to start production 


(Continued on Page 49) 
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DRY FIR | New England Trade News — 


(@) Pi = EMLOCK | [F. 7 Caulkins] interior points, is quite firm at $4@4.25, po, ao 


: eastern white cedar shingles there have ph ‘ 
Boston, Mass., Feb. 27.—Expenditures for no changes in quotations, and demand is = og 

>) | ME N S {@) <6) R construction in this State continue to reflect the sonally slow. The West Coast red cedars_ No. 1 
strong trend toward remodeling. The official 11 gon eee y sluggishly, with the 15. Cypress 
figures for January, from the 39 cities and 16 inch XXXXX off 10 cents to $3.09 per square tually 
“ paieae : and the 18-inch Perfections holding up to th js not ! 

i K - = U a ] larger towns, places remodeling in the lead with omer price of $3.44. Receipts by w: : s 
; : 3.44. y water hay ing a! 
44.8 percent of the total, while the new resi- faded, and few if any of the local distributo poplar, 
TE PIPLNE@) Pad dential permits represented but 41 percent. In have any stock in storage. Last quotations ing oal 
HM 6.27 of these 55 municipalities, not a single plan were at $2.60@2.75 for the 16-inch, ang 


for a residential structure was filed. This is %?@3.10 for the 18-inch Perfections. 








perhaps an all-time record, and merely reflects Maple Heel Stock.—Sales volume is no} Nertl 

the frozen condition of funds at the loaning heavy, though the active season at the shops more 1 

—s : institutions, which the regional Home Loan’ is now well along. Most sales are of No, | pare of 
Distributing Yards at Bank at Cambridge is striving to unfreeze. The Common and selects grade, and at a pric ingly 1 


+ ° . a ; range from $60 to $65. There are trans. apa 
Philadelphia & Port Newark head of this bank addressing last week the actions slightly below this Seen, and pry — 


annual convention of the New England Builders’ casional sale of the No. 1 grade that is prac. Geor 


ms 


Supply Association at Providence declared: “In tically clear and i iced today :< reiect 
ca compl ‘ 3 : ical; ar ¢ is price oday at around a 
hed t piete Foe - a and some sections of New England not a penny of $75 to $80. small. 
sne items, ame u Ing iF ppers mortgage money is to be found. Throughout Pine Boxboards.—Mill stocks are well golj Cypr 
and Dimension, White Pine, Red the district the need is great. We propose to up, and with seventy-five percent of the mills would 
Cedar Siding, Natural and Stained i} furnish this money through the agency of exist- in Massachusetts and New Hampshire inae. pecdag 
Shingles Garage Doors, Wall ing mutual institutions. As soon as our six tive cneeuen these winter months, ie ie Salons 
9 . 3 . round edge boards are quite firm at $15, with 
States pass enabling acts permitting their local ; - : » With 
Boards. ours - 4 ill d few offerings below this figure. For the Doug 
yanks to join us, We WI be Teady to turn a square edge boards, there is a fair demand woods 
flood of real money into building channels and at a range of $23@27. very 1 
B | ANC HAR D i} bring about a better demand for your material : Hare 
and a safer credit basis for you to deal with. macent Events Se Ge Tents possib’ 
We look upon the Home Loan Bank System as In the process of liquidating the affairs of wood 
{ { M B K R C O being permanently constructive and designed to Parker-Young Co. and disposing of some of ona 
. promote home ownership.” Comment by many Py, A her tan te — ig — : > | poe 
| : a . seal ? sisbon M:z ac 5s Co. & aisbon, N. H, s ' 
Main Office: 126 State St t retail dealers makes Hy clear that they =e apply- has just been taken over by new owners, who thoug] 
; a ree ing extreme caution in extending credit to con- have incorporated as Lisbon Co. (Inc.)° Carl nese © 


BOSTON, MASS. tractors. Hoskins, of Lisbon, will serve as president: 


West Coast Fir and Hemlock—Stocks of Charles P. Woodworth, of the Woodstock 

















unsold reels i * Lumber Co., Boston, vice president; William 
New York Office: 450 Seventh Ave. alae an ae an Go A sg gg P. Long, treasurer and general manager, and Ark: 
Philadelphia Office : Fid.-Phil. Trust Bldg. two months have been held to the lowest these with Carl Hall, of Concord; Harley weath 
Sea . : s1.3: point in years—2,473,000 feet in January, and Hall, of Lancaster; J. LeRoy Thorp, of Lis- ations 
ttle Office: White Building . Boe svt ; : aew bon, and Fred C. Brown, of Brattleboro, will but ir 
approximately four million feet in February , ; 
Newark Office: Newark Seaboard Term. when returns are all in. No further cargo Constitute the board of directors. The new crease 
arrivals in February are listed. For the Company takes over eighty million feet of ly 
SPECIALISTS opening two months of the year there has eee | poo a ee light, 
been an approximate total of 6,048,441 feet, ont. Will handle pulp wood, raliross tw ma 3 
IN TROPICAL HARDWOODS and this compares with the figures for the *nd rough hardwoods, and will operate tl vite 
corresponding period in 1932, 20,946,787 feet; ais 20n Plant aS a modern.wooc wor ing’ mil items 
Genuine Mahogany—Spanish Cedar 1931, 23,641,010 feet, and 1930, 26,228,841 feet, turning out all types of house trim and many target 
Teak—Philippine Mahogany With demand from the yards light and local 00d novelties. For many years the plant § soak 
wholesale stocks equally so, the price level /!8bon was famed wherever pianos wert oe 
INDIANA QUARTERED OAK COMPANY is fairly well sustained, with promise of an '™#de, as a supply point for clear spruce Plan quirie 
47 12th St. Long Island City, N. Y. early further advance in the f. a. s. “firm ‘Sounding boards. ber, 
; ” ; y mite 
price” at the mill end on the West Coast. The annual town meeting in historic Com Be jy - 
sacinsnh: atm Current quotations for fir dimension £. 0. b. cord, Mass., is set for Monday, March 6, wher Sma 
< dock at Boston are $14.25 off page 10% of among other matters for consideration will naan 
J HERBERT BATE CO I the West Coast price manual for 2x3-inch, be the adoption of a new building code, in srg 
. ANC. square edge; $14.75 off for 2x4-inch; $15.25 which the use of wood shingles in the tow. gimer 
WHOLESALE off for 2x6-inch and up, and $15.75 off for jis completely banned. Reginald T. Titus BP ate; 
3-inch and thicker. If dressed and matched, atjantic coast representative of the Rei ras 
LUMBER add 50 cents. For hemlock, deduct $1. The (Cedar Shingle Bureau, will be on hand t code 
= = fir -- gaged apr nage 18 — marshall the forces in opposition. aed 
yut the supply is not excessive either on the 
50 Church St., New York, te spot or afloat. Sales to the yards f. o. b. Jacob Grossman, vice president and a sol 





docks are uniformly reported at: No. 1, of the founder of L. Grossman & Sons Lumber 


PLYWOOD WALLBOARD $17.75; No. 2, $16; No. 3, $14.50. These boards Co. Quincy, Mass., accompanied by Mr & Sou 

















a thine - are dressed four sides and may be green from Grossman, were passengers on the steamship princ’ 
aeeepen yoy 100% USABLE the saw. For dry boards, add $1.50 to the Virginia last week sailing from New Yor & aw 
—s 4 ‘ : No. 1 ; dad $1 to th tati f for the West Coast, with visits at Havana & 15, ar 
The All Wood Wallboard (Douglas Fir) °o price, an Oo e quotations for - . isco, P ttle and erabl] 
Available in mixed or straight care or from storage at Lynn, Nos. 2 and 3 common. “2 nemo gg ee rt ne eg a pe 4 while 
ass., and Springfield, Mass. ’ , e ancouver, . U nile on the est © e 
Dust-Proof, Bundled—Regular Wallboard Sizes Eastern Spruce—Most mills in Northeast Mr. Grossman will visit many of the large — The 
CARLOS RUGGLES LUMBER CO. territory, on both sides of the line, are idle, lumber mills. On the eve of their departure red 0 
Wholesale Lumber—Est. 1889—Springfield, Mass. though carrying over from last season a com- from their Quincy home, a large company 0 part 
Telephone your outers and os = our expense. plete assortment of sizes from which to ship friends gathered to wish them bon voyage full « 
Nar S-55S dimension or random orders. For dimension, and to present Mr. Grossman wtih an elabo & for i) 
8 inches and under, 20 feet and under, there rate traveling bag, while his wife received other 
RICE & LOCKWOOD is a uniform base price of $32. For random an overnight bag and a motion picture cal —& impr 
the 2x3- and 4-inch scantling is quoted at ora. The presentation was made by Joseph & with 
LUMBER COMPANY a 6 > agg Regen $26; ne oa page do B. Grossman, brother of Jacob, who is *@ likely 
-inch, . e yards are buying to cover member of the governor's council and trea‘ D 
YELLOW PINE, WHITE PINE, only immediate needs, and the industrialsare rer of the Grossman concern. 3 oon 
FIR, SPRUCE, CEDAR, SHINGLES, temporarily out of the market though they Bhi 
OAK FLOORING. will be active buyers one month hence. The tags 
“firm price’ group of Maine and Provincial New York, N. ¥ yall 
SPRINGFIELD, MASS. manufacturers continues to hold its position, Building is practically at a standstill. The - ion 
SS SS Te ee, Sak yards are doing very little buying. -—-~ ; vious 
: t ave ve all inventories. n} wes 
‘6 29 is an occasional sale by a small unattached a —, geen hay 7 iemani me 
The Heart Content mill where the price is shaded, but there is Pick#P in —~y bag os vod shape 990d 
’ d for lumber. Mills are in fairly good sh little 
ats a + 4 Crs re we, no tendency on the part of the larger mills owing to their heavy curtailment program antic 
us send & to you—take it pome te her— to meet this type of competition. and prices are fairly stable. There is a be crate 
how it will cheer ber ap! $1.50 postpaid Lath and Shingles.—The call for spring de- ter feeling in the trade than there has bee?  boai: 
span ~siruerrel liveries has not yet taken shape, but the price for some time. Wholesalers are more hop’ @  iarge 
American Lumberman range holds steady. For standard spruce slab ful. Prices hold about the same on inter cepti 
431 So. Dearborn St., CHICAGO, ILL. lath, the 1%4-inch size is held uniformly at coastal lumber; business is rather quiet and trim 
$3.75, while the wider size, used chiefly at there is not much lumber coming in. 
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(Continued from Page 47) 

Demand for low grades for box 
lso for dunnage, has been very fair. 
Low grade gum and poplar have been in 
fair demand, and some concerns have been 
refusing business on cottonwood, gum and 
oak because they did not have inch stock in 
hand. Cottonwood, which has been about 
the most active item, is priced at $27 for 
No. 1 common; and $30 FAS, Louisville. 
Cypress has been in good demand in vir- 
tually all grades, 4/ to 6/4, but thick stock 
ig not moving. Planing mills have been buy- 
ing a little hardwood, mostly gum, oak and 
poplar, but there has been virtually no floor- 
ing oak sold for six months. 


Baltimore, Md. 


North Carolina Pine—The quiet is even 
more pronounced. The wharves are almost 
pare of lumber, and additions are very halt- 
ingly made, while quotations show no stiff- 
ening. 

Georgian Pine—Prices of longleaf as a whole 
reflect pressure. Stocks in the yards are 
emall. Production is held down. 


again. 
plants. @ 


-Trade is quiet. Some prices that 
more favorable circumstances 
very attractive to the buyer, 
However, there are no accumu- 
lations of stocks. 


Cypress 
would under 
be regarded as 
are being set. 
Keen with other 
range of values 


competition 
the 


Douglas Fir 
woods helps to 
very low. 


ke ep 


Hardwoods—Demand is poor, and it is still 
possible to buy at concessions. Wide cotton- 
fair request, with the 

Flooring grades con- 


wood seems to be in 
available stocks small. 
tinue very quiet, with many flooring mills 
shut down. Exports look a little better, 
though the competition of Russian and Japa- 
nese oak constitutes a retarding factor. 


Warren, Ark. 


Arkansas 


Soft Pine.—Excessively wet 
weather seriously interfered with mill oper- 
ations. Yard lumber was too wet to ship, 
but improvement this week resulted in in- 


creased shipments, although they are 30 per- 


cent under the 1932. Order files are rather 
light, but light shipments are exceeding cur- 
rent production by a small margin. Stocks 


have been reduced and a number of standard 


items are particularly scarce. Orders are 
largely for mixed car loading, though some 
Nos. 2 and 3 boards and shiplap are being 
purchased in straight cars. Additional in- 
quiries are being received for mattress lum- 
ber, on which prices hold steady because of 
limited stocks. No. 1 lath are very scarce, 
but a few mills report fair stocks of No. 2. 
Small mills continue to produce when 


Weather permits, but have difficulty in find- 
ing desirable orders for straight cars of 
dimension, boards etc. Small-mill stocks are 
materially than they were a year ago, 
f small operators were forced out of 
business during the last few months. 


Memphis, Tenn. 


Hardwoods. — Foreign 


less 


Southern Demand, 


Principally from England, has featured the 
market for the last two weeks. About Feb. 
15, an improved demand started, and consid- 
erable business has been accepted. Prices, 
while low, are in line with those asked. 
The principal demand continues to be for 
red oak and ash. Vessels sailing the latter 
part of February have been able to ‘take 
full cargoes. The majority of orders were 
for immediate shipment. The demand from 
other countries has not shown any marked 


improvement. 
With their 
ikely. 


Domestic 


continue low, 
April and May 


Ocean rates 
extension through 


demand has not shown any im- 
proveme nt A few manufacturers of automo- 
bile bodies have given shipping instructions 
on old orders, but placed only a few new or- 
ders. Demand from furniture manufacturers 
‘ontinues fair. North Carolina plants were pre- 
viously 


buying and now those in the South- 
West are buying a little for making, princi- 
pally, cheap furniture. There has been a 
little better demand from retail dealers, in 


anticipation of remodeling sales. Box and 
crate manufacturers are purchasing box 
bodies, particularly cottonwood, but not in 


large quantities. Flooring oak sales are ex- 
ceptionally light. Sash, door and interior 
trim plants are taking little. 








AMERICAN LUMBERMAN 


Production continues exceptionally low. 
It has not run over 20 percent of normal, 


and is on about the same basis as demand. 
Rains have caused high water, and in many 


places it is impossible to log. Few mills 
wish to operate, however. 

° 7 . . 
Cincinnati, Ohio 
Hardwoods.—Just when Cincinnati whole- 
sale lumber trade was beginning to show 


definite signs of betterment, it received an- 


other setback with the declaration of bank 
moratoria in Ohio and Indiana. Railroad 
treasurers required cash or certified checks 
for all freight payments. They wired to- 
night to headquarters of the various trunk 
lines: meanwhile, trade is virtually sus- 
pended. Prices are at a stalemate, and or- 


Lumber 
orders on 


ders are on a hand-to-mouth basis. 
dealers are issuing hold-shipment 
mills. 


Minneapolis, Minn. 


Northern Pine—With stocks at a low ebb 
at Head of the Lakes region mills, dealers in 
many instances are increasing their orders 
materially. Stocks of most dealers are so 
meager that they are compelled to round out 
assortments. No new mill stocks will be 
available for shipment until well along in 
the spring, and in some cases the manufac- 
turers are finding it increasingly difficult to 
fill mixed orders, to which the trade is 
mostly confined at present. Withdrawal of 
concessions has lent additional strength to 
the market, but lists remain the same. 


Millwork—tThere has been a decided in- 
crease in inquiries, but little new business. 
Most of the spring and summer business, sash 
and door manufacturers believe, will have to 
do with modernizing and repair work. Some 
dealers are taking advantage of the present 
low prices to restock. Manufacturers declare 
quotations can not remain at their present 
lows very long. 


Northern White Cedar— Dealers in the 
Twin Cities and vicinity point to low prices, 
and the absolute necessity for fence repairs, 
as reasons for expecting a considerable spurt 


in the post business as soon as weather 
permits. The financial condition of the 
farmer will determine largely the amount. 


Already inquiries have increased. 
ness is inactive. 


Pole busi- 





Loadings of Revenne Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight for the two weeks ended Feb. 
18, 1933, totaled 1,015,710 cars, as follows: For- 
est products, 26,270 cars (a decrease of 2,185 
cars below the amount for the two weeks 
ended Feb. 4); grain, 47,511 cars; coal, 284,435 
cars; ore, 4,295 cars; coke, 14,486 cars; live- 
stock, 31,233 cars; merchandise, 312,849 cars, 
and miscellaneous, 294,631 cars. The total load- 
ings for the two weeks ended Feb. 18 show 
an increase of 60,430 cars above the amount 
for the two weeks ended Feb. 4. 


Wants 1929 Wages for 8 Hours 
Mandatory for 6 


Mapison, Wis., Feb. 27.—Two labor meas- 
ures introduced into the Wisconsin legisla- 
ture at Madison are being opposed by manu- 
facturers and lumber yard owners. The one 
meeting with the greatest opposition is a plan 
proposed by Senator Walter Polakowski, Mil- 
waukee socialist, calling for a 6 hour day and 
5-day week in Wisconsin until July 1, 1935, 
with a requirement that wage schedules would 
have to be maintained for these shorter hours, 
on the same basis as the July 1, 1929, wage 
scale for an 8-hour day. The other measure 
which is meeting with some opposition is one 
which would limit the working hours of women 
to 44 a week, as compared to the present 50- 
hour limit, with a maximum of eight hours a 
day set for working women in the State. 

Of general interest also are the mortgage 
relief bills. One has become a law, extending 
to three years the period of redemption in fore- 
closures. 











Says A Successful 
JOBBER'S SALESMAN 
(Name on request) 


Dear Walt: 

T doubt that anything more 
than the Woos7ér Baus SELLING 
S¥s7EM could have helped me,as 
aJobber'’s salesman to Sell 
more paint brushes... . 

; : : Aly: fini 

LET'S oon —-3 
You SOLD YEP.’ =: 
mm} SURPRISING|— 

ISN'T tT? | 



















BRUSHES 
LAST WEEK. 


"[nvariably, it has in- 
creased my dealer's 
sales tremendously. 










Now-their customers allowed 
to make their own Choice 
from the SawaeR-aimost 
always buy a Better Brusn 


A great many dealers 
were satisfied to sell 
a 25 cent paint brush. 
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“In One STore- 





An accurate 
record was 
Kept on the 
brush sales 
with the 
WoosTER 
Bsurn SéiLIng 
System 


GET THIS NEW IDEA 
Simplified Brush Selling 


Reduce your brush investment 14 to 
/>. Avoid overstocking. Keep a small, 
selected brush line of fast movers. 
Show every customer a complete line- 
up of better brushes. Watch your 
brush profits GROW! Order special 
Sampler Deal at $12.50. Try it. 


THE WOOSTER BRUSH CO. 
Wooster, Ohio 


AMERICAN LUMBERMAN 
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CHICAGO 


Klin Dried 


and Air Dried ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce ona — 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 














Weise One a 


Lumber 
cent i. )6CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 











YARD, MILL 


Newsy Notes of Persons and Places 


AND OFFICE 











Fix Your Credit Loss 


in Advance 


You can state 
item in your 





pretty accurately every 


over-head expense but one 


| 
your credit loss That you can only 

ih} guess at And how often you miss the 
mark, you, only, know! Because of pres- 
| ent conditions, your credit loss is 


- more | 
of a problem than ever. 
If the year’s total covered credit losses 


exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 


months is determined in 

nothing can increase it. 
The cost of Credit Insurance is small 

compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 
220 Se. State St. 537 Mer. Exch. Bidg, 


advance and 


511 Locust St. 











| St. Lowis, Mo. 


Chicago, i. San Francisco, Cal. 








O TIMBER ESTIMATORS D 





JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber «alculator for standard sizes, | rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











Verne McCoy, of Pittsville, Wis., has been 
named manager of the Arpin Lumber Co., of 
Arpin, Wis. 

L. B. Olmsted, lumber department Mengel 
Co., has been named secretary of the Louisville 
(Ky.) Hardwood Club. 

I’, A. Mullikin, treasurer MacLea Lumber 
Co., hardwood distributor, Baltimore, Md., is 
making a good recovery after an operation. 

E. W. McCulloch, a well known retail lum- 
ber dealer of Brampton, Ont., was recently 
elected warden of Peel County, by acclama- 
tion. 

Charles H. Clark, well known retailer at 1532 
South Front Street, Philadelphia, Pa., recently 
opened a branch lumber and millwork store at 
5212 Baltimore Avenue. 

K. S. Miller, president Miller & Co., hard- 
wood producer at Jackson, Tenn., and Selma, 
Ala., is on a trip to Europe to study conditions 
in various foreign markets. 


A. T. Brunzell, of Owen, Wis., on March 1 
became manager of the O. & N. Lumber Co. 
yard at Neilsville, Wis. H. O. Huckstead, 


manager for sixteen years, has retired to farm- 
ing on Pleasant Ridge. 

The Pardee & Curtin Lumber Co., Elkins, 
W. Va., which operates various sawmills, de- 
cided to maintain a sales office in Philadelphia. 
Ikdward Greer has charge of the Philadelphia 
office, at 1709 Market Street. 

Peter Grinde, engaged in the lumber busi- 
ness at Deerfield, Wis., for many years, and 
one of the best known lumber dealers in south- 
ern Wisconsin, up to his retirement some years 
ago, celebrated his 94th birthday on Feb. 27. 


Joseph J. Moeller, head of the Auglaize Lum- 
ber Co., of Wapakoneta, Ohio, has been elected 
president of the Chamber of Commerce of that 
city. Mr. Moeller has been an active and en- 
thusiastic participant in the work of the cham- 
ber for several years. 

George B. Jobson, head of the Gauley River 
Lumber Co., a hardwood distributing corpora- 
tion at Baltimore, Md., is recovering from 
severe injuries sustained several weeks ago 
when his automobile ran off the road in Penn- 
sylvania and rolled down the mountain side. 

The El Paso Lumber Co., El Paso, Tex., has 
announced that effective March 1 it will retire 
from the field of merchandising building ma- 
terials and will proceed to liquidate its assets. 
W. H. Hemenway, secretary-treasurer of the 
company, hereafter will be associated with the 
Newton Lumber & Manufacturing Co., as vice 
president. 

At a recent meeting of the directors of the 
Elgin Stove & Oven Co., Elgin, Ill, William 
R. Geister was named president and treasurer. 
_ Geister is owner of the Geister Bros. Lum- 

ber Co., of Elgin, one of the outstanding retail 
lumber and building material concerns of north- 

ern Illinois. He is also a director and treasurer 
of the Elgin Softener Corporation, a director of 
the Elgin Loan & Homestead Association, and 
takes an active interest in the affairs ef his city. 


James Kennedy & Co. (Ltd.), a concern 
with headquarters at Glasgow, Scotland, has 
maintained offices at Cincinnati, Ohio, but has 


decided not to operate in the United States as 


a foreign corporation. ‘The company has ap- 
pointed as its buying agent M. Christie, long 
manager of its American office, and he will 


have offices at 604 Southern Ohio Bank Build- 
ing, Cincinnati. The company desires to make 
all future purchases on a basis c. i. f. European 
ports. 

A number of prominent lumbermen from the 
North passed through Jacksonville, Fla., Feb. 








23, and visited many of their Jacksonville 
friends. The group included Frank A, rap 
Frank A. Niles Lumber Co., Mr. Reed, 

Leary & Co.; Mr. Adams, of Cross- Austin 
Ireland, and Mr. Fred Steeves, of Church E, 
Gates Co. These lumbermen will visit the 
Putnam Lumber Co., at Shamrock, Fig, 
Brooks-Scanlon Corporation, at Foley, and 


many of the other large mills in the "State 
While in this section they will likely go to 
Miami, Fla., and possibly to Havana, Cuba. 


Announces Important Appointment 


Of particular interest to the lumber trade in 
Chicago territory was the announcement made 
by the Red River Lumber Co. of the appoint- 
ment of Jackson P. Rinn as manager of jts 
Chicago yard and warehouse, located at 2452 
South Loomis Street. Mr. Rinn comes from a 
well known lumber family and has had excel. 
lent training. He is a son of George B. Rinn, 
of the Philip Rinn Co., one of the largest sash, 
door and millwork 
plants of Chicago. As 
general manager of the 
Rinn company, Jackson 
P. Rinn has acquired a 
wide knowledge of lum- 
ber and lumber prod- 
ucts. After attending 





JACKSON P. 


Chicago; 


RINN, 


Appointed Manager of 
Red River Warehouse 





Princeton University 
and serving during the 
World War as an en 
sign, Mr. Rinn became 
associated with the 
Philip Rinn Co., with 
which he has been con- 
nected for the _ last 
twelve years. 

As manager of the Chicago yard and ware- 
house of the Red River Lumber Co., Mr. Rinn 
will be in charge of the promotion of sales of 
all that company’s products, a complete stock 
of which is carried on hand at all times. 

The Red River Lumber Co., from its yard 
and warehouse, serves a large clientele and, 
with its outstanding reputation for quality and 
service and Mr. Rinn’s experience and knowl- 
edge of the demands of the trade in this terri- 
tory, its products should become even better 
and more favorably known throughout this et- 
tire territory. 














"Blue Book" Credit Analysis 





Business troubles reported to the Lumber- 
men’s Blue Book (Inc.) during February are 
as follows 1933 1932 
Bankruptcies ...........--..+5 21 22 
Receiverships ..........2+++0: 20 20 
Extensions requested ......... 3 a 
Composition settlements....... 2 1 
Creditors committees appointed 7 6 
BORGES oo vdcvcdee terriers 4 2 


It is noted that the total for the current year 
is one more than for last year. The decreast 
in inquiries for special credit reports, noted in 
January, has continued this month. The vol- 
ume of claims placed for collection this month 
is smaller than for the same month last yeat, 
though the average amount involved per claim 
is about the same. Collections are harder t 
make than they were a year ago, and this cot 
dition is aggravated by the bank situation in 
various parts of the country. 
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Special Glued Plywood Defies 
Moisture 


During the last two or three years, Douglas 
fir plywood has grown rapidly in popularity, 
and has been used for many new purposes. 
During this time, through diligent research, 
the product has been greatly improved to meet 
unusual demands. One development is the use 
of a special glue brought out by Laucks Lab- 
oratories (Inc.), Seattle, Wash. This is known 
as 1001 glue, appropriately named because of 
the 1001 uses to which plywood may be put. 
The glue is designed for making plywood pan- 
ds for exterior uses, and places where unusual 
moisture conditions prevail. It is particularly 
employed in making panels for concrete forms 
which may serve many times. 

The AMERICAN LUMBERMAN office has re- 
ceived a sample panel of this specially glued 
slywood from the Pacific Mutual Door Co., 
Tacoma, Wash. This panel has been soaking 
in water for fifteen months without apparently 
lessening the holding powers of the glue. Dur- 
ing the last year about thirty carloads of these 
special panels were sold, the price ranging from 
$3.50 to $5 above that of standard plywood. 

Wallboard is possibly the largest potential 
market for Douglas fir plywood, and a method 
of making a flush joint in wallboard has been 
perfected and put into use, in Pacific coast ter- 
ritory especially. Over this joint, a sand coat 
finish may be applied, which entirely obliterates 


any evidence of either joints or grain of the 


AMERICAN LUMBERMAN 


wood, and has all the appearance of plaster. 
It is, however, superior to plaster in that it will 
not crack or chip, and gives added stiffness 
and strength to the wall construction. 





A Happy Wedding Anniversary 


MERRILL, Wis., Feb. 28.—Quiet private ob- 
servance with the local members of the family 
marked the fifty-ninth wedding anniversary of 
Mr. and Mrs. A. H. Stange on Feb. 15. The 
couple was married at the Lutheran church in 
Racine, Wis., on Feb. 15, 1874, while Mr. 
Stange was employed in the woodworking plant 
of Miner and McClurg. They met while sing- 
ing in the church choir. The institutions with 
which Mr. Stange is connected are the Stange 
Lumber Co., Merrill, operating a sawmill and 
planing mill, with large timber holdings in 
Vilas County; the Kinzel Lumber Co., Merrill, 
sawmill, planing mill and grain doors, with tim- 
ber holdings in Newwood territory; the Wis- 
consin-Michigan Lumber Co., Eagle River, 
Wis., sawmill, planing mill and box shook 
plant, with timber holdings in Michigan; the 
Mt. Emily Timber Co., La Grange, Ore., saw- 
mill, with extensive timber holdings in the 
Grand Ronde River valley. Mr. and Mrs. 
Stange celebrated their twenty-fifth wedding 
anniversary by a trip through Mexico, and in 
1910 they took a trip around the world. In 
1924 a banquet marked their fiftieth, the golden 
wedding anniversary. The fifty-ninth was 
marked only by a quiet observance with the 
Merrill members of the family. 








‘BUSINESS CHANGES, INCORPORATIONS, 








Incorporations 


Little Rock—Arkla Sash & Door 
o.; $1,000 Incorporators: R. A. Eade, Emry Eade 
and L. B. Herron. 
CALIFORNIA. Los Angeles—Woodhead Lumber 
Co. incorporated under Nevada laws 
San Pedro—San Pedro Building Supply Co 
KENTUCKY Louisville — Kentucky Millwork 
Co.; $20,000 To take over the business, stocks, 
etc. of the Kentucky LumbDer & Millwork Co. 
LOUISIANA Monroe 
$200,000 
Ringgold—Acorn Saw Mills Co 
MARYLAND Baltimore 
poration, 1113 Stiles St. 
MASSACHUSETTS 


ARKANSAS. 


Bienville Lumber Co.; 


National Lumber Cor- 


Brockton—Brockton Lumber 


Co.; Allan C. Lundgren, Brockton; Frank A. Rogers 
and Clarence E. Anderson, East Bridgewater, in- 
terested 


Lawrence—Service Wood Heel Co.: Mitchell M 
Segal, of Lawrence; Sidney Segal and A. M. Horgan 
ff Haverhill interested. 
tevere—F'ranklin Park Lumber Corporation; old 
meern 

MISSISSIPPI Port Gibson—Port Gibson Lumber 
Co.; G. L. McBride, Port Gibson; Sam Wiener, jr. 
and Jack L. Wiener, of Shreveport, La., incorpora- 


tors, 


NEW JERSEY. Elizabeth—Heidritter Lumber 
‘orporation, 429 New Point Road. . Edward 
Wolff is president. New corporation will not take 
over business of old Heidritter Lumber Co 
NEW YORK. Albany—-A. J. Rayner (Ine.); A 
|. Rayner, 216 Kensington Place, Syracuse, N. Y 
interested. 

Brooklyn—Vernon Bentwood Chair Co. (Inec.) 
NORTH CAROLINA.  Gastonia—Ideal 
0.; $50,000. R. M. Johnston interested. 
Reidsville—Farmers Hardware & Lumber Co.; 
$25,000. M. W. Pleasants interested 
OHIO. Dayton—Onli-Wa Products (Inc.); 
lacturers fixtures. 

Lorain—Lorain Lumber Finance Co.; R. J. Kutza 
nterested 
SOUTH CAROLINA 
der Mills 
interested 
Columbia—Bagnal-Nettles Builders’ Supply Co.; 
1090. M. R. Bagnal and W. H. Fanning inter- 
ested 
TEXAS 
Co.; $5,000. Incerporators: B. Williams, R. L. 
Dedman and C. S. Jones. 

Orange——-Livingston Shipbuilding Co.; $35,000. E 
W. Brown, jr.. interested. 

WASHINGTON. Seattle—Grinnell Export Lum- 
er Co. (1Ltd.) incorporated; headquarters Van- 
couver, B. Cc 
Snohomish—Northwest Iumber Survey; $500. 
William P. Devin and M. Cruickshank. 

WEST VIRGINIA Huntington—Huntineton Fur- 
niture Lines Liquidating Corporation; manufac- 
turers furniture. 

WISCONSIN Milwaukee—Sprayo Flake Corpor- 
ation; to manufacture, install, buy and sell and 
leal in machinery, appliances, materials and pro- 
“esses of heat and cold insulation. $1,000,000. 
Incorporators Jeffry Power and F. Pattison, 


Timber 


manu- 


Halsey Lum- 
Malvern Halsey 


Charleston 
$10,000 Old concern, 


Gilmer—Dedman & Williams JI.umber 


Milwaukee—Milwaukee Saw Trinm:mer Corpora- 
tion to buy. sell and manufacture wares. Fred 
Billker, Albert A. Mayer and Helen Gehrman inter- 


ested 


Business Changes 


COLORADO Denver—Nissen-McGuftin Lumber 
Co. (Inc.) changed name to Louis W. Nissen Lum- 
ber Co. (Inc.) 

Golden—James M. Morris sold to Duvall-Davison 
Lumber Co, 


GEORGIA. Columbus—National Show Case Co.; 
W. W. Rainey now sole owner. 

Elberton—Granite City Lumber Co.; F. D. Smith 
sold interest to H. J. Price. 


INDIANA. Evansville — Theodore FE. Rechtin 
(Estate) changed name to Rechtin Lumber Co. 

New Albany—Period Cabinet Manufacturing Co 
sold to James L. Wcods. 


IOWA. Anita—Fullerton 
Anita Lumber Co 

Peterson—Lane-Moore Lumber Co. and Heywood 
Bros. merged and will be known as the Lane- 
Moore Lumber Co. 

KANSAS. Hutchinson—H. D. Beebe Lumber Co. 
(not ine.) changed name to Ramsey-Beebe Lumber 
Co 

KENTUCKY. Hodgenville—Hodgenville Lumber 
& Supply Co. bought by Tom Peake of Elizabeth- 
town and Earl Templeman of Cecilia. 

Louisville—Croan & Griffin Co. absorbed by Fer- 
guson Lumber Co. 

MICHIGAN. Detroit—Harding Lumber Co. suc- 
ceeded by Claude Campbell Lumber Co. 

Detroit—Kelsey-Hayes Wheel Corporation dis- 
solved and succeeded by Kelsey-Hayes Wheel (Co. 

NEBRASKA. Elmwood — Union Lumber Co.; 
Harry Tolhurst sold his interest to H. J. Rogge, 
who is now sole owner. 

Fremont—Fremont Planing Mill 
James Thorndike. 

Lisco—Mattison & Landon stock sold to Lisco 
Lumber Co. 

NEW JERSEY. 


Lumber Co. sold to 


succeeded by 


Pennington—W oolsey & Cadwal 
lader reorganizing; partners deceased. 

NEW YORK. Central Bridge—¥Yrank RBateholts 
coal and lumber business bought by L. R. Chase 

Central Islip—Bihl Lumber Co. purchased by 
Joseph Hocker. 

OKLAHOMA. Stillwater—Shidler & McVey suc- 
ceeded by Grover C. Shidler. 

PENNSYLVANIA. Philadelphia—Henrico Lum- 
ber Co. (Inc.) succeeded by Wright Bros. (Inc.) 

TENNESSEE. Bruceton—O. L. Reed purchased 
half interest in Threadgill Lumber yard, which will 
now be known as the Threadgill & Reed Lumber 
Co. 

TEXAS 
cantile Co. 

Kilgore and 
sold yard. 

Tulia—Fulton Lumber Co. sold to Rockwell Bros 
& Co. and stock will be mioved to the Rockwell 
vards. 

San Antonio—West End Lumber Co. sold to Ed 
Steves & Sons (Inc.) 

VIRGINIA. 


D’'Hanis—Lovis Carle now Carle Mer 


Longview—Stahlman Lumber Co 


Palls, Richmond, Warsaw-—Henrico 
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YOU Save Your 
Customers Money... 


— UNIFORM SPAC 


PARALLE 
LINE WIRES 


NON-SLIP 
JOINTS 


When You Sell Them 
U. S&S. Poultry Fenee 


U. S. Poultry Fence, the modern, 
straight-line netting, actually costs less 
erected. For, it stretches to wood or steel 
posts without sagging. ...needs no wood 
top-rail, no baseboard... .requires fewer 
posts... .cuts easily, quickly and without 
waste, 

Builds Repeat Business.... 

You save your customers the cost of 
unnecessary material, when you sell this 
superior, longer-lasting fabric... .You 
save them time and labor....You build 
for yourself a permanent, profitable re- 
peat business which price competition 
cannot take away. 

Insist on Genuine U.S.... 

Now is the time to go after the poultry 
netting business... .Meet demands with 
ample stocks of genuine U. S. Poultry 
Fence. .. .Made in America by American 
workmen... .Sold only through regular 
wholesale and retail trade. . . Stocked by 
jobbers in 100 cities....Ask us for the 
name of the distributor nearest you! 


Indiana Steel & Wire Co. 


Muneie, Indiana 


Makers also of 
IMPERIAL Farm, Poultry, Lawn Fence, Trellis, 
Flower Border, Steel Posts, Gates. 





e Netting That Stands F Alone 


aR af 


TY 
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Lumber Co (Inc.) 


(Inec.) 
WASHINGTON. 
ber Co.; G. W. 
Arthur Pattsner. 
Seattle—Olympic 
succeeded by Junior 
Spokane (Hillyard) 
Hale purchased an 
WISCONSIN. 


succeeded by Wright Bros. 
Port 
Owens, 


Lofthus Lum- 
sold interest to 


Townsend 
partner, 


Furniture Manufacturing Co 
Line Furniture Co 
Warner's (Inc.); 
interest. 
Elmwood 


Roy E 


Blaisdell-Kelley Lum- 


ber Co, merged with Elmwood Lumber & Grain Co. 

CANADA. MANITOBA. Winnipeg—T. R. Dunn 
lumber Co. changed name to Armstrong Distribu- 
tors ( Ltd.) 


New Mills and Equipment 


ALABAMA Ozark—T. A. Cumbie plans erec 
tion of an excelsior plant. 
GEORGIA, Brunswick—Douglas Manufacturing 


Co. has site at Dock Junction and will erect hard- 
wood and pine stave mill with 10,000 stave dail) 
capacity. 

Rome—Marshall Manufacturing Co. plans con- 


struction of a planing mill unit, 
KENTUCKY. Paducah—Paducah Lumber & 
Manufacturing Co. plans mill and storage repairs 


and improvements, to about $45,000. 
LOUISIANA, Monroe—Parlor City Lumber Co 
plans erection of sawmill and planing mill. 
MAINE, Kingfield—F.. B Hutchins, 
Block, plans rebuilding woodworking plant 
Bingham—B. M. Lander, of Kingfield, will mov: 
his woodturning industry to Bingham, where he 
will 


cost 


French 


occupy the former Skinner and French saw- 
mill; machinery has been ordered. 

MARYLAND Baltimore—J. G Tibbals has 

leased building at 425-429 Grindall St., and will 


wooden 
“Ww. W. 
burned dry kiln. 
Omaha—The Omaha 
will rebuild recently 


manufacture of 
MISSISSIPPI. Heidelberg 
will rebuild recently 
NEBRASKA 
1117 Dodge &t., 
factory. 


engage in the boxes, 


Heidel verg 


Casket Co 
burned $100,000 


NEW JERSEY. Newagk—Metropolitan Stor 
Fixture Co., 50 Fourth St., is rebuilding manufa 
turing plant 

NORTH CAROLINA Wilmington-—Cape Feat 
Lumber Co. erecting plant 

OREGON. The Dalles—The Union Pacific BR. R 
is having plans prepured for $125,000 treating 


plant, to 
WASHINGTON, 


replace one recently burned. 


Cathlamet—H, E. Leash, Clear 


Lake, Calif., has decided to erect $150,000 box fac- 
tory at this point. 

taymond—John Andall, prominent South Bend 
Wash., mill and logging operator, has ordered ma- 
chinery and equipment for a shingle mill he will 
open soon at Raymond. 

CANADA, Quebec, Springhill.—A. Busque plans 
erection of sawmill here, to cost about $35,000. 


New Ventures 


ALABAMA Birmingham—Birmingham House 
Wrecking Co. added retail lumber. 

Birmingham—Central House Wrecking Co. added 
retail lumber 

Morris—McGowin-Bennett Lumer Co.; manu 


facturers lumber. 


CALIFORNIA. 
Manufacturing Co 


Long Beach—Sequoia 
Commission. 


Lumber & 


San Francisco—McCormick Supply Co., 516 Mar 
ket St. 

San Francisco—United States Wood Products 
Co., 564 Market St, 

ILLINOIS. Chicago—Star Moulding & Trim 
Co., 2221 South Rockwell St 

Garden Prairie—Glenn Patterson, lumber, coal 


etc 
KENTUCKY. 
Lumber Co 
LOUISIANA 
ion Indemnity 
MARYLAND 
facturer picture frames 
NEW YORK New 
Co., 975 Westchester 
OKLAHOMA Guthrie—-Seiboldt-Dunham 
ber Co. will open yard in about six weeks at 
St. and Noble Ave. 
TENNESSEE. Morristown—Whitcomb 
Lumber Co. (hdqts. in Knoxville). 
WASHINGTON, Ridgefield—Clifford Potter of 
tidgefield and E. Thompson of Vancouver, Wash., 
have organized Potter-Thompson Logging Co 
Seattle—C. & D. Woodruff, 1531 Broadway 


Harrodsburg toyalty-Keightley 


New Orleans—L. G 
Building 


Negrotto, Un- 
Commission 

Furst Bros. Co 
and moldings. 
York City—Wagner 
Ave. 


Baltimore manu- 
Lumbet 


Lum- 
Sth 


& Ballou 


7 
Casualties 

MARYLAND Cumberland—Buchanan Lum >er 
Co. suffered $60,000 to $70,000 fire loss to planing 
mill; offices, dry kilns and lumber storage build- 
ings not damaged Will rebuild when insurance 
adjustments are completed. 

NEW JERSEY. Cresskill—Palliser Door & Sash 


about $30,000. 
Winston-Salem—B. F’ 
reported totally destroyed 
at $300,000. 
Trinity—Texas Long Leaf Lumber Co. 
planing mill and box factory had estimated loss 
of $75,000 by fire, covered by insurance. 
WISCONSIN. Ladysmith—Bissell 


fire; loss 
CAROLINA. 

Huntley Furniture Co. 
by fire; loss estimated 


TEXAS 


Co. destroyed by 
NORTH 


Lumber Co 





suffered $35,000 fire loss of lumber; mill and of- 
fices not damaged. 
CANADA. Ontario, Airy—Sawmill belonging to 


J. 8S. L. McCrae of Eganville was destroyed by fire; 
loss estimated at $390,000, partly covered by in- 
surance. The mill will be rebuilt. 


AMERICAN LUMBERMAN 


March 4, 1933 














JOHN NEFF PARKER, 76, familiarly called 
“Jeff,” former vice president and general 
purchasing agent of the Queal Lumber Co., 
Des Moines, lowa, and since 1885 connected 
with that company and its predecessor, J. H. 
Queal & Co., died at Des Moines, Iowa, 
Feb. 26. Mr. Parker was a colorful figure in 
the life of Des Moines and in the retail lum- 
ber business. For years he was considered 
the best judge of lumber grades and values 
in lowa. He had a reputation for fair and 
honest dealing. A remarkably accurate 
memory enabled him to accomplish an enor- 
mous amount of work, apparently with ease. 
He is survived by a sister, Miss Elizabeth 
Parker of Bellefonte, Pa., and a niece, Mrs. 
Emily Denny of Madison, Wis. Burial is to 
be at Somerset, Pa., his birthplace. 





GEORGE STRABLE, 67, of Saginaw, Mich., 
died Feb. 14, following a long period of fail- 
ing health. He was born in Saginaw and as 
a boy worked around the mills. He organ- 
ized the first lumber company in Reed City, 
but in 1904 its plant was destroyed by fire. 
He returned to Saginaw in 1906 and formed 
a company for the manufacture of hardwood 
and hardwood flooring. Later he entered the 
retail trade. In 1926 he became president of 
the Saginaw Lumber Co., a consolidation of 
his own and several other companies, but late 
in 1932 his firm withdrew. At the time of his 
death he was president of the Strable Lumber 


& Salt Co., and a director in the Bank of 
Saginaw. Surviving are his widow, four 
daughters and four sons, and three sisters. 


EWELL VERNON FOLSOM, 51, vice presi- 
dent and sales manager of the Long Leaf 
Lumber Co., Beaumont, Tex., died Feb. 18. 
He was born in Georgia. Some time ago he 
moved to Orange, Tex., and entered the em- 
Ploy of the Lutcher & Moore Lumber Co., 
working up from the position of office assist- 
ant to that of sales manager, which he held 
for a number of years. Six years ago he 
moved to Beaumont and entered the lumber 
business there. Surviving him are his widow, 
one son, his mother, a brother and three 
Sisters. 


WALTER SCHULLER, 41, of Toledo, Ohio, 
who had been acting as receiver for the 
Maumee Lumber Co., Maumee, was found 
dead Feb. 11 in his car of a gunshot wound, 
apparently self inflicted. He was a grand- 
son of George Schuller, who for many years 
operated the Schuller Ice & Coal Co. at 


Toledo. The deceased had always been con- 
nected with the lumber business and had 
served as president and secretary of the 


Toledo Lumbermen’s Club. 
widow, a daughter, his 
and a sister. 


FRANK D. J. BARNJUM, of Kingfield, Me., 
lumberman and internationally known ex- 
ponent of forest conservation, died Feb. 18 
at the American Hospital in Paris, France. 
His son George, who was associated with him 
in business, was with him at his death. Born 
in Montreal, Canada, he early moved to Mas- 
sachusetts, where he laid the foundation of 
his fortune by developing the Wilkes strain 
of horses. He purchased large tracts of tim- 


Surviving are his 
mother, a brother 


ber in Maine, Nova Scotia and New Bruns- 
wick. He is survived by his widow, the son 


and five daughters. 

THOMAS HODGSON, 60, of Lindsay, Ont., 
a pioneer in the lumbering and pulpwood in- 
dustry, passed away recently in his sixtieth 
year. Mr. Hodgson was born near Canning- 
ton, Ont. He entered business at Fenelon 
Falls and later was in Longford Mills., Ont., 
South River, Ont., and Fawcett. N. B. He 
built the large plant at Parry Sound, which 
he sold to the Standard Chemical Company. 
He also built plants at Lindsay and Donalda, 


Ont. He is survived by six daughters, six 
brothers and two sisters. 
ORA GILPATRICK, 73, of Houlton, Me., 


died Feb. 17. He was head of the Summit 
Lumber Co. and Northern Woodenware Co., 
a partner in Gilpatrick-Morehouse Last Block 
Co. and manager of the Keswick Lumber Co., 
being regarded as a leader of the lumber in- 
dustry in his section. He had just retired 
from the presidency of the Houlton Trust Co., 
because of ill health, and was a director of 
the Bangor & Aroostook Railroad. Surviving 
are his widow and two sons. 


LINNAEUS LINCOLN WHITMAN, 69, for 24 
years one of the leaders in the lumber in- 
dustry in Tacoma, Wash., died at his home 
in that city Feb. 21. He was president of the 
Western Fir Lumber Co., of Tacoma. He was 
born May 2, 1863, in Pennsylvania, and after- 
ward moved to Marshall, Mo., where he was 
prominent in business circles before going to 
Tacoma. He is survived by his widow, two 
sons, Ralph L. and Donald, a married daugh- 
ter, and two grandchildren, all of Tacoma. 


OBITUARY RECORD a 


JOHN S. TYLER, 84, of Buffalo, N. Y, died 
Feb. 28. He was secretary-treasurer of th 
Buffalo Lumber Exchange for over twenty 
years. He started in the wholesale business 
over forty years ago with two brothers Har- 
rison and Warren, and had been associated 
with the R. Laidlaw Lumber Co. for man 
years, but because of ill health he retireq “so 
years ago. He is survived by one daughter 
in Buffalo. 





W. F. LOVE, 72, manager Panhandle Lum- 
ber Co., Melrose, N. M., died Feb. 10 in a 
Clovis (N. M.) hospital. For a time Mr, Love 
was president of the Lone Star line-yard or. 
ganization, succeeding his brother, J. E. Love 
with whom at the time of his death Mr, Love 
was interested in the Love Lumber Co,, at 
Hot Springs, N. M. He is survived by a gon 
and two brothers. 


SAMUEL T. PRICE, 61, of Zanesville, Ohio 
who had been ill for two years and had been 
operated on recently, died Feb. 13. For fig- 
teen years he was manager of the Israel 
Lumber Co., and was once president of the 
Ohio Association of Retail Lumber Dealers, 





JOHN JAMES UPCHURCH, 72, life long 
resident of Florida and pioneer pine manu- 
facturer, died Feb. 16, as the result of a 
paralytic stroke, at Williston, Fla., his home 
for the last year. He was treasurer of the 
Dyal-Upchurch Investment Co., president of 
the Upchurch Lumber Co., a director of the 
Atlantic National Bank, and a vice president 
of the United States Trust & Savings Bank. 


JAMES MORGAN MORROW, 89, of Lawson, 
Mo., died recently. In 1888 he purchased a 


lumber yard and began business as Morrow 
& Sons, continuing with it for forty-five 
years. He took an active part in civic 
affairs and held offices of public responsi- 
bility. His wife died three years ago, and 
he is survived by five sons and three 
daughters. 


GEORGE VEALE PEVERLEY, 77, of Mid- 
dletown, Del., died Feb. 21 of a cerebral hem- 
orrhage. 3orn in Port Neff, Quebec, he 
moved to Middletown in 1884, and for about 
fifty years has conducted an extensive lum- 
ber business in lower Delaware and Mary- 
land.. He is survived by two sons and two 
daughters. 


SIMON J. DYMENT, 74, who succeeded his 
father, Nathaniel Dyment, in extensive lum- 
bering operations, with mills in Gravenhurst 
and other points in northern Ontario, died on 
Feb. 16 in Collingwood, Ont. He was promi- 
nent as a horseman. He was twice married, 
and is survived by his second wife, two sons 
and a daughter. 


MRS. ALICE GLADSTONE KELSEY, of 
Toledo, Ohio, died Feb. 23. She was the 
widow of H. Reeve Kelsey, who died in 1917, 
and the mother of Aaron L. Kelsey, president 
of the Kelsey & Freeman Lumber Co. Besides 
this son, there also survive her six daughters 
and fifteen grandchildren. 


EDGAR U. KETTLE, 63, vice president 
Grand Rapids Veneer Works and an expert 
on kiln drying, died Feb. 17. He was the 
author of “Practical Kiln Drying,” 1922. A 
native of Birmingham, England, Mr. Kettle 
came to the United States in 1912. Surviving 
are the widow, a son and a daughter. 





THOMAS C. MADDEN, 
burg, Ohio, died Feb. 13 after an illness of 
three weeks. He had been in the lumber 
business there for a quarter of a century. 
He was a graduate of Wilmington College. 
Two sisters and a brother survive. 


CHARLES HUDSON CROY, president D.D. 
Chase Lumber Co., Haverhill, Mass., and of 
the City Five Cent Savings Bank of that 
place, died Feb. 15, following an illness of 
about six years ago. He had served as mayor 
of his home city. 


MRS. SUDIE CHILDERS, mother of K. C. 
Childers, manager of the Breece Lumber & 
Supply Co., Albuquerque, N. M., died at the 
home of a daughter at Frost, Tex., on Feb. 12. 
Surviving are two daughters and two sons. 


ALBERT WOLF, 64, secretary-treasurer of 
the Wolf Co., lumber dealer, Newark, N. J» 
died Feb. 19 of a heart attack at his home. 
He was in the lumber business more than 
forty years. pT Sie 


CHARLES C. MUMFORD, 66, lumber dealer, 
of Showells, Md., apparently stricken by heart 


63, North Lewis- 


attack while driving his automobile, was 
found dead. A nephew survives. 
lL. GLENN JONES, officer of the Slanset 


Coal & Lumber Co., of Toledo, Ohio, died Feb. 
19, following an extended illness. The de 
ceased was a former county treasurer. 
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LUMBER MARKET REVIEW 


Yard Demand for Southern Pine Shows Slackening; 
Low Grades of Arkansas Best Sellers 


Southern pine orders were somewhat below production 
in each of the two weeks ended Feb. 25, but shipments both 
weeks exceeded production. The difference is partly ac- 
counted for by an increase in production, from 50 to 55 per- 
cent of average. Railroads were the best buyers, and there 
was a little demand for industrial items and mattress lum- 
ber, but yards were very hesitant. The best retail demand 
had been coming from the Southwest, and announcement 
of lower rates from the Pacific Northwest is a disturbing 
influence. Prices of pine are reported a little soft, despite 
the low production, small stocks at mills and difficulties in 
filling orders caused by wet weather. Output of the small 
mills is at a very low point. 

Arkansas soft pine demand is extremely quiet, but it 
exceeds the very restricted production, operation of either 
large or small mills having been rendered impossible by 
heavy rains. The few yard orders received are for mixed 
assortments, and are difficult to ship, because mill stocks 
are low and broken, and stocks in pile are wet. There has 
been a fair demand for mattress lumber at steady prices. 


Northern Pine, Hemlock Sales Exceed 1932 


Northern pine mills continued closed down in the week 
ended Feb. 18. While business was small, it was 7 percent 
ahead of that for the corresponding week last year, and 
nearly fifty percent larger than shipments. Retailers in the 
Lake States, taking note of the condition of mill stocks, 
are inclined to buy moderate amounts for sorting up. The 
East is finding it possible to resume purchases from Can- 
adian mills, because of recent declines in Canadian ex- 
change, but yards are not willing to add much to stocks. 
Actual sales prices are said to be nearer list than in the 
last month or two. 

Production of northern hemlock has been on about the 
same low level as last year’s, with orders 9 percent in ex- 
cess, and these in turn slightly exceeded by shipments. 
While files of unfilled orders are small, mill stocks have 
been much reduced. Identical mills the week ended Feb. 
18 sold 5 percent more than in 1932. 


Rail Demand for West Coast Lumber Is Maintained But 
Domestic Cargo and Export Trade Declines 


West Coast production in the two weeks ended Feb. 25 
increased about half of one percent to nearly 22 percent 
of capacity. New bookings fell 13 percent below it; those 
of the preceding period were 13 peréent above the cut. Rail 
demand was maintained, but there were serious declines 
in both domestic cargo and foreign orders. 

Rail shipments are largely to railroads and large indus- 
trial users, for many retailers, expecting a cut in rates, are 
holding off until it is put into effect—to the Southwest, 
new rates are scheduled to go into effect April 1. It is 
believed that if the effective date can be advanced, yard 
buying will be stimulated. Middle West points are also 
expecting rate reductions. 

Atlantic coast business is quiet, and though receipts are 
unusually light, prices are hardly so firm, because some 
lumber moves at about $1 under Conference rate, and back- 
hauling by truck is further reducing c.i.f. costs. Space is 
plentiful, and perhaps because of savings in freight there 
has been a reduction in unfilled orders. California stocks 
are ample, so the movement is small, as the mills are striv- 


Ing to establish a firm price basis. 


There has been a sharp decline in Japan-China demand, 
but there is some demand from the Continent of Europe 
and from South America, espetially the east coast. 


Carolina Pine Mills Get More Yard Orders 


North Carolina pine mills have been booking more yard 
orders recently, especially from the southern part of their 
sales territory though a few are arriving from the North- 
east with moderation in the weather. Shipments are de- 
layed, because of heavy rains in the producing section, so 
that the mills have some unfilled orders ahead. They are 
being offered quite low prices, but are not eager to ac- 
cept these while they have business on hand and expecta- 
tions of a spring pick-up. Because of the bad weather, 
competition from smaller air-drying plants has been less 
severe, and firm c.i.f. values for Pacific coast material also 
eased pressure on Carolina pine. Box is dull. 


Domestic Demand for Hardwoods Is at Low Ebb, But 
Foreign Trade Is Improving 


Hardwood demand is quite dull, but ahead of the low 
cut; southern output declined to 17 percent capacity the 
week ended Feb. 25; and northern runs about 2 percent of 
normal, Outlook for foreign trade is better than that for 
domestic; demand is helped by low ocean rates and recent 
reductions of port loading charges. Important sections 
of the domestic market have been hurt by bank suspen- 
sions. Low grade box material and stave stock have been 
moving well. Takings of most furniture plants are light, 
but there has been improvement in buying by southern 
plants turning out cheap lines. Flooring and millwork 
plants are practically out of the market, but small sorting 
up orders are beginning to come from retailers. Reports 
indicate that no distress stocks are offering, and as high 
water threatens southern mills, prices may soon firm up. 


Business in Cypress and Redwood Is Light 


January bookings of California redwood mills were about 
40 percent of normal, and below production, but shipments 
practically equalled production. Northern California busi- 
ness was very poor, but southern was better than in any 
of the preceding three months, and eastern business also 
showed a gain. Foreign demand declined further. 


Southern cypress mills are encouraged by an increase in 
the inquiry, mostly for difficult mixtures, and demand has 
shown an improvement that is expected to continue. Lower 
erades are a little soft, in sympathy with those of other 
species, but prospects for resumption of brewing are lead- 
ing mills to hold high grade and thick stock very firmly. 


Western Pines Demand Is Light; Mills Keep Output 
Low and Further Reduce Stocks 


Production of western pines declined further in the two 
weeks ended Feb. 25, to hardly more than 6 percent 
capacity or about 20 percent less than in the corresponding 
week last year, but bookings at identical mills were 45 
percent lower than last year’s. The mills have quite light 
stocks of shop and selects, but because of the abnormally 
light demand, prices on these items are none too strong; 
supplies of the commons are plentiful, except possibly in 
the wider widths, and most items are steady; while box 
grades are hardly moving and are inclined to weakness. 
Mill stocks continue to be reduced, shipments in the above 
two weeks having been nearly three times the cut. 


Statistics, Pages 40-41—Market Reports, Pages 46-49—Prices, Pages 54-55 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and went side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex. 
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change, New Orleans, La., for sales made in the period Feb. 17-22, but, where prices for this period were not available, prices for the month 
to date have been inserted and-distinguished by asterisk: 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Drop Siding, Stand- Rough Finish No. 2 Fencing, Stand- No. 2 Shortleaf No. 2 Longleaf 
Lengths ard Lengths, 1x6” 10-20’ ard Lengths Dimension Dimension 
1x3” rift— No. 117 : - 4,|B&better— ARETE 9.57 10.31! 2x4” 2x4” 
B& better B&better.. 16.20 *17.41! Inch thick— 1x6"&C.M. 10.69 11.05/12 & 14%.. 11.29 10.84]12, & 14°..*12.46 11,93 
Shortleaf.. 30.16 *31.06|No. 1 .. 15.40 16.62 4”... 18.00 16° . oc ccce S476 12.96 126 20.000. *135.50 15.13 
Longleaf - *40.00 Assorted patterns seal @ ** 33°00 20.35 No. 2 Shiplap and ex¢" 2x6” 
Shortleaf.. 25.75 *30.( Noo 1... 15-53 17-71|,3% 19.66 20.25| Boards, Std. Leth. [yo @ 14°.. 9.13 9.71| 46% 14°: 9:25 10.00 
Shortleaf.. 25.75 *30.00 oe v.00 -@ or... 24.15 23. a ae ? 0 oF oO ae L tO ecccecs 9.5 12.00 
No. 2 ....%15.50 19.06 Surfaced Finish, jon #3844 oan at sect f 4.46 11.27 a ey 9.35 9.35 2x8” ae 
1x3” flat -20’ ees noi" 3 O21+>. , alse, = *11.75 
grain— B&better ae —_ ub0S S008) 18 @ 24.. 1073 SETLIO’ ....-.. *160 
B&better.. 17.05 19.63 =e thick— thick— Long!’ f— sae ain Pa OE ca daira oe ate 11.29 9.20 2x10” 
No. 1. ‘oe. S600 ©” ceueus 20.14 20.38)4-8" ..... 31.88 *29.69|1x8”" 5 tees 312.62 14. 71) 2x10” rr *11.00 
No. 2 1... 10.00 12.82 peek 21.74 20.73| 5&10 .*37.81 *33.33|1x10 13.25 13.95) 19 @ 14’.. 11.60 10.59 | 2x12” 
1x4” rift— 8” 22.10 20.84]12” ...... *54.31 “eK fe — 2a 11.50 10.73]12, & 14’.. 11.83 *12.33 
B&better Se seaan 25.14 25.09 No. 2 Boards, 1x12" [o.i9” 0 i—itst—(CSsé«SY:i wn wn ne 15.75 *16.00 
Shortleaf.. 31.75 | arr 39.87 39.33| Casing & Base, 10-20’ Standard Length 12 & 14’.. 11.85 11.28 
Longleaf. .*40.00 .5&6/4 thick— _|B&better, Shortleaf.. 13.07 13 17 a chines ee 307 9.81 Pinater Lath 
No. 1— Oey ee 37. oia2 “a 1x4&6” +. 24.58 24.73|Longleaf..*17.96 20.83 Not. a 
Longleaf.. *23.00/°S, 3. rg 4 . . No. 1 Longleaf Rosees 2.09 2,13 
a armen ia 8.0 f No. § -d 2 75 R 
1x4” fat — vn 58.00 50.00) Casing, Base & Jamb Wo, 3 Sheeiene ai Dimension whee a 1,25 
rain— aig = ae thich— 2x4" x mbers, 20’ & 
ones eee HB eee TOT | ~ eee ae ee exe 14’. 13.23 11.66/12 & 14’..913.66 12.67 Under, No. 1 
oO 0.0! 2 *1° pert lXS§ ...¢- 27.83 24.5 >. “oe Bee p- 7 * r rt 
No. 2 11.41 10.94] » heen tae ix5s&10" |. 29:00 28:88 OO 13.68 14.18 as rane — Se Longleat— 
“eevee - «ff t 2x ” a 4 > ” = 
Ceiling, Standard 10” *21.80 22.00 . 2 & , iy 0.7 2 & , =. » 23 95 9 
_ Lengths oe? woes *53.81 32.50] No. 1 Fencing ana a7, & 30 .. ie eee ae und. 14.25 13.38 
2x4 ese -,,| Car Siding, Lining =m » 9| 2x8” 2x8” 10x10” 18.78 20.00 
Pivetter .*16.88 *17.16 1x4” ...ce 15.75 18.03119 ze , 2¢ 9 95 tie ‘ %%19 
No. 1 13.0 and Recing: " 5 5 vonjl2 & 14’.. 12.61 12.25) 42 & 14’.. 11.75 15.00 |°X12- 
Pe 3.00 Bebetter =e tees 15 91 ae iE PTT 13.38 12.65) 46° |. *15.00 15.00 12x12 . 24.50 32.42 
ore Ty So ’ 5.5 93 Be. genes Doe i.19 9 ’ a one oe > » i 
B&better.. 14.54 16.00|no 422° 1899 28-00) ioe 17.42 21.63\7300 14.83 12.70| 2X10 : Sher tions 
No. J 14.71 15.51 1x4” iss 27.25 30.14 14’ ....... 13.83 *14.50 14’ a erie oe ase *15.75 ese ai und. 15.39 12.64 
Partition, Standard 10&20 14.75 . Le pees eee 14.84 13.25|16° ....... 15.00 20.00} 3x10- 
Lengths 1x6” No. 1 Shiplap, 10-20’ |9 x19” 2x12” 10x10” 16.00 *15.98 
4x4”"— 16&18 LS: Bel ai tt: 15.90 16.72112 & 14’.. 17.10 15.90})12 & 14’..*19.96 20.00}3x12- 
Babette r..°18.73 °18.71 1x6” 9°... 15.75 oweeyeuee 17.00 116’ xk eten BOSS FESSTES scccces *28.80 *28.75 12x12” . 19.35 17.94 
. . + . SS == 
Seattle, Wash., Feb. 25.—Following are av- [Special telegram to American LuMBERMAN] Portland, Ore., March 1.—Following f. o. b. 
erage prices, direct to the trade, on carload mill prices on_actual sales were reported to § 
or part carload lots, f. o. b. mill, all prices Portland, Ore., Feb, 28.—Prices of straight the Western Pine Association by members 
being based on four bundles to the square: and mixed cars of fir, delivered on a 62% during the period Feb. 21-27, inclusive. 
New grades, per squar cent rate, from actual sales, direct only, Feb. Averages include both direct and wholesale 
££ » per sq e, 99_9 
Washington, Oregon and Peg are eorsen as follows by the Davis sales, and are based on specified items only. 
Royals, 24”— British Columbia Statistical bureau: Quotations follow: 
se. . bis eeenne scene $2.25 to $2.50 Vertical Grain Flooring Ponderosa Pine 
i e sscksenéecwenenesass 1.90 to 2.00 B& B&btr Cc D 5/4x8" 6/4x8" 
ie ~~ to pase 18" en se eees 1.25to 1.50 ae” ovcndcssereceaawe 34.25 $29.50 nee SeLecT, S2 or 4S— 1x8” &wdr. &war. 
erfections, — . , . C Beseet Wassccce 30. 5 cons 
No. 1 pesaoneoaens 1.65 to 2.00 Pint Grate Wiscring D Select RE “aa (O° . eS 
Beers 1.30to 1.55 B&btr Cc 2. a a , aim A 
Cd co cchueanonebeeinen 1,05 to 1.30  nisteeseenseonen 25.50 $22.50... ss Swe f20.17 $1860 
Eurekas— ae 29.00 25.76 i eee: 
we, MMEE cceesdoseoeees 1.70 to 1.90 Mixed Grain Flooring Commons, S2 or 4S— No. 2 No.3 
= 1x4" occ ccc ccceccees $20.50 1.) 6 tei $16.56 $10.69 
No . cneeeveseavecesdens 1.45 to 1.65 Sn De asaveeaeesesooncnee 21.08 11.85 
No. | Peer e eee ee 1.05 to 1.48 Ceiling — a eae s Serre $8.05 
Se we SRE AN ERSTE SLC EE TS ee \, 22.75 = 17.75 Idaho White Pine 5&6 /4x8" 
SS 25.50 22.90 SELECT, S2 or 4S— ozs & war. 
D Siding, 1x6” CF OE BEBA cee nstecence weed 38.57 sees 
WESTERN RED CEDAR ik no ccaaseuws ee. 29.00 25,00 22.50 D Bolect Wh. .<.-+--+++ee00e 32.32 $46.8! 
pe eee secntu! : sities Commons. S2 or 4S— No.1 No. 2 ay 
J , Sh s* oe a hala tained Ww OOO : 4b 
Seattle, Wash., Feb. 25.—Prices for red . mane b _— ‘ — 1 - - 1x12” nae 7 +4 rr 
cedar siding in mixed cars, new bundling, 8 . Py ake oe a oe gm ct ae ae a : $9.15 
an ek 94.75 $24.75 $25.25 $28.25 No. 4, 4/4, RW, RLs......sccccccccccess , 
to 18 foot, f. o. b. mill, are: : , 
ows ; : 5 No wrt 21.25 20.00 19.25 23.25 Sugar Pine 
Beveled Siding, %-inch No. 3 ....... 18.50 17.25 17.25 . 1x8” 5/4x8” 6/4x8" 
Clear ot ‘We “—_e Dimension SeLects S2 or 4S— &wdr. war. & wit. 
PE -ccnsisearesat $19.00 $17.00 $14. 00 | xo. 1. 2” thick— D Select RlL...... $45.75 pane see 
BEE scvescvescess 23.00 19.00 6.00 | *° - , , | SHop S2s— No 1 No. 2 No.3 
OE eteddochaness 23.00 20.00 18 00 ,; : 3s 7 . # $ 20". BE pxteeencnraved $31.75 $25.25 eee 
~ 524.25 25.25 25.75 . 33.5 5 
Clear Bungalow Siding be ae aoa 2 See ot 
% inch % inch  csah 23.75 24.75 24.75 ied Ralnbdaleait 62 ~ 06. seuty Si 
Re osc ccscasecnsedabaul $34.00 $26.00 | 10” |...: 23.75 24.00 25.50 Larch—Douglas Fir ‘ 
DE. chesedecoesnckenstenn 44.0 37. Se” causes 26.00 26.50 26.00 | No. 1 Dimension, 2x4”, 16’.......--20++5 $10.78 
Te re 56.0 saan 2x4”, 8’, $24.25; No. 1 Dimension, 2x6&8”, 16’........-++5 9,33 
Random—No. Se" _ Ay ee ee $17.25 
h, ; i 
vonee Basetter Sah os BS No. 1 Common Rough &/or Surfaced Timbers 
3x3 eee OO DE canchaccadsenvnaees $29.50 
ED iscncicninnseteseivenihiaae BxB te 12x12” 30.5 
EEERO" ooo Gib | 85 te ade f9 foc ')| WEST COAST LOGS 
aziey 16H18" 2... e eee eee rer cceceeees sabes [Special telegram to AMERICAN LuMBERMAN] 
DE svsccnsshbrcuprabenbaarvounsn ee Portland, Ore., Feb. 27.—Log market que 
paren ahh MAPLE FLOORING wm 
e ng or ooring Fir 7a pe Y ms > $94 2 
i ere dhe Reelin beled $ 30.00 Michigan and Wisconsin flooring mills reer: on Ag do" small. 06 
uote as follows on northern hard maple hE oe Ue raded. $5.50@6 ve ; 
Discount on Moldings ooring, f. o. b. cars Cadillac, Mich., basis: wey pe Depending on “quality, $9 @1! 
Made from 1x4” and under...........++- 64% ms First Second Third Spruce: No. 1, $17; No. 2, $11; No. 3, $6@! 
Made from other sizes............+-- 54% | MXZ2%M” 20. e eee ee eeee $52.00 $38.00 $26.00 le 
—_ discount for 10,000 feet ‘or 5 Seattle, Feb. 25.—Average prices of 108%: 
TROTO CO GBF. cccccccvesccevcescs cocccce 7 2 
M W Fir: No. 1, $14.00@16, No. 2, $10.00@1 
Clear Lattice 5/16” 4 to 16’ You May ant Some Item No, 3, $708. se aie Sonne ae 
i . . e ae ngle logs ; lumber a 
Te RIO, 0 g0.26 That Is Advertised in the $16@20 ee 
DE” Seeeerevastdcasatarsonrersenne Véinaimeee 33 ifi : Hemlock: Nos. 2 and 3, $7@ 
if mapnicavebuaestasamieaeddesees Classified Section Spruce: No. 1, $16; No. 2, $12; No. 3, $8. 
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» 
OAK FLOORING WESTERN SITKA SPRUCE | NORTH CAROL 
> | INA PINE 
Following are carlot quotations, Memphis [Special telegram to Ame . ‘ 
basis, on oak flooring: ERICAN LUMBERMAN ] ‘ Following are typical average f. 0. b. Nor- 
123% 1x1 %x2" %x1%” Portland, Ore., Feb. 27.—The foliowing are | ety a received during the period ‘Feb. 
cir. qtd. wht.. - $80 $68.00 $59.00 $46.00 prices for mixed carlots prevailing today: | Car Bate inclusive, as reported by the North 
Cir, atd. red.... 70. 2. 60.00 51.00 46.00 Pe - arolina Pine Association: 
er Ex. gel. qtd. wht.... 48.00 44.00 39.00 34.00 Finish— nctory stoc k—  ——s_ |: - Reugh: 
month Sel. atd. red.... 46.00 40.00 39.00 36.00 1x12”. 1... $39.00 1 areaeness ‘it be | _ Edge 4/4— 
} cir. pln. wht.... 48.00 44.00 40.00 26.00 1x4—10” .... 32.00 1 A a ieee 17.00 | B&better ...... $24.90 — — 
Rast J cir. pin red.... 47.00 44.00 40.00 36.00 | Bevel sidi ibaa 4.9 i 2 eetapeey 18.60 Box No. 2...... $13.86 
Side Sel. >. Ww ~ il Kes ; 43.00 32.00 37.00 28.00 evel siding— R + SRoaaer is | . IO. Bi views 11.00 
Sel, pln. rec 2. 34.00 37. : ” . eee 91. No. 1 No. 2 
— No. i com. wht.. 32.00 28.00 = 4 30.00 ex’ ; $18.00 eee 21.00 | Ro oe B&better No.1 ben be 
' } ‘ 2. 24.00 %x6”", Flat gr. 16.00 Lath 3 i 23.15 7 
No.1 com. red.. 33.00 28.00 25.00 25.00 %x6"; Vert.er. 20.00 Green box ... eamte | 33 8 1 3a00 shh was cme 
11.93 No. 2 com....--- 16.00 14.00 14.00 14.00 . ireen box ...$10@12 | 4y gv (7000 t7! 24°80 at a aes tee 3 
15.13 x2" %x1%e” x2” ccc ae eee Se. ae 
clr. atd. wht ial hia $64.00 $64.00 $80.00 1X Be sees eee 26.70 20.80 16.35 12.35 
10.00 r. gtd. red.........00- q 59.00 . Bo. eres 28.80 24.6 6 mt et 
12-00 ee ME Ws os ove ena $6.00 48:00 84.00 APPALACHIAN WOODS 1x12” ........ 39.60 31.85 «19:85 «14.60 
Gel. Qtd. red.......eee. 46.00 46.00 54.00 , ng Aa nti 9.85 60 
*11.75 Cir, pin. wht........... 46.00 42.00 52.00 Cincinnati, Ohio, Feb. 27.—Average whoie- | err? $27.90 - /4y19" 
*16.00 Cir, BIR. TOE. cccccsccees 46.00 42.00 49.00 | Sale prices, carloads, Cincinnati base on Ap- | 5/4x10” EROS 36.50 6 ti jp 7-3 
Gel, pin. Wht....--cseee 42.00 38.00 45.00 palachian “soft texture’ hardwoods: Bark S ae” 7 i ile. $0.50 
he. Po a es 40.00 38.00 42.00 4/4 5&6/4 8/4 B&D tt . asa 
No. 1 com. wht......... 29.00 25.00 24.00 P cbetter 4/4”.$18.00 Bom 1464. $ 8.5 
; 912.33 No. 1 COM. FED. ....eeeee 27.00 25.00 24.00 ae. ne Cates Dressed: ou” Ta ‘~ 
tc | teers 16.00 16.00 12.00 gg $80@ 85 $ 90@ 95 $ 95@100 Flooring— Wid te 
o com.&sel. 100 | 45 47@ 52 52 57 B&better 44” ide Wider 
th New York delivered prices may be obtained No. 2 com..... 24@ 28 28@ 32 30@ 34 N at ES elated $33.35 $22.45 
by adding to the above: For ##- inch stock, $9: i. ion... 13 16 i5@ 18 16@ 20 + 1 COMMON 16" 2 ccccser 20.30 20.00 
: for %-inch, $4.50; for %-inch, $5. No. 1 & btr. sd. a. gee OO hai, i tate 15.65 15.65 
; i - ; athens gaat abelian amuciohe 15.6: 
» 1,25 Chieago delivered prices may be obtained Ww. HON. D.:: 350 35 37@ 40 42@ 47 | Box bark strips mee Tae 
& by adding to the above: For Ag stock, $6; . mat pas @ 38 43@ 48 50@ 55 Roofers, No. 2, 1 mia ok. Ae 11.00 
1 for %-inch, $3; for %-inch, $3.5 PLAIN RED OAK— | ix 6” S, NO. a, neg 
maa | er eee eS 00 1x10” er 
— eee 55@ 60 65@ 70 | ix 3” *: : 10" eee eees $17.15 
No. 1 pay oo 4 He co ese 28 70@ 80 EER revoxeses SOG SME cotckecas 19.60 
. ‘ No. 2 com..... @ 25 , | 
un} NORTHERN HARDWOODS | Sei como Hoi BGI Be) Gy 
3 20.00 Following are prices of northern hard- Cumsewe | ICAGO RECEIPTS, 
) g049 § Woods, f. 0. b. Wausau, Wis.: Ang OR 53@ 58 60@ 65 65@ 70 | SHIPMENTS 
5 Bice— Risk UCU CO 
FAS Sel. No. 1 No. 2 No. 3 pA I aie ro | Chicago receipts and shipments of | or 
p 1 Ut ...... $40-43 $30-33 $20-32 $18-17 $11-13 Nor? com..... 17@ 19 18@ 20 18@ 20 | LC. West’ statistician, "of th reported by 
B® 5/4 ..eeee 2-4: - = 18-20 a N = @ 4 4 es Statistician, of > ar 7 
0 *15.98 & hy eoewsin ey te 29-31 20-22 eH P 0. 3 com..... 13@ 15 15@ 17 15@ 17 oe for the four weeks Jan 30 to Feb 5. 
a |, aes 52- 42-44 e ie OPLAR— | ine usive, and » year Bate % oe 
» 917.94 ih seeee bags ae 4B 47 36.37 oti Panel & No. 1 = b. 25, 19% 33, cof gh AF yg EA 
ae «cate -§ 5-6 ™ “ Si a ae e corresp di ri : 929. ‘ . 
16/4 128-133 PP ctf on ies ” “ ee sin & wdr... $0@ 108 110@120 120@140 ponding periods of 1932: ne 
5/8 wea 35-37 25-27 17-19 14-16 .... | Saps & seil!!| b0@ 8& 60@ 68 78@ 86 | Lum Ship- howe 
ca 35-37 25-27 17-19 14-16 ... No. 1...--.... 30@ 35 35@ 40 40@ | lon, Oe te Receipts ments Shipments 
Thin 4/4.. 35-37 25-27 17-19 ; No. 2-A . 25@ 30 30@ 35 O0@ 45 | Jan. 30 to} 1933 42,025 14.545 27.480 
} " a BasswooD— No. 2-B |..:.: 18@ 20 20@ 29 220 34 paicedlbtnes — 31,608 39,118 
orted to & : = 
nembers “ Ganka ss i 22-24 18-20 12-14 MAPLE— Inc. or dec..... —18,706 ——7.066 %8—11,688 
iclusive, DE vevees 3-4 33-36 25-27 20-22 14-16 er 50@ @ | Jan. 1 to 11933 83,878 min : 
holesale ois seeeee 48-51 38-41 27-29 20-22 14-16 No. 1 com.&sel. 35@ 20 10@ $5 55@ 65 | Feb. 25 f1932 123,645 as’tas 54,429 
ns only. 8/4 eeeeee 53-56 43-46 32-34 22-24 14-16 No 2 com 5 a 28 9 a 40@ 45 | 9,9V0 78, 1 40 
ate 65-67 55-57 47-49 35-37 A ee ee ree 28@ 31 28@ 33 | Inc. or dec -<<at an ene 
_ nee 75-77 65-67 57-59 40-42 se ea cote —eB IGT ~-16.066 4-06 755 
Keystock, 4/4 No. 1&better, $50-52; or on aay ogy 
6 / 4x8" grades, FAS $60-62; No. 1, $45- : | | Shi Ship- Above 
J | & les— Recei . : ; 
& war. &better, $55-57: $45-47; 5/4 “No. 1 | or . teceipts ments Receipts 
—-— i i ea or on grades, FAS, $65-67; END DRIED WHITE MAPLE | ne Aah Be 7,180 8,283 1.103 
. <n | - JOe 4,02 9,92 2 996 
‘* arp MAPLE— Prices on end dried whit e a Sabie 
74 ; mills, lower Michigan: o maple, & @ BD | tne. oF doc..... —448 —1,641 §+1,193 
$18.50 f/4 «+e. 40-43 30-33 22-24 15-18 11-13 FAS No.1& | Jan. 1 to 21932 cid $+1,193 
17.58 § A senses 50-53 40-43 25-27 20-22 12-14 $/4 rn No.1 &sel. | yy 95 (1932 12,122 11,140 #999 
No.3 | we Be ea 55-58 40-42 26-28 18-20 12-14 lalallala aed pees: ery $ 70.00 | . £9 932 13,194 14,621 1,427 
$10.09 joa: 55-58 40-42 29-31 22-24 12-14 | 6/4 ............cccceeeee - 75.00 | Inc. or dec es eee 
ry 4 ah ane 75-78 60-63 50-52 36-38 8/4 dele acmabivas paleo ae 105.00 75.00 | . or dec..... —1,072 —3,481  § + 2,409 
us Me veces 90-95 80-83 60-63 40-48 .... | 10/4 ......-.cccccccccccce 105.00 75:00 | ‘*Receipts above shipments. 
+ + $8.05 16/4 "130-140 115-120 95-98 ...- vee a Radpiateneeeinenaieen Vase eine 130.00 100.00 | §Last figure in each group gives difference 
re . BIG cdeccccvewvcereaseees 140.00 110.00 | between 1933 and 1932 net receipts. — 
sii SALE 
S PRICES OF SOUTHERN HARDWOODS 
4 § ‘ 3 ere average sales “ices re _ ae - , 
16.65 4/4 _— “— reported for southern hardwoods during the week ended Feb. 21, Chicago basis: 
... $9.15 Rep Guu— 6/4 8/4 4/4 5/4 6/4 
Qtd. No. 1 PoPpLAaR— /4 8/4 
‘ & sel. 33 > Pin. FAS... 53 5 =¢ - a 
6/4as Pin, = * 0 wat Sebi wEReS Kade Aedm wes dice e ye ++ eine 58.00@ 63.00 72.00 
& wat. & sel 30.25@ 34.50 3 ee be Saps&sel. 38.50 4 ee Ge ee ESS Oe eae 
° 4.5 38.00 8.504 9 inal APSASEL. G5.00 wa eens 
Noi No. 2 com. 23.00@ 24.50 38.50@ 41.00 41.25@ 41.75 im, Beeel, Shee O6TG BASE 9 i ccuwccasee obastucenecs 
0. Sap Gu ee “at@eebe Od ews Beata aVen~wee ARs Rew ees No 9-A 26.00 <a —. sis) a ge ieedeette erat ewe. Saad a aay Ste eo 
Qtd FAS 28 504 . No. 2-B 19.50 ee ga eee ree nS oe ee ae 
a FAS. . 38.506 43.00 irene beanie seeeeseeee, 31.00@ 40.75 No. 3 17.00 Settetaeeere Seaeeneesces seeeeereeens 
Pin. FAS. 2 95@ 41.00 34.75@ 39.06 26.00@ 31.75 24.50@ 30.75 Se in ear ree eee | ete ee eee 
No. 1&sel. 27 98@ 28°95 + gt @ 39.00 aot tes -. 41.25 Lee 52.75 28 50 
$10.78 No. 2... 21.50@ 39 FO ores 25.00@ 28.50 31.25 No, 1Msel... .....6. cece eee eeeees ae —« eceeeas 
eee y BLACK Guns... oe. 22.5 8 St Bi a ao OP ives dive 24.75 late ies le : 20 50 De ae toe Ee 
Qtd. FAS . 36.50 a Wermy. 6. oo. kes ee ee eee , aS EBs Sie i 
ee as Toe | SERCRN ER AEE HRN RSH er, ... «641.00 —— Dll ee 
Pin. No. ’ ne ewes eee Te ee re KD ioe Oo lacie Wee 31.00 eS Sa A. oe! 9S Aree 24.00 
S & sel. ... 25.75 Sort ELM— nes per SNES ee 
No. Z cow 21.96 ne, eee ey eee ee “* jad Rem ewes No. 1&btr.. eek aoe 2G 
TUPELO— LeeReCRey weeuce sepia: . -diebiereinds a Beek... SASR | aiewcowsee ++ 26000; keene eens 
RMAN ] E Qtd. FAS. SS eee : 19-75 fa 20.50 9 00 aol ons he ina. ee 2 
ket quo- Be Gees strccaresses serreensteee ehernsepesis $2.00 Mas ee Tey ; Lb aed sip Ueiake tanec state 
f 6 Pin. FAS... 27.00@ 29.75 ............ sla e ee nbs $2.00 Corronwoop— arn a ok —  § -AsReesieeee 
No. 1&sel. 24.25@ 24.75 1......1! we pacer ee FAS. 12” & 
$6. Ww No. 2 Pe eee EkSErtreetes Suse vetiesees 29.50 wdr. .... 44.00 
HITE. Oar—. _ SeRiervedTbe Faanees eee es of [ae iS 5 Sohac serch pe okshipbeean be POs an = ln 
y, $9@1! Pin. FAS... 65.75 No. 1&sel... 30.00 ~- aed eget bis SRR aida ce oe 
3, $6@ No, 1&sel. 42.25@ 46.25 “ SCETERERY UESTURRONLCE TERENAS TS MES fading Sis Aigo Gren a ae wie 28.00 ee ee ee eS Se a ae 
OS os SERCO BETS oe cericcnes svesceeeccrs ch Salts spt orm EE 
»f logs: & No. 3-A.. 27.75 MveneKEeRHSR APOROTEEEHE, neaeeneiahes No. 1@btr.. 26.25 ==... sees 
10.000 Rep Oxn— 9° 747° a Rtoers ee atamcent canteen Wr ce i h cerreeesttey teeeeseeeees 20800009 eee eeeeees 
: Pin. FAS. 51 95 ane Me i Riel A ah ee ar FAS ia 3 PCE a an er, ee 7 FO 
of . . 1.254 o4.8 eee 81.504 35.5 o 
ber 1085 No. 1&sel. 8 OB 46.50 err eT ees nl GiGi latte aateratie sete ee eeeees No. 1&sel... 23°50 24 00 TSE RR cea 8.00@ 41.50 46.50 
ret? ++ 34.75 i ne eeeeee eet mESeeEEESSSSE 52.00 i pea 20:50 POOR See rae Sete cn 5 ee 
;, $8. a SP Oax— (ttevtiweass Se edte REO CES ‘as ores é0ie 6 we MAGNOLIA— ADEE AMS WORE SI 
my. ) . 42.25 43.25@ 44.75 $0.50@ 44.50 44.75@ 45.00 


to 
x 
to 
or 
> 
= 
' 
os 


. Saeacedeiwed (Kabhi eh en aw “ates eaemrans wie ae ee ee ae .50 




























| How to Figure Costs for Advertising 
‘ In Classified Department 





Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 

Seven words of ordinary length make 
one line. 


Count in the signature. Heading 


counts as two lines. 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 
Too Late To Classify 














DALLES YH YH YI YY YY I SY YY rwrFue 
WANTED IN CARLOAD LOTS 
White and Yellow Pine Sawdust from dry lumber 


Send samples 


Address “T. 60," care American Lumberman 





Employment 


WANTED—POSITION AS RETAIL MANAGER 





Or salesman Can take charge and sell anything 
that goes with yards Prefer smaller yard in 
Indiana Have novel compensation agreement to 


offer 


Address ‘“‘T. 69,” care Lumberman 


American 





POSITION WANTED 


had years of experience in manufacturing ot 
lumber, box shook and crating, also sales work 
on the road. Capable of installing cost systems 
for lumber operations, or auditor for retail line 
yards Very familiar with Wisconsin and West 
Coast Lumber and wood products 

Address “TT. 79,"" care American 


Have 


Lumberman. 





POSITION WANTED BY LUMBERMAN WITH 


30 yrs. experience—line yard and independent 
Keep any set of books—estimate from plans—15 
yrs collecting Go any place now 

GEO. W MYERS, 3ox 304, Rogers, Ark. 





EXPERIENCED LUMBERMAN 


Desires to correspond with concern needing efficient 


manager Can make small investment Age 46 
Married Excellent health Available on short 
notice 

Address “T. 66," care American Lumberman. 


Employment 





LADY SEC.-STENO-ORDER-INVOICE CLERK 


Thoroly experienced, A-1 references; railroad ex- 
perience; go anywhere. Mother to support, need 
work badly. 


Address “T. 65,'" care American Lumberman. 





EXECUTIVE—OPERATOR-—SALES SUPERVISOR 


Twenty years experience as executive and oper- 
ator hardwood and southern pine. Extensive ac- 
quaintance with industrial and retail! markets. 
Now engaged but open for proposition early next 


year with only substantial organization where 
merit and experience is required. 
Address “SS. 55," care American Lumberman. 





COMPLETE UNIT SELLING 
Executive with several years successful experience 
selling Complete Units, desires connection with 
progressive concern. 
Address “T. 50,” 


care American Lumberman. 





MAN OF BROAD EXPERIENCE, MILL, PLANING 
Mill and sales desires immediate connection with 
Y. P. and hardwood mill. Competent to take en- 
tire charge of mill. Can control some nice ac- 


counts. Prefer operation in southern Georgia, Ala- 
tama or Florida. Reasonable salary. 
Address “T. 54,"" care American Luimberman. 





EXPERT FILER, 25 YEARS’ EXPERIENCE 
All timber, soft and frozen, large and small! mills, 
have you saw trouble or want to step up produc- 
tion’ CHAS. F. ZIELKE, Rib Lake, Wis. 


FOR SALE 4 
Retail Lumber Yards 


LUMBER YARD PROPERTIES 





Specializing in Sale 
and 
Purchase of Yards 


throughout Mid-west 
DEANE P. HARBER 
Roosevelt Bldg?—Indianapolis, Ind. 


FOR SALE—LUMBER YARD 


Also building material and coal business in good 
sized town in central Illinois. Fine layout. No 
old stock—a yard we are proud to show. Will 
require at least $35,000 in cash, balance easy terms 

Address “‘S. 88," care American Lumberman, — 


FOR SALE—TWO GOOD RETAIL LUMBER yYps, 


In Nebraska. One in town of 8,000 people and one 

in larger town. Have always been good money- 

makers. 
Address “S. 91,” 








care American Lumberman. 


FOR SALE—RETAIL LUMBER YARD 


In heart of the famous Yakima Valley, Washing- 

ton. Handling good stock lumber, hardware and 

paint. All free and clear. Information on request. 
Address ‘“‘S. 76," care American Lumberman. 


FOR SALE—RETAIL LUMBER YARD 


In southeast Missouri. 















Address ‘‘S. 79,"’ care American Lum berman. 


FOR SALE—SMALL LUMBER YARD 


Paint, Hardware and Roofing material. Address 
G. F. SCHEIDECKER, Somonauk, III. 








THE SEASON IS ADVANCING FOR BUILDING 


Is it possible for you to make use of one whose 
business lifetime has been employed in the sale 
and marketing of Doors and Millwork successfully 
in a wholesale way to dealers and jobbers. Will 
go into ony territory, you pay expenses and charge 
same against commissions on sales. There must 
be some part of the United States where sales are 
possible. I'll gamble my ability and past experi- 
ence against your financing as stated above to find 


out. A good product sold by a good man. We 
both win. Best of references. 
Address “T. 61,” care American Lumberman. 





$$$75,000—UP $$$$ 


Want managership of good sized yard doing mini- 
mum business of $75,000. Prefer yard with complete 
hardware. Can and would like to take over complete 
charge of all hardware for some line yard com- 
pany. Plenty of lumber and hardware experience. 
Now employed. Age thirty-three, married 
Address ‘‘T. 58,”"° care American Lumberman. 


INVESTMENT WITH POSITION 
As manager retail yard; 15 years’ 


perience. 
Address ‘“S. 93," 





material ex- 


care American Lumberman 


Second Hand Machinery 


WANTED——ONE 10”x12” THREE DRUM 
MERTES MACHINERY 











Hoisting 
Milwaukee, 


Steam 
oO., 


engine 
Wis. 





Miscellaneous 


ws YY YY 





LPL L PD LD PD DD SD SD SI I I I 


SIDE LINE WANTED 


Prominent, old established, Wastern wholesale lum- 
ber distributor would handle good side line prod- 
uct. This should interest some manufacturer seek- 
ing able sales connection New York state and 


New England. 


Address “T. 67," care American Lumberman. 





WANTED—ADVERTISING POSITION 


Experienced sales promotion and advertising man- 
ager with thorough training in lumber field seeks 
new connection. Exceptional record of producing 


sales 

and 

proof 
Address “T. 64,” 


sales volume, domestic 
opportunity to show 


and larger 
Appreciate 


inquiries 
foreign 


American Lumberman. 


BAND, CIRCULAR, OR GANG SAW FILER 


Twenty years experience big mills, best references. 
Address “S. 77,’’ care American Lumberman. 


care 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





ORDERS FOR WHITE ASH, H. & S. MAPLE 


Red oak, basswood or other Northern hardwoods 
sawn to your specifications up to 30 feet long. 
I YOUNG LUMBER Co., 
Binghamton, N. Y 





WANTED—THE ADDRESS OF S. C. ECCLESTON 

Latest address 29 Broadway, New York City. 

Handling poles, ties, lumber, cross-arms, etc. 
Address “‘T. 55,’’ care American Lumberman. 





WANTED—FIRM TO DO BENDING 
for chair backs. 
71," care American 


stock 
op 


Of elm 
Address 


Lumberman, 








YARD ON COURT HOUSE SQUARE 


In County Seat town located in Northwest Central 


Indiana. Two yard town, good farm trade. Won- 
derful buy. 
Address “R. 69," care American Lumberman. 





LOS ANGELES AND SOUTHERN CALIFORNIA 


Retail Lumber Yards for Sale. Address TWOHY 
LUMBER CoO., 714 W. 10th St., Los Angeles. 





BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 


By using the classified section of the 
American Lumberman. The classified ads 
are read every week by both the buyers 
and sellers, A quick way to dispose of 
anything you want to sell. 


Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 
Send your advertisement to the 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





Business Opportunities 


wey yey eee YS 


FOR SALE—1/3 INTEREST IN 


One hundred thousand capacity mill on Pacific 
Ocean for $10.000—no debts—or will secure with 
machinery and equipment and give 14 profits on 
two year loan $16,000 Logs cost $4.50 in mill 
pond—$2.00 mfg. cost, $3.00 freight to San Fran- 
cisco. 15 million feet »ridge order $13.50 per thou- 
sand 100 million feet stumpage pay as cut T5e 
per thousand. No taxes or interest on timber 
Good cheap logging —excellent show—four miles to 
ocean and nice town Some Redwood, White Ce- 
dar and VPort Orford Cedar will clear $1.50 per 
thousand on present low prices 20 yrs. cut ahead 
of us. 
Address “‘T. 68,"' care American Lumberman, 


— 


EAST OREGON PINE MILL BARGAIN 


On common carrier R. R. and Federal Highway. 
Choicest timber available at 50 cts. up per M; 
Pay as cut; cheap logging; lumber has short track 
haul to new U. S. Vale-Owyhee River Dam, $18- 
000,000 U. S. project joining the rich agricultural 
Snake River lands. If interested, for particulars 

Address “S. 95,’’ care American Lumberman. 


FOR SALE—MODERN HARDWOOD FLOORING 
Plant located in heart of Appalachian hardwood 
timber district. Low price for quick sale. Libera 
terms. For full information write GEO. BE. DAVIS, 
Bristol, Va. 














MORE PROFIT FOR 1933 
Let me help you get it, Mr. Lumberman. 
service. Reasonable charge. 
Address ‘“‘T. 53,” care American Lumberian. 


Real 
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